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Top Cars 


New-car registrations for six 
months, plus 36 states for July: 
1957 Pos. Make 1956 Pos. 
837,968 
793,075 
346,741 
234,794 
214,390 
136,479 
157,377 
149,113 
79,646 
61,960 
61,750 
49,553 
34,701 
20,727 

19,689 

6,540 

5,780 

3,539 

3,401 


Mercury 157,098— 7 
Dodge 125,000— 8 
Cadillac 79,933— 9 
DeSoto 58,540—I11 
Chrysler 63,105—10 
Rambler 40,686—13 
Stade. 47,349—12 
Lincoln 24,116—14 
Imperial 5,668—18 
Nash 15,807—16 
Met. 3,091—19 
Packard 19,381—15 
Hudson 7,648—17 
513 Cont’ 997—20 
88,918 Misc. 45,899 
Total All Makes 
3,356,654 3,387,588 
Further details on Page 61. 
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But Dealers Fear for Profits ... 


Lusty Sales Seen for Rest of °57 


By Robert M. Lienert 
Associate Editor 


|b grrpgpenmy are generally optimis- 
tic over the outlook for the ’57- 
model cleanup and for fourth- 
quarter sales, a national survey by 
Automotive News indicates. 

The majority, however, have 
virtually abandoned hopes for 
profit during the cleanup and are 
dubious as to chances for much 
improvement in the year’s final 
months. 

Dealers are largely inclined to 
temper their outlook according to 


| their experience thus far this year. 
| Thus, most optimistic are dealers 


handling lines tliat have fared best 
| in 1957. Dealers of Wines which have 








Edsel Prices $2, ol 9-$3,801; 
Allowance Seen for Hikes 


By John K. Teahen Jr. 
Staff Writer 

DSEL ended the speculation 
about its price structure last 
week as it placed its cars on dis- 
play in dealer showrooms, The 18 
models will range from $2,519 
(advertised-delivered price) for the 
Ranger two-door sedan to $3,801 

for the Citation convertible. 
As was expected, the Edsel 
figures a bit above the top 
series of the '57 Ford, Chevrolet 


* - . 

46 Million Units 
On Road Escape . 
Safety Inspection 

ASHINGTON.—While up to 71 

percent of vehicles checked in 
state inspection programs are found 
unsafe, 46 million vehicles never 
have to be inspected, according to 
the Inter-Industry Highway Safety 
Committee. 

The committee has released a 
study of inspection programs 
which points out that only 14 


States and the District of Colum- 
bia require periodic safety in- 
spections. 


The uninspected vehicles in the 
other states—46 million of them— 
are using our streets and highways 

ith no official check made to de- 

mine safe operating condition,” 
ithe committee said. 
> > > 

HE committee said police acci- 

dent reports seldom give a clear 
Picture of the part defects in ve- 
icles play in accidents. 

Turning to the results of existing 

pection programs, the committee 
Teported that Pennsylvania, which 

had an inspection program 

e 1929, found 59.7 percent of 

thicles had unsafe conditions in 
he first 1955 inspection. 

During the second semiannual 
inspecion of 1955, fully 56.7 per- 
cent of vehicles had conditions 
which required correction. 

In New Jersey, which began in- 
Pections in 1938, one or more un- 
lafe conditions are found on about 
» percent of the vehicles checked 

h year. More than 100,000 in- 
perative tail lamps are discovered 
nh a typical inspection year. 

+ t * 


HE committee noted that a 

Gallup Poll released in July 

nowed that 74 percent of the driv- 
(Continued on Page 4, Col. 5) 


and Plymouth V-8s. They span 
the ’57 Mercury Monterey and 
Montclair and Buick Special and 
Century and wind up about on a 
par with the Buick Super. 


Edsel undoubtedly is relying on 
increases by competing makes to 
broaden its appeal to price-con- 
scious buyers. For instance, new- 
model boosts by Dodge and Pontiac 
may well shoot those makes above 
the Edsel prices on comparable 
models. 

> - > 
At PRESENT, the Edsel Ranger 
and Pacer models are priced 
only $13 to $71 above corresponding 
57 Pontiac Chieftain and Super 
Chief and Dodge Coronet V-8 and 
Royal models. 

Ranger models currently run $138 
to $214 above comparable V-8s 
offered in the '57 Ford Fairlane 
500, Chevrolet Bel Air and Plym- 
outh Belvedere series. 

This spread will be decreased 
when the latter makes show their 
58 models, and advertisements 
proclaiming, “Edsel—just a few 
dollars above the lowest” are 
likely to appear. 

All prices used in this Automorive 

(Continued on Page 4, Col. 1) 


been “cold” this year tend,more to- 
ward pessimism. s 
= > + 
N VIEWING the cleanjip, dealers 
believe that the probjem is “not 
insurmountable,” but at it will 
take plenty of hard wrk to clear 
out all ’57s before the ’58s arrive. 
Some dealers believe they will 
carry a few 1957 units into the 
new-model season. 

On the other hand, some dealers 
(mostly handling Ford) fear there 
will be a shortage, of "5% for retail 
delivery for several weeks before 
they begin to reteive 58 models in 
volume. Some @ealers say they are 
ordering extra for the closing 
months of the model year. 

> * 


complaint that 


caustically critical of 
ribution system which 
“standard sedans” 
he model season and 
cy hardtops and station 
or the cleanup push. 
sales booster for the 
cleanup season is expected to be 
the widely circulated reports of 


Auto News 


e@ A new, twice-a-month fea- 
ture—Don O’Reilly scours 
motor-sports beat for news 
of interest to dealers and 
factories. Page 19. 


ADBA claims 500 new sup- 
porters among dealers. 
Page 8. 

How debts can outlast 
bankruptcy. See Court De- 
cisions. Page 14. 


Business upturn seen be- 
fore end of 1957. Page 42. 
Car-sale racket turns Uncle 
Sam into a skip - tracer. 
Page 12. 

New-car, truck registrations, Page 61. 


Used-car auctions, Pages 4, 46. 
Output table, Page 69. 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


price increases on ’58 models, A 
few dealers expected to run into 
difficulty on credit during the 
cleanup. This does not mean that 
credit is growing any tighter; 
only that the new-car buyer dur- 
ing cleanup is more inclined to 
be a marginal risk. 

One dealer summed up his col- 
leagues’ outlook when he said: 
“The cleanup will be orderly, but 
it will be tough to make a buck. 
The custom rs_ want piood. 

a ie ails 
ne 


Brightest 

the predict: 

during the final q ir. Nearly ail 

dealers look} for ap up. « is 
a2 


yh eg DEIR 


way of imp 


$8 Per Year, 25c Per Copy 


dealers are quick to point out that 
in most lines ’58s will not be avail- 
able for the entire period. They 
agree that business should be good 
once the new cars come out. 

Dealers whose cars will not be 
introduced until November fear 
that they will not have adequate 
stocks of the new models until 
some time in December. 

Even if the new models sell well 
with a fat gross, they say, the ’58s 
will , not have a great-enough im- 
[rap bat, n| the full three-month period 
to set thin, last-ditch deals made 
gn ’67s lin October and November. 

: si cogsiderable number of deal- 

iscussing the final-quarter 

ieeal tain in terms of holding on 

to pro they managed to scrape 
(Continued on Page 65, Col. 1) 


Output at 7-Week Low 


Holiday and Buildouts at Chrysler Corp. 
Cut Car Assemblies to 91,973 


By Martin L. Whitmyer 
Staff Writer 

= buildouts of 1957 models 

at four of five Chrysler Corp. 
assembly units plus an industry- 
wide loss of a workday due to the 
Labor Day hiatus dropped U. S. 
car output to a seven-week low of 
91,973 assemblies last week. 

The week’s operations amounted 
to only 74.5 percent of Automo- 
tive News’ three-year index, and 
marked the lowest weekly output 
since the holiday-shortened week 
ended July 6, when the car manu- 
facturers turned out 74,107 units. 
The previous week saw the man- 
ufacturers assemble 119,593 cars, 
or 96.8 percent of the index. 

Last week’s car assemblies, how- 
ever, were 92.3 percent above the 
same week a year ago, when the 
industry turned out Ld units, 

> * 


revious week helped give the 
manufacturers a total of 524,854 
assemblies for August. That’s a 5.9 
percent increase over the 495,475 
units produced in July, and a 30.4 
percent boost from the 402,475 cars 


* +. + 


7S 119,593 cars turned out the 
P 


New-Car Production Scoreboard 
What’s Happening This Year— 


642,000 
570,900 || 978-826 


549,239 


531,365 


500,271 Wi 495,475 





Jan. Feb. Mar. April 


June July 


May 


What Happened Last Year= 


412,000 575,200 


555,600 


Jan. Feb. Mar. April 


May 


471-475 1 430,375 |] 448.875 


402,575 


June July Aug. 


*September '57 figure is a projection based on daily rate. 


524,854 


At 3-Quarter Mark: 
*57—4,693,000 
*56—4,235,000 


300,000* 


580,80C 597,225 


| 190,725 


assembled during August a year 
ago. 

Car output for the first eight 
months of this year totalled 4,- 
392,975 units as compared with 
4,044,375 assemblies during the 
Jan. 1-Aug. 31 period of 1956. 
Truck output in August totalled 

86,377 units, or a 7.1 percent decline 
from the 93,019 commercial cars 
produced in July. Last month’s 
truck output also was 4.6 percent 
below the 90,519 units turned out 
during August a year ago. 

> = +” 


Cena. - COs production 
for the first eight months of 
this year totalled 752,179 units, or 
2.1 percent below the 768,646 trucks 
built during the Jan. 1-Aug. 31 pe- 
riod of 1956. 

Buildouts of 1957 models at 
Plymouth, Dodge, DeSote and 
Imperial last week dropped 
Chrysler Corp. output from 25,538 
units a week earlier to 11,075 last 
week. 

Chrysler division, which turned 
out 1,300 cars last week, compared 
with 2,211 a week earlier, will halt 
’57-model output Wednesday (Sept. 
11). Plymouth went down Friday 
(Sept. 6), while Dodge and DeSoto 
closed out Tuesday night. Imperial 
closed out its ’57-model run the 
previous week. 

= a” . 

BREAKDOWN of other Chrys- 
ler Corp. ‘operations showed 
Plymouth with 8,750 assemblies 
last week, compared with 15,144 a 
week earlier; Dodge off from 5,556 
to 700 units, and DeSoto down from 
2,140 to 325. Imperial made 487 
units in its last week of operation 

the previous week. 

Saturday operations at its 
Dearborn, Kansas City, Buffalo 
and Chester (Pa.) assembly 
plants last week helped Ford divi- 
sion hold its ground against 
Chevrolet, which has climbed 
within 4,282 units of taking over 
the top spot in calendar-year out- 
put. 

Despite the overtime schedules 
at Ford, the General Motors divi- 
sion outproduced the industry’s top 
builder by a 25,500 to 25,160 score. 
The previous week Chevrolet 
turned out 31,821 cars to Ford’s 
26,890 units. 

+ cs +. 

N OTHER Ford Motor Co. activi- 

ties, Edsel turned out an esti- 


mated 4,050 cars last week, com- 
(Continued on Page 69, Col. 3) 
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Makers Juggle Executive Lineups 


By John K. Teahen Jr. 
Staff Writer 
EE new general managers 
have taken their places in the 
automotive firmament during the 
last 12 months, heading the changes 
that have occurred in the hierarchy 
of the nations No. One industry. 
All in all, it was a quieter year 
than its predecessor — up until 
last week when there were signs 
of new leadership for the 58 


Buick’s Kennard 
Succeeds Belfie 
As Sales Chief 


FLINT. Edward T. Ragsdale, 
general manager of Buick and vice- 





president of General Motors, an-| 


nounced the appointment of Ed- 

ward C. Kennard as general sales 

manager, effective immediately. 
He succeeds Albert H. Belfie, who 





A. H. Belfie 


E. C. Kennard 
will become merchandising man- 


ager on the staff of W. F. Huf- 


stader, GM vice-president in charge | 


of the distribution staff. 


Kennard, assistant general sales | 
manager in charge of the home| 
office staff since June of last year, 
joined Buick in 1947 as a parts 
stock manager. At 38 he becomes 
one of the youngest men ever to 
head the Buick sales staff. | 


Most of his service has been in 
the West and Southwest. He was 
made zone manager in El Paso in 
1951 and two years later moved to} 
Portland, Ore., to establish a zone 
office. 

In 1954 he was transferred to Los 
Angeles as zone manager, and was 
promoted to Southwest regional 








manager in Dallas in 1956. He came 
to Flint from Dallas. 

Belfie, 57, has been general sales | 
manager since June, 1950. He has| 
been with GM for 38 years. 

His selling career began in 1926 | 
as a retail salesman in Detroit. He | 
joined the Buick-Oldsmobile-Pon- 
tiac organization in 1932 and the)! 
following year he became business | 
ee manager for Buick in 

nt. 


model-year run. The Septem- 
ber '55 to September ’56 period 
had witnessed the retirement, 
resignation or transfer of three 
corporation chairmen, one presi- 
dent and four divisional chiefs. 
No chairmen or presidents have 
departed since September ’56, but 
the top job in the industry may 
change hands before another year 
has passed. 

Harlow H. Curtice will observe 


his 65th birthday next Aug. 15. Re-| 


tirement at General Motors is vir- 
tually automatic at 65, but the 


|board of directors may request a 


man to stay on beyond that age. 
= > . 


—— the biggest personnel | 


shift of the year was the “re- 
merger” of Lincoln and Mercury 
under James J. Nance. The move 
unseated two general 
Lincoln's 
curys F. C. Reith. 

Mills now is assistant general 
manager of the combined opera- 
tion, and Reith has been reassigned 
by the corporation. Like Nance, 
both Mills and Reith are Ford 
Motor vice-presidents. 


Joseph E. Bayne was appointed | 


general sales manager of the new 


| division. He has been a member of 





Beacham Now Ford V-P; 


Assistant Division Chief 


DEARBORN. — Charles R. 
Beacham has been elected a vice- 
president of Ford Motor Co, and 
appointed assistant general man- 
ager of Ford 
division, Ernest 
R. Breech, 
chairman, an- 
nounced last 
week, 

Beacham had 
been Ford divi- 
sion general 
sales manager 
since February, 
1956. He joined 
the company in 
1926 and ad- Cc. R. Beacham 
vanced through the field or- 
ganization, holding the post of 
New York regional manager be- 
fore taking over Ford division 
sales. 





managers— | 
Ben D. Mills and Mer-| 











the Dealer Policy Board for the last 


year and before that was Mercury|)= 4 


general sales manager. 

Nance joined Ford in Octo- 
ber, 1956, as marketing vice- 
president after leaving the presi- 
dency of Studebaker-Packard. 
Ford division and Cadillac also 

have new general managers. At 
Ford division, J. O. Wright was 
elected a corporation vice-president 
and moved up to succeed R. S. 
McNamara when the latter was 
appointed group vice-president, car 
and truck divisions. In his new post, 
McNamara took over for L. D. 
Crusoe, who retired. 

Charles R. Beacham was elected 
a Ford Motor vice-president and 
took over Wright’s post of Ford 
division assistant general manager. 
He formerly was the division’s gen- 


eral sales manager. 
= 


: = 
AMES M. ROCHE became Cadil- 
lac’s head man when Don E. 
Ahrens retired, and Frederick H. 
Murray, formerly chief of the com- 
pany’s Los Angeles branch, suc- 
ceeded Roche as general sales man- 
ager. 
The Ahrens case is an example of 


a man serving beyond retirement | 


age. Ahrens headed Cadillac for 


more than a year after reaching 65. 


The appointments of Nance, 
Wright and Roche—coupled with 
1956 changes at Chevrolet, Pon- 
tiac, Buick and Dodee—mean 
that only four general managers 
of Big Three car divisions were 
in their present jobs before Jan. 
1, 1956. 

The “veterans” are J. F. Wolfram, 
Oldsmobile; John P. Mansfield, 
Plymouth; L. I. Woolson, DeSoto, 
and E. C. Quinn, Chrysler. Wolf- 
ram, appointed in 1951, has the 


longest tenure. 
> > > 


THE sales front, changes 
have involved Dodge, Buick, 
Lincoln, Mercury and Studebaker- 
Packard in addition to the above 
mentioned appointments of Murray 
and Bayne. 

S-P named Sydney A. Skillman 
a vice-president and general sales 
manager to succeed Carl K. Ravelle 
who joined Mack Trucks, Inc. L. F. 
Desmond took over as Dodge sales 


vice-president when Byron J. 
(Continued on Page 67, Col 1) 


Lincoln, | Mercury Merged; 
Nance and Bayne Move Up 


ORD MOTOR CO. last week re-| eration. Bayne had filled that post 


combined its Lincoln and Mer- 
cury divisions under James J. 


He subsequently served as zone} Nance as general manager. Lincoln 
manager in Washington and Chi-| and Mercury had been operating as | 
cago. In 1938 he was made director | separate units since April, 1956. 


of merchandising in Flint and was | 


One of Nance’s first moves was 


appointed assistant general sales | to appoint Joseph E. Bayne general 


manager in 1948. 





Pi tee 


Aluminum Grilles for '58s— 


L. J. Campbell, left, president, 





Firestone Steel Products Co., Akron, examines the 


first test run of color-anodized aluminum grilles now in production for 1958 automo- 
biles. The giant machine in the background can permanently dye aluminum any 
color. Six different finishes can be turned out simultaneously. The anodizing section 
at Firestone occupies 10,000 square feet of floor space and can treat 5,000 square 


feet of aluminum an hour. 





for L-M from 1947 until the 1955 
split. He then headed Mercury sales 
before joining the Dealer Policy 
Board in September, 1956. 

Nance, who has been called one 
of the nation’s top merchandising 
men, joined Ford last October as 


| sales manager of the combined op- marketing vice-president a few 


months after leaving the presidency 
of Studebaker-Packard. Bayne is a 
10-year Ford veteran. He was Plym- 





J. J, Nance 


J. E. Bayne 
outh general sales manager from 
1940 to 1947. 


Ben D. Mills, former Lincoln 
chief, was appointed L-M assistant 
general manager, and F. C. Reith, 
who headed Mercury, is being as- 
signed to another executive posi- 
tion within the corporation. Like 
Nance, Mills and Reith are Ford 
vice-presidents. 

* * ea 
E move left the new division 
with a duplication of effort in 
every major area and likely will 
result in numerous personnel shifts. 

At present, the division has 
two sales staffs and two manu- 
facturing staffs. There are two 
field sales organizations and two 
financial and purchasing setups. 

Undoubtedly there will be some 


integration and realignment of 
(Continued on Page 67, Col. 4) 





| banks rose $88 million 


















New German Ford— 


Ford of Germany has introduced this new model in the Taunus series. Ford official 
in Germany were quoted as saying the car would be exported to the U. S. in 199 


but a Ford official in this country said he 
here at present. 
about 14 feet. 


Auto Paper Up $203 Million 
To $15 Billion, U.S. Reports 


WASHINGTON.—A boost of $203 | 
million in automobile paper topped 
increases in all types of outstand- 
ing consumer installment credit in 
July, the Federal Reserve Board re- 
ported. 

The boost in auto paper was 
less than the $240 million hike in 
June but $77 million over the 
figure for July, 1956. Auto paper 
now totals about $15.3 billion, the 
board reported, an increase of 
$914 million over July, 1956. 

Credit extended by commercial 
in July. 
Sales finance companies reported 
a boost of $90 million and automo- 
bile dealers $8 million. Credit was 
up $17 million at other financial 
institutions. 

Commercial banks now hold $6.3 
billion worth of auto paper, sales 
finance companies $7.5 billion, auto 
dealers $598 million and other fi- 
nancial institutions $901 million. 

The board reported that total 
credit during July rose $355, com- 
pared with $213 million in July 
a year ago. The total as of July 
31 was about $32.7 billion, an in- 


Business 
Barometer 


Auto Production-- 110,345 cars, 
trucks in week vs. 61,840 the year be- 
fore. 

Department Store Sales—Up one 
percent from year before. 

Freight Loadings — 759,140 cars 


in week, a decline of 11,273 cars from 


The new model has a 60-horsepower engine and overall length @ 





the year before. 

Gasoline Stocks — 171,897,000 
borrels, a decline of 239,000 barrels 
in week. 

Jobless Claims—185,700 in week 
vs. 188,800 the year before. 

New-Car Registrations — 3,356,- 
654 in 1957 to date vs. 3,387,588 the 
year before. 

New-Truck Registrations — 501,- 
929 in 1957 to date vs. 533,441 the 
year before. 

Oil Stocks — 287,678,000 barrels, 
an increase of 1,060,000 barrels in 
week. 

Soft Coal Output—9,875,000 tons 
in week vs. 9,829,000 tons year ago. 

Steel Output—82.7 percent of es- 
timated capacity vs. 82.2 percent the 
week before. 

Used-Car Prices — $885 in Sep- 
tember to date vs. $873 in August. 

Wholesale Prices—118 percent of 
1947-49 index, unchanged from the 


week before. 


Common Stocks 


Sept. Aug. 1956-1957 
4 28 High Low 
7% 6% 8% 5% 
75% 75%, 82% 64% 
53% 53% 59% 53% 
42%, 42%. 472 38%, 
5% 5% 8% 5% 


Average 36.90 36.67 


Am. Motors 
Chrysler 












knew of no plans for introducing the co 


j 
| 


crease of $2.4 billion over a year 
ago. 

Increases in other categories dur- 
ing July were: Personal loans, $125 
million; repair and modernization 
loans, $15 million and all other 
consumer goods, $12 million. 

Noninstallment credit declined 
$235 million during the month, com- 
pared with a drop of $189 million 
in July, 1956. 

Total consumer credit was ak 
most $42.4 billion, a jump of $28 
billion over July, 1956, the board 
reported. 


* * * 


Caution in Auto Credit 


Urged Upon Bankers 

NEW YORK. — Caution in the 
field of new-car credit was urged 
upon bankers last week by the in- 
stallment credit commission of the 
American Bankers Assn. in_ its 
quarterly report. 

“Until liquidation pains and 
cleanup problems are in better 
focus in the automobile industry, it 
would be prudent to watch this 
area closely,” the report said. 

The study warned bank lenders 
against any repetition of the “loose” 
credit policies followed in 1955. 

The report noted that the de-| 
linquency rate in most lines of con- 
sumer credit is on the increase and 
that collections “are becoming 4 
trifle more difficult.” 


Regional 1 Talks 
Slated for Dealers 


In Pennsylvania 


HARRISBURG, Pa.— (UTPS)-— 
A series of regional meetings on 
“Management, Expenses, Profits,” 
planned for the state’s new-caf 
dealers by the Pennsylvania Aute& 
motive Assn., will start Sept. 16. | 


Claude S. Klugh, PAA generfl 
manager, said 19 meetings will 
conducted by PAA “Profit Teams 
this fall, covering the state in five 
weeks. 


“In view of the fact that the me® 
sages to be delivered at these meet | 
ings will be of especial interest to | 
some of your key employes, such | 
as your general managers or book-/ 
keepers, our committee has decided 
to allow them to attend,” Klugh! 
told dealers. i 


Following is the schedule of! 
meetings: i 

Sept. 16, Reading: Sept. 17, Nor- | 
ristown; Sept. 19, Philadelphia; | 
Sept. 20, Wallingford; Sept. 23, Wil- 
liamsport; Sept. 24, Scranton; Sept) 
25, Easton; Sept. 26, Pottsville; 
Sept. 30, Altoona; Oct. 1, Clearfield; 
Oct. 2, Johnstown; Oct. 3, Harris 
burg; Oct. 7, Washington; Oct. §& 
New Castle; Oct. 9, Pittsburgh; Oct 
10, Greensburg; Oct. 21, Oil City; 
Oct. 22, Erie, and Oct. 23, Bradford 
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By John 0. Munn 





















HN VAN BENSCHOTEN, who 
is 87 and a Dodge dealer in 
Poughkeepsie, N. Y., is one of our 
respected veterans in this field, and 
a good-looking one, too. 
~~ He is past president of the New 
—iYork State Automobile Dealers 
*tassn. It is always an honor to get 
Sia letter from him, It is certainly 
the voice of experience talking. 
Here is his observation on current 
conditions: 
d officick We have been watching very 
in 19% carefully the last four copies of 
g the cm} your paper, especially the articles 
length @ | Where you started to comment on 
the $100 charge the factory can 
~~ | put on the cars. 
I can give you my ideas—which 


ton 

12 Dealers Named 
rts To 3-Year Terms 
a yer |(((n NADA Board 


WASHINGTON.—Twelve dealers 
in 10 states have been elected to 
three-year terms as NADA direc- 
tors. The terms will begin in De- 
cember. 

Eleven of the men were reelected. 















ies dur- 
ns, $125 
nization 
1 other 
; 


declined 


th, com The lone newcomer is C. E. Flandro 
million (Ford), Pocatello, Id. 

Reelected were Frank Dawson 
— (Dodge-Plymouth), Tucson, Ariz.; 


Hanford A. Crockard (Chevrolet), 
Berkeley, Calif. (Northern Califor- 
nia); Ray D. Wilson (Chevrolet), 
Los Angeles (Southern California) ; 
> Walter B. Cooper (Chevrolet), Fort 
Ht Collins, Colo., and A. Leftwich Sin- 
clair jr. (Ford), Washington (Dis- 
trict of Columbia). 
_— Also, Harry B. Craycroft (Ford- 
3 UTC@) Lincoln-Mercury), Vandalia, IIL; 
the in-} Frank Collord (Dodge-Plymouth), 
of the} Waterloo, Ia.; George F. Ziesmer 
in its} (Ford), Mankato, Minn.; William 
Frame (Chevrolet), Amityville, N. 
sand Y. (Metropolitan New York); Carl 
E. Fribley (Cadillac-Pontiac), Nor- 


of $28 
> board 


in the 


etter 


istry, it} Walter M. Duncan (Dodge-Plym- 
ch this | outh), Beckley, W, Va. 


ieaen| Little Space Left . 
At St. Louis Show 


“loose” 
955. 
he de- | 
of con. ,.5!- LOUIS.—Some 97 percent of 
se aa the space available for the 1958 
orn St. Louis Auto Show has been sold 
or reserved, according to Ed Hay- 
| ward, show manager. 
| The show, scheduled Nov. 22-Dec. 
}4, will mark the second time that 
| the St. Louis exhibit has featured 
ers | allied automotive products in addi- 
| tion to new cars. 
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Washington Column 





wich, N. Y. (New York State), and | 


may be of some benefit or not— 
regarding these issues as I feel the 
association and everyone are bark- 
ing up the wrong tree. 

* + = 


Suggested Price 


pentane ag the factory recom- 
mended for Poughkeepsie a sug- 
gested delivered price on cars. After 
a time the factory advised the 
dealers this was not constitutional 
and could not be collected so we 
gave it up. 
Since then we have been ad- 
vised that once we paid for the 
automobiles they were our prop- 
erty and we could sell them at 
any price. This rule is in effect 
| today. 

I don’t think you can make this 
charge of $100 and have the factory 
| Or anyone else collect it. Originally, 
we always sold cars at factory 
recommended delivered prices. We 
never had any trouble collecting the 
$100, but since the Government and 
the factory notified us this could 
not be done as stated above, chaos 
started from that day on and has 
existed since. 


I really do not see how NADA or 
anybody can go along with this 
plan; hence, it will never work. 

* > = 


Decent Contract 


— I dictated the above para- 
graphs I have read the last 
issue of your paper as well as the 
article written by Harlow H. 
Curtice, president of General 
Motors, wherein he demands the 
dealers should have some kind of 
a decent contract established by the 
Government in order that they can 
collect the $100, or 5 percent for 
ears sold in their territories. 


This is good sense and should 
be put into force, It is something 
all the dealers want and are 
entitled to. 

I started in with Ford for 18 per- 
cent discount, which was soon 
changed to 20 percent, and we al- 
ways made money as a small dealer 
in a small way ever since. One of 
my two sons is president of our 
company, the other is vice-president 
and I am treasurer, but at the 
present we are not making any 
money. We try to make a living, 
that is all. 

I could write a book on every- 
thing that has happened during my 
days as a dealer but will pass this 
up for the present. 








21 Ohio Dealers 
Called on Carpet 
By State Board 


COLUMBUS, O. — Twenty-one 
auto dealers have been cited to 
appear Sept. 5 before the Dealers’ 
and Salesmen’s Licensing Board of 
the Bureau of Motor Vehicles here. 

They have been charged with 
employing salesmen not properly 
licensed to sell cars. The citations 
were issued by Charles Cronin, 
Cincinnati, board president. 

Dealers ordered to appear include 
Economy Motors, Campbell; Jake 
Sweeney & Co., Cincinnati; Seymour 
Co. and Welch’s Motor Sales, 
Columbus; Hirsimaki Pontiac Co., 
Conneaut; McCoy’s Used Car Sales, 
Coshocton; Keish Auto Sales, Kelly 
Car Co. (Dayton Sales Co.) and 
Westown Motor Sales, Dayton, and 
Alder Chevrolet, Hilliards. 

Rhoades Superior Sales & Service, 
Inc., Kenton; Highland Park Motor 
Sales, Inc., Massillon; Wells Auto 
Sales, Middletown; Hoffman Broth- 
ers, Montville; Simi Lincoln Mer- 
cury, Inc., Mt. Vernon; Morris Ford 
Sales, New Carlisle; Mylander Im- 
plement Co., Oak Harbor; Lashley 
Tractor Sales, Quaker City; Buckles 
Motors, Inc., Urbana; Short Chev- 
rolet Sales & Service, West Unity, 
and Hughes Ford, Inc. Yellow 
Springs. 
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Five Dealers Receive 


$152,000 from SBA 


WASHINGTON, — Five auto- 
mobile dealers were among 302 
firms which received loans from 
the Small Business Administra- 
tion in July. The loans, which 
went to two Iowa dealers and 
one each in Montana, Missouri 
and California, ranged from $12,- 
on to $50,000 and totalled $152,- 

The SBA also declared disas- 
ter areas in Illinois, Indiana, 


Iowa and Michigan. The agency 
made 162 disaster loans totalling 
$853,000, of which three auto 
dealers received loans totalling 
$23,000. 





West Virginia Dealers Elect— 


After Regional Meeti ‘ 








500 New 


Mem bers 


Claimed by ADSA 


By L. H. Houck 
Staff Correspondent 
OKLAHOMA CITY. — Four re- 
gional meetings have produced ap- 
proximately 500 new members for 
ADSA, according to Bert Horner, 
managing director, who helped 
carry the ball at two Texas meet- 
ings. 
At the request of the East 
Texas Auto Dealers Assn., Bill 





Newly elected officers of the West Virginia Automobile Dealers Assn. are (from 


left) R. A. Galyean, secretary-treasurer; O. 


L. Mullins and John D. Queen, regional 


vice-presidents; A. W. Orndorff, president; Walter M. Duncan, NADA director, and W. 
D. Poland, first vice-president. E. M. Daniell, regional vice-president, is not pictured. 


(Story on Page 6.) 


Code of Ethics Is Needed 


In Franchise, 


DETROIT.—Indicating “a lot will 
be done” to improve factory-dealer 
relations, Fred J. Bell, NADA ex- 
ecutive vice-president, told news- 
men here last 
week that he 
thought it would 
be “completely 
practical for the 
factory to write 
into the dealer 
franchise a code 
of business stand- 
ards” and to des- 
ignate the “type 
of man the manu- 
facturer wants 
to handle his 





Fred J. Bell 


product.” 

Such action would eliminate the 
unethical dealer, Bell said, and 
NADA would give full cooperation 
to such a move. 

Bell attended a luncheon given 
for factory executives to outline 
plans for NADA’s Miami conven- 
tion and equipment exhibition. 

He said there is concern among 
dealers about the 1957-model clean- 
up but that there has been little, if 
any, talk among dealers about 
overproduction this year. 

Praising improvements in factory- 
dealer relations the past two years, 
Bell pointed out that there were 
some dealers who favored govern- 
ment control of the auto industry. 
NADA, he said, was unalterably 
opposed to such control. 
,Proponents of government con- 
trol were very much in the minor- 
ity, Bell said, but “the very fact 
there is such thinking is not good.” 

Bell said that he agreed whole 
heartedly with President Eisen- 
hower’s feeling that NADA has a 
dual function the same as the deal- 
ers themselves. 

He quoted the President as say- 
ing that dealers played an impor- 
tant dual role in transportation, 
in that they both sold and serv- 
iced the product, Bell said he 
believes that it is the role of a 
trade association not only to aid its 
members in their current prob- 

lems but to aid in developing the 


Bell Says 


managerial competency of its 

members. 

He recalled that the code of ad- 
vertising principles which the as- 
sociation promoted some time ago, 
had not entirely licked the problem 
but had gone a long way to help. 


Theme of the 1958 NADA con- 
vention, to be held Jan. 11-15 in 
Miami, will be “To Sell—Serve.” 

The equipment exhibition, 
started 10 years ago, will be even 
larger than the 1957 one in San 
Francisco when more than 40,000 
square feet were used by auto- 
motive equipment manufacturers, 
said Manager L. J. Smith. 


The “Service Consultation Hall,” 
which was introduced in San Fran- 
cisco, will again be featured at the 
Miami Beach Exhibition. Car man- 
ufacturers will have representatives 
on hand for all makes to counsel 
with dealers in areas of service 
management. 


Although the list of exhibitors 
to be represented at the 1958 con- 
clave is not yet complete, advance 
inquiries from firms—many of 
which never have been NADA ex- 
hibitors before—indicate that the 
forthcoming show will be the larg- 
est, Smith said. 


On_ the 





Thomas (Ford), Stillwater, Okla.; 
Roy Tant, secretary-manager, 
Oklahoma ADA, Horner, and Pat 
Patterson (Buick), Oklahoma 
City, flew to Kilgore Aug. 29 for 
a general meeting of dealers. 

The association unanimously 
adopted the ADSA resolution ask- 
ing factories to establish the plan 
to halt cross-selling by incorporat- 
ing it in their new contracts and 
calling on other dealers to join the 
movement. It was the fifth state 
association to endorse this resolu- 
tion. 

The East Texas dealers also 
passed a recommendation asking 
the Texas ADA to endorse the 
ADSA plan. 

Max Hockema (Buick), Kil- 
gore, was elected chairman of 
the East Texas chapter of ADSA. 
Travis Beavers, Longview, was 
elected cochairman. 

These are the provisions of the 
ADSA pian: 

1. Manufacturer to designate 
area of sales and service respon- 
sibility to each authorized dealer. 

2. Authorized dealer assumes the 
responsibility of providing adequate 
capital, premises, personnel, parts 
stock, tools and machinery to as- 
sure owners of all cars or trucks 
of the make he represents proper 
and satisfactory service. 

3. Manufacturer agrees to pay 
dealer an overriding bonus of 5 
percent of the factory list price 
for all new cars and/or trucks 
sold by dealer to residents of, 
and that will be in general use 
in the area manufacturer has 
specifically designated to the 
dealer as his responsibility for the 
development of sales and provid- 
ing service. 

4. Overriding bonus to be paid at 
regular intervals upon the dealer 
furnishing affidavit listing the 
names and addresses of persons or 
firms to whom new cars and/or 
trucks were sold by him within the 
area designated to him as his re- 
sponsibility by the manufacturer. 

Chick Coker (Pontiac), Okla- 
homa City, president, Oklahoma 
City Auto Dealers Assn., and execu- 
tive vice-president Oklahoma Deal- 
ers Assn., charter ADSA member; 
Jack Clark (Dodge-Plymouth), Ok- 
lahoma, and Horner flew to Ama- 
rillo for a meeting with Panhandle 
dealers Aug. 30. 

Dealers from 30 towns took back 
endorser membership blanks, guar- 
anteeing 100 percent signup of 150 
to 200 new members within 10 days. 

Ray Dickey (Buick), Lubbock, 


(Continued on Page 67, Col. 1) 


Pennsylvania Dealers 


Plan to Meet May 12-13 


HARRISBURG, Pa, — Claude S. 
Klugh, general manager of the 
Pennsylvania Automotive Assn., 
has announced the 38th annual 
meeting of PAA will be held May 
12-13, 1958, at Haddon Hall Hotel in 
Atlantic City, N. J. 

J. Guy Hayden, Philadelphia, has 
been named general chairman of 
the 1958 convention committee. The 
meeting will be the first held by 
PAA in Atlantic City since 1954. 


House .. . 


Rumor along Miami auto row is that a large for- 


eign-car dealer is readying a $500,000 suit against 


his factory over loss of franchise . 


. . Upper Valley 


Auto Dealers Assn., Texas, has changed its name to 
McAllen-Mission Assn... . 


Both used-car sales and inventories dropped 12 
percent among Chicago-area Ford dealers during 
August, due to short supply of good units. Service 
operations remained steady . . . Elias Strong, sec- 
retary of Utah association, has been elected a 


director of Utah Council of Retailers . 
of holding a press party this summer, C. M. Hall 
Lamp Co. took the party right to newsmen’s desk, 


Wemhoft 


. . Instead 


via a ribboned box filled with one drink, one glass, two cigaretes, 


pretzel, etc.... 


Karl Hosten, Grosse Pointe (Mich.) Studebaker-Packard dealer, 
passed out free copies of the Mt. Clemens Leader to motorists during 


Detroit’s recent daily paper strike ... 


From the Small Business 


News: “One New-Car Dealer to Another: ‘I wanted my son to share 
in the business, but the government beat him to it.’” 





—Prte Wemuorr, Editor, 
Automotive News 
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Allowances Seen for Hikes by Others... 


Edsel Prices Range 
From $2,519 to $3,801 


(Continued from Page 1) 


News comparison include the fac- 
tory-suggested retail price, Federal 
excise tax and dealer preparation 
charges. They do not include 
freight, state and local taxes or 
optional equipment. 
= > a7 

gg age the Edsel prices 

with °'57 Mercury and Buick 
figures gives some indication of 
where the new entry will fit during 
the first two months of its life. 
The picture will change, of course, 
when Buick and Mercury unveil 
their 58s. 

Here are the figures for four- 
door sedans, four-door hardtops 
and convertibles in the lower-priced 
series. 


4-door 4-door 

sedan hardtop conv. 
'68 Edsel Ranger $2,592 $2,678 $.... 
°67 Mercury Monterey 2,645 2,763 3,005 
°S7 Buick Special 2,660 2,780 2,987 
"68 Edsel Pacer 2,735 2,863 3,028 


Moving up to the Edsel Corsair, 
the Mercury Montclair and the 
Buick Century, the following figures 
are noted (automatic transmission 
is standard on these models): 


4-door 2-door 
hardtop hardtop 
"S17 Mercury Montclair $3,317 $3,236 
°S7T Buick Century 3,354 3,270 
"SR Edsel Corsair 3,425 3,346 


Buick Super models are slightly 
higher than Edsel Citations, but 
power steering is standard on the 
Buicks. It is an extra-cost option 
on the Citation. Automatic trans- 
mission is standard on both. 


> > > 


ILE Edsel dealers were 
pleased with the figures an- 
nounced last week, industry price 
experts were quick to warn that 
auto prices often are not final until 
General Motors makes its move. 
“Remember 1956,” they said. A 
year ago, Ford and Lincoln an- 
nounced their prices early, then 
boosted them when Chevrolet and 
Cadillac decided upon higher levels. 
Edsel’s equipment prices com- 
pare favorably with those posted 
by Mercury for 1957, indicating 
that Ford Motor Co. again may 
be planning to hold the line on 
options. 


Edsel has two prices for its auto- 
matic transmission — $217.70 for 
lever control and $231.40 for Tele- 
touch pushbutton. Power steering 
is $84.95 and power brakes are 
$38.25. 

Other equipment prices are: 
Heater, $93.45; Radio, $95.25; power 
seat, $76.45, and power windows, 
$100.95. 

> > > 
pastors are the prices of 
1958 Edsel models: 

Ranger—four-door sedan, $2,592; 
two-door sedan, $2,519; four-door 
hardtop, $2,678; two-door hardtop, 
$2,593. 

Pacer—four-door sedan, $2,735; 
four-door hardtop, $2,863; two-door 
hardtop, $2,805; convertible, $3,028. 

Corsair—four-door hardtop, 
$3,425; two-door hardtop, $3,346. 
(Pushbutton automatic transmis- 
sion is standard equipment.) 

Citation—four-door hardtop, $3,- 
615; two-door hardtop, $3,535; con- 
vertible, $3,801. (Pushbutton auto- 


Edsel to Replace 
© 
Monarch in Ford’s 
ae 

Canadian Lineup 

TORONTO. — Edsel will replace 
Monarch in the 1958 lineup of cars 
produced by Ford Motor Co. of 
Canada, Ltd., Rhys M. Sale, presi- 
dent, said last week. 

, Edsel will be sold by present 
Ford-Monarch dealers, Sale said. 
Monarch, he said, will be discon- 
tinued at the end of the model run. 

Edsels will go on display in Can- 
ada Sept. 11 and the 1958 Ford, 
Meteor, Mercury and Lincoln will 
be introduced in late October and 
early November, Sale said. 


All four series of Edsel are being 
produced in Ford of Canada plants. 


matic transmission is standard 


equipment.) 

Station wagons—two-door, t wo- 
seat Roundup, $2,876; four-door, two 
seat Villager, $2,933; four-door 
three-seat Villager, $2,990; four- 
door, two-seat Bermuda, $3,190; 
four-door, three-seat Bermuda, $3,- 
247. 

a * = 
N DETROIT last week, a dealer 
pricing committee posted a price 
range of $2,738 to $4,136 for the Ed- 
sel line, not including State taxes 
and optional equipment. 

The Detroit price carried a 
higher delivery-and- handling 
charge than that suggested by the 
factory and included oil filter, air 
cleaner and windshield wipers, usu- 
ally extra-cost items, 

However, an introduction-day 
visitor at one dealership pointed to 
a loaded Citation on the floor and 
asked: “How much?” The dealer 
replied: “$3,950.55.” 


Edsel on U.C. Lot; 
Dealer Apologizes 


DETROIT.—The East Coast Ed- 
sel dealer who delivered a car that 
was displayed on a Cleveland used- 
ear lot five days before introduc- 
tion day has apologized to his Edsel 
colleagues. 


In a telegram to the division’s 
1,200 dealers, he said the car was 
one of two delivered early by his 
firm. He insisted, however, that he 
did not know the car was to be dis- 
played or offered for resale. 

He attributed the deliveries to 
“business judgment errors” and said 
he was making every effort to re- 
cover the car shown on the Cleve- 
land lot. 

= > * 


Ford Boosts Freight 


As Rail Rates Rise 


DETROIT.—Ford Motor Co. has 
added $5.50 to the destination 
charges on its cars and trucks. 
The company said the boost was 
made to cover an increase in rail 
freight rates. 

The rail rate boost was 7 percent 
for Eastern and Western railroads 
and 4 percent for Southern lines. 
Increases approved by the Inter- 
state Commerce Commission since 
late last year now total 14 percent 
in the East, 12 percent in the West 
and 9 percent in the South. 

General Motors said it had “no 
plans at present” to increase its 


destination charges. Chrysler Corp. 

declined to comment and American 

Motors and Studebaker-Packard 

= they were studying the situa- 
on. 





‘J’ for James— 


Ed James, at top of ladder, points 
to the “Big J" as painters commence 
work on huge sign over his new firm, Ed 
James Motor Center (Studebaker-Packard 
and Mercedes-Benz in Los Angeles. Stand- 
ing on the ladder below James is Ted 
Porter, service manager of the new deal- 
ership. Standing, left, is Berry Reynolds, 
S-P district sales manager, and C. V. 
Waltzer, right, S-P zone manager in Los 
Angeles. James formerly was a Buick 
dealer in Los Angeles. 








How Edsel Put Its Prices— 


Most dealers agreed last week that, os the company put it, 


where you want it.” 


“The Edsel is priced 


Prices range from $2,519 to $3,801, including Federal excise 


tax and suggested dealer delivery-and-handling charges. In Detroit, a dealer pricing 
committee posted figures of $2,738 to $4,136 by hiking the D & H figure and includ- 
ing certain extra-cost items as standard equipment. 





U. S. New-Car Exports Sink 
To °57 Low; Trucks Gain 


DETROIT. — Exports of U. S.- 
built new cars sank to the year’s 
low during July, according to 
figures compiled by the Automobile 
Manufacturers Assn. 

Of the 484,718 factory sales 
during the month, 10,083 went 
abroad, for an export percentage 
of 2.08. This compared with ex- 
port of 11,489 units and 2.31 per- 
cent in June and 11,167 units and 
2.53 percent in July, 1956. 

Exports of new trucks, mean- 
while, edged upward in July after 
sagging to the year’s low in June. 

In July, exports amounted to 18,- 
068 units out of factory sales total- 
ling 94,924, for a percentage of 
19.03. In June, the percentage was 
18.51, compiled on exports of 17,462 
units out of factory sales amount- 
ing to 94,321. 

Passenger-car exports amounted 
to 98,300 units in the first seven 
months of the year, which repre- 
sented 2.56 percent of total factory 
sales of 3,843,694 units. 

A year earlier, with factory 
sales of 3,648,754 units, exports 
were 134,780 units, or 3.69 per- 
cent. 

Truck exports for the first seven 


Alabama Dealers 
Reveal Program 


For Convention 


MONTGOMERY, Ala. — Stream- 
lined arrangements and rich pro- 
gram content will be the keynotes 
of the 22nd annual convention of 
the Automobile Dealers Association 
of Alabama at Biloxi, Miss., Sept. 
22-23. 

President Collier Freeman, Dot- 
han, said the affair has been 
planned to give dealers maximum 
benefits in minimum time. Program 
features were outlined by Execu- 
tive Vice-President Frank R. 
Broadway as: 

Sept. 22—Reception, featuring 
presentation of officers, directors, 
special guests and “Mr. Alabama 
Automobile Dealer of 1957” (chosen 
by an impartial jury on the basis 
of service to state, community and 
the automobile industry). 

Sept. 23—General session with 
the following speakers: Frederick 
M. Sutter, president, NADA 
“NADA and the Automobile Dealer 
Today;” Elson G. Sims, Ford dealer, 
Vincennes, Ind., “Your Profits and 
Mine;” Walter A. Deal, Buick 
dealer, Asheville, N. C., “Salesmen, 
That Is!”; Edward Payton, man- 
agement consultant, Cleveland, 
“Net Profit Is Engineered.” 

A luncheon will present Earl 
Tucker, editor and publisher, The 
Thomasville (Ala.) Times, as 
speaker. Byron Nichols, general 
manager-marketing, Chrysler Corp., 
will address another session on “A 
Foundation for Progress.” 

Election of association officers 
will be held Sept. 23. 


Cars Lost in Fire 
At Dismuke Motor 
MUSKOGEE, Okla.—_Damage was 
estimated at $150,000 last week 
after a spark from a welding torch 
ignited spilled gasoline at Dismuke 
Motor Co. 
Eleven cars, including seven new 
ones, were lost in the resulting 
blaze. 





months of 1957 were figured at 19.34 
percent, with 129,840 units out of 
671,319 going abroad. 

In 1956, with 126,448 units ex- 
ported out of a total of 677,448, the 
percentage was 18.67. 


Vauxhall Victor 
Priced at $1,957 
At Eastern Ports 


PONTIAC. — Port-of-entry prices 
for the Vauxhall Victor Super, 
which will be handled by Pontiac 
dealers, have been announced by 
S. E. Knudsen, Pontiac general 
manager. 


The Vauxhall Victor, a two-door 
sedan, will go on sale this month. 
East and West Coast dealers will 
receive the first shipments. 


Late last week, Buick had not 
announced the prices of the Ger- 
man-made Opel models which will 
be sold through its dealers. 


Vauxhall port-of-entry prices are: 
New York City, $1,957.50; Detroit, 
$2,031.87, and San Francisco, $2,- 
154.21. The figures include ocean 
freight, Federal import duty and 
excise tax. State and local taxes, 
U. S. destination charges and 
dealer handling costs are not in- 
cluded. 

Pontiac said the New York City 
prices will apply to other ports of 
entry on the East Coast and the 
Gulf of Mexico. The Detroit price 
will hold for other Great Lakes 
ports, and the San Francisco figure 
will apply to other West Coast 
ports of entry. 

The Vauxhall prices include 
heater and defroster, electric wind- 
shield wiper, directional signals, 
laminated glass and oil-bath air 
cleaner as standard equipment. 









Sept. 4 
(Sold 113 cars out of 255 consign- 
ments.) 

BUICK—’56 Special Hardtop, $1,790*; 
Century Hardtop, $1,610*. °55 RM 
Hardtop, $1,565* (ps); sedan, $1,130* 
(ps); Special Hardtop, $1,430* (ps), 
$1,375* (ps), $1,250*, $1,215*, $1,- 
150°; Super 2-dr., $1,275* (ps); Cen- 
tury Hardtop, $i, 255°. °'54 Century 
Hardtop, $920*; Super sedan, $650°*. 
"53 Special sedan, $590*. 

CADILLAC—’55 coupe de Ville, $2,725* 

"52 (62) sedan, $625* (ps). 

























(ps). 
CHEVROLET—'57 Two-ten (8) 2-dr., 


$1,675*; One-fifty (6) 2-dr.. $1,390. 
‘56 Bel Air (8) Hardtop, $1,600*; 
2-dr., $1,460, $1,450; conv., $1,020; 


One-fifty (8) sedan, $1,440*; 2-dr., 
$1,090, $1,070; Two-ten (8) 2-dr., 
$1,165, $1,050. '55 Bel Air (8) Hard- 
top, $1,255* (ps), $1,150, $1,145°; 
2-dr., $1,005*; conv., 
$1,020*, $1,015*; Two-ten (8) 2-dr., 
$800; o-ten (6) 2-dr., $840. ’54 
Two-ten 2-dr.. $785* (ps), $750*, 
$650°; Bel Air 2-dr., 2 at $740*, 
- "53 sedan, $450° $400. ‘52 
$335*. ’51 sedan, $240. 
CHRYSLER—'55 Windsor sedan, $1,- 
200*. '51 Windsor Hardtop, $245*. 
DeSOTO—’'55 Firedome (8) sedan, $1,- 
280° (ps), $1,210*; Hardtop, $1,260*, 
$1,290*. '54 sedan, $650°. 
DODGE—'55 Coronet (8) Hardtop, $1,- 
160°; 2-dr., $1,160* (ps). '54 Coro- 
net Hardtop, $575. '53 sedan, $425. 
FORD—’'57 Custom 300 2-dr., $1, 735°. 
‘56 Fairlane (8) Victoria, 2 at $1,- 


Bel Air (6) 


















Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 46, 47, 50 and 62 


46 Million Units 
Go Uninspected 


Safety Check a Law 
In Only 14 States 


(Continued from Page 1) 
ing public favors car inspectia 
twice a year. 

The committee also listed mo 
often-mentioned advantages an 
disadvantages of the two general 
accepted methods of carrying on ay 
inspection program—in state owned 
and operated stations or in privat 
facilities which have been license 
by the state as inspection station 
They are: 

Advantages of inspection in state 
stations: 

1. State inspectors give impar- 
tial and uniform inspections of all 
vehicles. 

2. State inspectors check only the 
safe condition of vehicles with n 
interest in possible resulting repai 
jobs. 

3. Confidence of motorists in the 
honesty and efficiency of state in- 
spectors. 


= > Ed 
a ae of inspection 
in stations: 


1. The high cost of constructing 
special buildings and buying equip- 
ment for the stations. 

2. The cost factor usually limits 
the number of stations a state 
will be able to operate. This 
means that, in all but small, 
densely populated states, motor- 
ists would be required to drive 
long distances to have vehicles 
inspected and perhaps wait for 
long periods of time at crowded 
facilities. 

Advantages of privately owned 
stations: 

1. New-car dealers, service sta- 
tions, and garages already have fa 
cilities suitable for conducting in- 

spections with only minor additional 
expense involved in adding any re. 
quired testing equipment. 

2. Fewer state employes are re 
quired, since only supervisory and 
administrative personnel are needed. 

3. Official inspection stations may 
be designated in each community 
so owners can have vehicles in- 
spected with less delay and travel 

4. Because of a larger number 


centrated into the shortest pos- 
sible time. Public interest and 
cooperation can be effectively 
maintained. 

Disadvantages of privately owned 
stations: 

1. The temptation to use state 
authorized inspections to promote 
repair business, which may result 
in loss of public confidence. 

2. Difficulty of supervising a large 
number of inspection stations. Close 
policing or supervising of private 
stations is required to maintain 
efficient inspections and uniform 
standards throughout the state. 





525°; conv., 
420° (ps), $1,385*, 
(8) 2-dr., $1,275°*; 


$1,495° (ps); 2-dr., $1,- 
$1,285*; Custom 

Custom (6) sedan, 
$1,225°, $1,170. '55 Fairlane (8) 
conv., $1,000°; 2-dr. 
(8) sedan, $755*. ‘| 
sedan, $675*, $500, $525, 
tom (6) 2-dr., $410; Main (6) "2-dr., 
$400. 

IMPERIAL—’53 sedan, $540*. 

MERCURY—'57 Monterey 2-dr., $1- 
825°. ‘55 Montclair station wagon, 
$1,505* (ps); conv., $1,335*; sedan, 
$1,270; Monterey 2-dr., $1,200°. "4 
Monterey 2-dr.. $755*; sedan, $700. 
"53 2-dr., $450. 

NASH—'56 Ambassador sedan, $1,230*. 
"51 station wagon, $200. 

OLDSMOBILE—'56 (88) Super Hard- 
top, $1,950* (ps), $1,680°. °55 (88) 
Super 2-dr., $1,360*; (88) coupe, $1,- 
350°; Holiday, $1,280. '54 (88) Haré 
oo. $1,275* (ps); conv., $1,100° 

Ps). "53 coupe, $790°. 

PACKARD —"s5 Clipper sedan, $975°. 
"53 sedan, $250*. 

PLYMOUTH—’ 57 ‘Savoy (8) Hardtop, 
$1,750* (ps); 2-dr., $1,580°. "56 Bel- 
vedere (8) coupe, $1,390*; sedan, $1,- 
225° (ps). "55 Belvedere sedan, $1,- 
075*; Savoy (8) sedan, $910*; 2-ar., 
$725*. "53 Cranbrook sedan, $325*, 


$300. 

PONTIAC—’55 Chieftain conv., $1,325* 
(ps); Star Chief sedan, $1,105*. ’54 
Chieftain coupe, $885*. "53 2-dr., 
$480*, $440°*. 

STUDEBAKER—’52 Commander sedaa, 
$140. 
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Through the years Associates has considered its dealers’ welfare as its 


Wi E CA R E own... has recognized the responsibility of working closely with its dealers. 
*“We Care For Our Own” is more than a slogan at Associates. It is a basis 
FO R © U Fe OWN for business procedure which extends not only to the dealership, but to 
their customers as well. For this reason, Associates’ dealers are justly 
confident that these customers will be back when they are in the market 
for their next car. Today, Associates recognizes a new era in finance 
company/dealer relations ... has geared its branches to render the closer, 
more flexible cooperation necessary to help its dealers and their salesmen 
sell more cars—at a profit! 


It pays to have a financing connection intimately 
familiar with the automobile business. Associates is 
truly ‘‘ The Car Dealer’s Finance Company” 
their principal interest is your business! 


ASSOCIATES INVESTMENT CoO. ASSOCIATES DISCOUNT CORP. ASSOCIATES DISCOUNT (CANADA) LTD. EMMCO INSURANCE CoO. 








New West Virginia Law .. . 





Right to Sell Insurance 
Explained to Dealers 


WHITE SULPHUR SPRINGS, 
W. Va.—West Virginia auto dealers 
will enter 1958 with a clear, legal 
right to sell insurance to their 
customers. 

The dealers got details of a 
new law on the question from 
State Insurance Commissioner 
Harold Neely at the annual con- 
vention of the West Virginia Au- 
tomobile Dealers Assn. here. 
Neely said the new law “holds 

that a dealer in becoming an in- 
surance agent, is assisting a buyer 
to obtain necessary insurance for 
the vehicle being financed.” 

Ralph L, Ballard, executive secre- 
tary of the association, said many 
dealers had license to sell insur- 
ance in the past. The new law 
clears away questions about 
whether they could legally sell in- 
surance, he said. 

Under terms of the law, dealers 
must pass a state examination be- 
fore they get an insurance license 
and they are limited to insurance 
on vehicles, Neely said. 

He warned dealers that “misuse 
of this obligation will result in 
destroying customer relations.” 

A. W. Orndorff, Brown Chev- 
rolet Co. Montgomery, was 
elected president of the associa- 
tion, succeeding B. F. Sonderman, 
Wheeling. 


W. D. Poland, Martinsburg, was 
named first vice-president; John D. 
Queen, Wellsburg, E. M. Daniell, 
Spencer, and O. L. Mullins, Madi- 
son, regional vice-presidents; R. A. 
Galyean, Charleston, secretary- 
treasurer. 

State Tax Commissioner John A. 
Field jr. predicted there will be 
“a considerable amount of confusion 
and unhappiness” when motorists 
will be required to show receipts 
for 1957 personal property taxes 
before they can get 1958 license 
plates. 

He said the law might result in 
increased tax collections, thereby 
cutting the need for school aid and 
making more state money available 
for highways. 

Hubert A. Kelly, former dealer 
who is now state commissioner of 
motor vehicles, promised, “I'll have 
some recommendations to make 
aimed at cutting red tape for 
dealers.” 


vertising leads to bad merchan- 


dising. 
Yarnall noted that profits have 
Inspections Begin 
On Staggered Plan 
In West Virginia 


CHARLESTON, W. Va. — Ac- 
cording to Corp. D. E. Adams, in 
charge of vehicle inspection for the 
State Police, inspection is due be- 
fore Oct. 1 for the first of more 
than 600,000 registered vehicles in 
West Virginia that are subject to 
the annual safety inspection pro- 


gram. 

Adams said immediate inspection 
is required for all vehicles titled 
and registered since July 1, unless 
@ new 1957-58 inspection sticker 
already is attached. This applies 
to vehicles operating on temporary 
tags and to new or transferred 
registrations. 

Due for inspection before Oct. 
1 are trucks, tractors, trailers, 
semi-trailers, motorcycles and mo- 
tor scooters. The same period also 
is designated for the inspection of 
buses, taxis, vehicles for hire and 
Ppassenger-type vehicles using other 
than Class A license—such as state- 
owned cars. 

‘ Vehicles not scheduled for in- 
spection in the period will be 
checked later on a staggered basis, 
according to license number. This 
is the first year the staggered sys- 
tem has been in effect. 


AMC Lines for Duncan 
Duncan Nash Co., Louisville, has 
been franchised to handle Nash, 
Rambler and Metropolitan. Robert 
H. Riggs is president. 
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Speakers Listed 
For Minnesota 


Dealer Powwow 


MINNEAPOLIS.—Agenda for the 
annual convention of the Minne. 
sota Automobile Dealers Assn. at 
the Nicollet Hotel here Sept. 16-17 
has been announced by Chris Rin- 
kel, MADA president. 

Speakers and their topics will 
include Elson G. Sims, Vincennes 
(Ind.) dealer, “The Business of 
Business is Profit;” Dr. G. Herbert 
True, professor of marketing at 
Notre Dame University, “How You 
Can Get the Best Out of You;” 
Thomas F. O'Neil, of the dealer 
policy committee of Ford Motor 
Co., “Let’s Take a Fresh Look at 
Factory- Dealer Relations,” and 
Frederick J. Bell, NADA executive 
vice-president,” “Where Is Service 
Responsibility Headed?” 

Robert K. Christenberry, center, a New York hotel owner and former New York There also will be an open dis- 
State boxing commissioner, is using a Jeep vehicle during his campaign for mayor| cussion on service responsibility, 
of the nation’s largest city. A Republican, Christenberry is driven to and from speak-| the annual award luncheon honor- 
ing engagements in the Jeep and at other times a driver uses the vehicle to dis-|ing area chairmen and county ad- 
tribute literature. Here Christenberry receives the keys to the vehicle from L. P. Ran-| visors of MADA, officers’ reports 
dall, Willys New York zone general manager, while his daughter, Sally, looks on.| and election of a new board. 


been low in recent years but said 
that the “individual genius of 40,000 
auto dealers” can improve condi- 
tions. “Customers must be looked 
upon as friends to be cultivated 
rather than suckers to be taken,” 
he said. 

Manufacturers were represented 
on the speakers’ list by R. C. 
Somerville, Chrysler Corp., and 
Joseph E. Bayne, Ford Motor Co., 
both dealer-relations officials. 

Somerville said, “If solid cus- 
tomer and public relations is im- 
portant to the success of a dealer, 
it is equally as important to the| Campaigns with a Jeep— 
manufacturer. No automobile com- 
pany can be successful without a 
competent, service-minded dealer 
organization.” 

Bayne discussed the problem of 
cross-selling. 
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One-third 
of the people 
in two-car families 

read America’s favorite magazine 


New market research shows why automotive advertising reaches 
more customers in Reader’s Digest than in any other magazine* 


Do you sell to America’s car-owning millions? 
A single issue of the Digest reaches over 26 million peo- 
ple in car-owning households. 


copy on 5.3 different days. That gives your advertising 
message 168 million opportunities to be seen, to be 
read ... and to “sell.” 


168 million “selling opportunities” are a measure of 
the Digest’s real power: people turn to this magazine 
time and again because they have faith in Reader’s 
Digest—the kind of faith that leads to action. 


Are your best prospects in 2-car families? A 
single issue is read by 32% of the people in such families. 


Do you want to reach the higher income groups? 
The Digest audience includes 37% of the people with 


annual incomes of $7,000 and over. Automotive advertisers have reported spectacu- 


lar results. For example, the State Farm Mutual Auto- 
mobile Insurance Company enjoyed a $25 million in- 


*Data from: “A Study of Seven Publications” 
conducted by Alfred Politz Research, Inc. 


The Digest reaches more men—and more women— 
than any other magazine—32 million Americans a 
month. And the average person picks up and reads his 
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Foreign-Car Tide Hits Elmira... 


Old-Line Dealers Split on Imports 


By George E. Toles 
Staff Correspondent 
ELMIRA, N. Y.—How is the 
automobile trade in an average 
American community being af- 
fected by the sharp increase of in- 
terest in foreign cars? 
The answer to the question 
might be found in this medium- 
sized city in New York State. 
During the last few months a 
majority of Elmira auto dealers 
had decided to enter the foreign- 
car field. Many dealers have the 
ears for sale. Most of the others 
will have them in a few months. 
All will retain their franchise 
for U. S. cars for what one dealer 
describes as “our bread and butter.” 
But all expect foreign cars to find 
acceptance, In all cases, imported 
models will sell below the dealer’s 
lowest-priced American-made car. 

Emmick Motors (Chrysler-Plym- 
outh) has had Jaguar since March 
and Renault since May. It expects 





crease in sales and 750,000 new customers in 1956—and 


soon to add Citroen and Dyna Pan- 
hard. The Renault will sell in the 
$1,500 field. 

Van Brunt (Cadillac) has handled 
Borgward for a month, The Borg- 
ward starts at about $2,600, well 
below the Cadillac. 

A Van Brunt spokesman said: 
“Foreign cars are very possibly the 


Borg Unit Tools Up 


For °58 Transmissions 


DECATUR, Ill.—The transmission 
department of Marvel-Schebler 
Products division of Borg-Warner 
here is closed down for a model 
changeover. 

Production will begin Sept. 16 on 
1958-model transmissions. Tooling 
for 1958 will be the “most major 
of any model change” since the 
plant opened in August, 1954, ac- 
cording to S. S. Meadows, general 
manager. The plant makes trans- 
missions for Ford cars. 


attributed them to the power of the Digest’s responsive 


audience. 





coming thing. It’s another field and 
we want to be in on it.” 

McKinnon-French (Oldsmobile) 
handles Hillman, with models start- 
ing at about half the price of an 
Oldsmobile. 

Said Blair French: “We're glad 
to have something to sell for less.” 

It is reported that McFadden 
Buick will add Opel and Albee 
Pontiac the Vauxhall. They will 
be imported this fall and prob- 
ably will be available in Elmira 
around the first of the year. 

Ford-line dealers presently are 
interested in foreign cars but are 
on the fence. 

Lyman Gridley, sales manager at 
Clute’s (Ford), says his company 
has discussed adding the English 
Ford, which would begin at $1,800, 
about $400 less than the starting 
price on their U. S. car. 

Russell Bosley, vice-president of 
Dalsis (Lincoln-Mercury), admits, 
“We've been interested in adding 
a foreign line for over three 









U.S. Removes Aluminum 


From Farm Stockpile 


WASHINGTON.—The Office of 
Defense Mobilization has removed 
aluminum from the list of ma- 
terials that may be acquired for 
the supplemental stockpile 
through the disposal of surplus 
agricultural commodities during 
fiscal 1958. 

ODM officials said a reexamina- 
tion of the need for additional 
stockpiles of aluminum in the 
light of current domestic supply 
prompted the decision. The sup- 
plemental stockpile, established 
under the Agricultural Trade De- 
velopment and Assistance Act, is 
in addition to the supplies ac- 
quired under the Strategic Stock- 
piling Act. 





months. We've investigated some 
but made no decision. If our com- 
petitors are going to handle them, 
though, we may be forced into it. 
There’s definitely a place for the 
small car in the American market.” 

Cornish (DeSoto-Plymouth) has 
no definite plans for adding a for- 
eign car but a spokesman admitted: 
“It sounds like a good idea to offer 











Advertisers are spending 63% more in Reader’s 
Digest this year than they spent last year 
Now you can take advantage of the Digest’s unusual 
new opportunities—available at a surprisingly low cost 
per thousand readers. 


Call us for an analysis of the way in which Reader’s 
Digest covers your market in the U. S.—and around 
the world. In New York, call MUrray Hill 4-7000; in 
Chicago, WHitehall 4-2544; in Detroit, TRinity 


5-9600; in Los Angeles, OLive 3-0380; in San Francisco, 
EXbrook 2-3057. Or write to: Reader’s Digest, 230 
Park Avenue, New York 17, New York. 








People have faith in 


fReaders Digest 


America’s largest magazine circulation- 
over 11 million copies bought monthly 
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a lower-priced car. We are doing 
some talking about it.” 

Jim McKinnon, of Elm Chevrolet, 
and Guy Dewey jr., of Dewey, Taber 
and Dutton (Dodge-Plymouth), are 
complete holdouts—both declaring 
they’re satisfied with their present 
line. 

“My stand,” says McKinnon, “is 
that we already sell the lowest 
cost transportation in the indus- 
try. We don’t need a foreign-car 
line.” 

“We haven’t time for anything 
else,” says Dewey. “We have enough 
to do selling and servicing what we 
have.” ‘ 

Dewey also suggested the foreign 
car may constitute only a fad. 

“The Austin and Crosley had brief 
popularity in the small-car field and 
then faded,” he said. 

Problems of parts and service 
were also pointed out by the Dodge- 
Plymouth dealer, a factor which 
Bosley also mentioned. 

Is the obvious interest of Elmira 
dealers reflected around the rest of 

the country? Bosley says no. 

“We have found the Bingham- 
ton-Elmira area is hot for foreign 
cars,” he says. “On the other 
hand, Buffalo is cool and Roches- 
ter and Syracuse are lukewarm. 
Boston is hot.” 

The beginnings probably stem 
from the sports-car races at Wat- 

kins Glen, N. Y. In any case, 
foreign cars are expected to become 
common Elmira transportation and 
they'll be sold mostly by long- 
established firms. 

Local dealers believe they have 
sniffed a trend and are prepared 
to follow it. 


Diamond T Gets 
Jeep Dealership 
In Chicago Area 


CHICAGO. — The Chicago 
branch of Diamond T has been 
awarded a Willys dealership to sell 
and service Jeep four-wheel-drive 
vehicles. 

The Diamond T branch has been 
servicing all types of commercial 
vehicles for 31 years. Facilities at 
320 S. Sangamon St., comprise 55,- 
000 square feet of floor space plus 
an adjoining 25,000 square foot 
fenced area for outdoor display 
and parking. Parts and service 
facilities will be expanded. 

J. E. Mortensen, Diamond T 
branch manager, said Jeep service 
also will be provided by Diamond 
T authorized service facilities at 
Evergreen Park, North Riverside, 
Franklin Park, and at 2955 N. 
Ashland and 1139 W. 127th St. in 
Chicago. 

William C. Binkley, former 
Willys district manager in Chicago, 
has been named a sales representa. 
tive to handle the Jeep series. 

Key personnel of the dealership 
are Charles Sigman sr. service 
manager; Walter E. Carlson, parts 
manager; C. Munro, used-truck 
manager, and Carl F. Huck, office 
manager. 


McClure Directs 
Chrysler Service 


DETROIT.—A ppointment of 
Claude T. McClure as director of 
service was announced last week 
by Clare E. Briggs 
sales vice - presi- 
dent, Chrysler 
division. 

McClure, 36, has 
been with Chry- 
sler Corp. since 
April, 1948, when 
he became cen- 
tral service repre- 
sentative in the 
Miami district. In 
January, 1955, he 
was assigned to 
Detroit as technical manager in the 
service department of Chrysler 
division. He served as parts mana- 
ger in an automobile dealership 
from 1940 to 1942. 


Schmid Gives Wichita 


Its Ist Used-Car Auction 
WICHITA, — Wichita’s first 
used-car auction has been opened 
by Don Schmid Motor Co., Inc. 
It is open to the public. 
Customers can have their cars 
appraised and receive cash 
vouchers before the auction, if 
they wish. Terms are also avail- 


able on cars purchased during 
the auction. 








C. T. MeClure 











“Selling products you know are the best 
is the most satisfying business on earth... 
were with Chrysler to stay,’ says... 


BLAUSHILD MOTORS, INC. 


IMPERIAL 


“TThis is my life—and I love it! It’s interesting, stimulating, rewarding. 
Selling products you know are the best is the most satisfying business 
on earth. 


“For forty years now, our’s has been an ‘automobile dealer family’. Dad 
started us out in 1917 and it’s in my blood. We switched to selling Chryslers 
and Plymouths 25 years ago and have never regretted it—it’s been a 
‘natural’. 


“In the first place, in Shaker Heights we’re in one of the most exclusive 
suburban communities in the United States. Quality is what these people 
look for in any product, and, in Imperial, Chrysler and Plymouth cars 





>THE FORWARD LOOK 


David Blaushild 


Shaker Heights, Ohio 
CHRYSLER + PLYMOUTH 


we give them the finest in the market place today. 


“We try to reflect the quality of our products in our advertising too 

radio, television and newspaper—and at the same time make it consistent, 
hard-hitting, right-to-the-point. Almost every month of the year we feature 
a new sales campaign accompanied by an incentive contest for the salesmen. 


“‘Never in all our years with Chrysler Corporation have we lost faith in our 
products or in our ability to sell them at a good profit. Over the years, too, 
Chrysler Corporation has proven to us that it is more than a brick and 
mortar organization. I’ve found it to be a Corporation with a very warm 
heart. We’re with Chrysler to stay.” 


Paul Taylor—shrewd merchandiser actively 
seeking out every potential buyer—introduces a 
customer to pushbutton driving. Taylor formed Paul H. 
Taylor, Inc., in 1946 with only $11,000 available for 
working capital. Formerly a dealer in used cars, Paul 
Taylor’s aggressiveness has consistently earned for his 
dealership one of the highest market penetrations in 
his region. 


MEANS BUSINESS! 











“We sold nearlpr 
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DEALER PROFILES 














David Blaushild—veteran dealer with youth- 
ful enthusiasm—is justifiably proud of his Chrysler- 
»— Plymouth dealership. Set far back from Kinsman Road, 
surrounded by bent grass lawn and handsome land- 
scaping, Blaushild Motors is perfectly at home in 
ure Shaker Heights, Cleveland suburb. Blaushild Motors 
en. has grown from humble beginnings to a showroom 
capable of displaying ten cars, with facilities for stocking 
450 more. The Service Department is equipped to 


nt, 


our handle upwards of 40 cars. A successful, respected 
00, dealer, ‘Dave’ Blaushild is a past president of the 
nd Cleveland Automobile Dealers’ Association. 

rm 


ripne out of every four new cars 


lelivered in our county in 1956,’ points out... PALL H FavLoR MoToRS, INC 


Beaufort, South Carolina 
DODGE + PLYMOUTH + DODGE TRUCKS 


ly {*«Cyuccess today in selling new cars depends upon the quality of your sales the responsibility for proper management of the business. And right here’s 
a S personnel and how many contacts each salesman makes. We hire only where I want to thank Chrysler Corporation for helping us establish a 
re inexperienced salesmen and train them in our way of selling cars. One thing sound approach to proper management. I’m talking about the Planned 
ul we give them to understand—right off the bat—our salesmen must make Profit Protection and Management Makes Money programs. They’re 
is at least ten phone calls, seven demonstrations and ten personal contacts sensible, logical systems for dealer management. I live by my Daily 
” every selling day. We help our salesmen by keeping the name Paul H. Operating Control—don’t know how I ever got along without it. 


Taylor Motors, Inc. constantly before the buying public—through 


sé - . . 
extensive radio and newspaper advertising. I do know we sold nearly one out of every four new cars delivered in our 


county in 1956, and wait ’til you see the record we’re running up with the 
“If sales success depends upon the salesmen, the dealer himself must bear 1957 models.” 






HRYSLER CORPORATION havsccn ¢ inreriat * pope 
CHRYSLER © IMPERIAL © DODGE TRUCKS 








10 AUTOMOTIVE NEWS, SEPTEMBER 9, 1957 


The Newspaper of the Industry 


x * x * 





(Established in 1925) 


Member Published Every Monday by Member 
SLOCUM PUBLISHING COMPANY, INC. @ 
o DETROIT 26, MICH. 


Cable Address—AUTNEW, Detroit 


Telephone WOodward 3-0495 
Chicago Los Angeles 


2666 Penobscot Bidg. 
New York Washington 
51 E. 42nd St. 912 Colorado Bldg. 360 N. Michigan Ave. 1800 W. éth St. 
Morray Hill 7-687! National 8-4303 State 2-6273 Dunkirk 3-0303 


 Publisher—George M. Slocum (1889-1949). 
Chairman of the Board—Mrs. George M. Slocum. 
Editor & General Manager—Pete Wemhoff. Editorial Director—Robert M, Finlay. 
Service & Truck Editor—J. C. Weed; News Editor—Maynard M. Gordon. 

Associate Editor—Robert M. Lienert; Engineering Editor—Joseph M. Callahan. 
Advisory Editor—John O. Munn; Washington Bureau’ Chief—William Uliman. 
Editorial Associates—Martin L, Whitmyer, Frank Gawronski, John K, Teahen jr., 
Kenneth C. Kelley jr., Agnes Stewart, Dolores Augustine, 

Business and Advertising Manager—Richard L. Webber. 

Advertising: New York—Edward Kruspak, Advertising Director, Ray Billingham and Howard 
—s ir; Chica . Goldstein, Manager, and William Gallagher; Los Angeles— 
‘obert H. Deibler; Michigan-Ohio—William R. Maas and Roy Holihan. 

Promotion & Research Director—Jared W. Finney, Advertising Production—Carol LeVeque, 

Manager; Beverly McLaughlin, Assistant, 
Office Manager—Eleanore Whalen; Circulation Dept. Manager—Lucy Matney. 
Classifi Advertising Dept. Manager—Eileen Parsons; Mechanical 
Superintendent—Samuel Pinkis. 





RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—Veda Conner; Atlanta— 
E. C. Bash; Atlantic City—F. W. Schwarz; Austin, Tex—J. R. Hornaday; Baltimore—Kate 
Savage; Birmingham, Ala.—Stuart Riddle; Boston—Harry Stanton, Guy Livingston; Buffalo— 
G. E. Toles; Chicago—Wm. M. McCarty; Cincinnati—Frank Kappel; Cleveland—Sanford 
Markey; Columbus—Bert Strang; Dallas—C. K. Cates; Denver—ira Alexander; Des Moines— 
F. W. Lazell; Harrisburg—George Shelley; Houston—Ruby Fenoglio; Indianapolis—C, L. 
Kern; Jefferson City—L. H. Houck; Little Rock—Inez McDuff; Los Angeles—Slim Barnard, 
William Carroll; Louisville—A. W. Williams; Lowell, Mass.—Charles Sampas; Madison— 
John Wyngaerd: Manchester, N. H—Guy Langley; Marthaville, La—E. E. Gentry; 


Miami—G. S. Connell; Minneapolis—Donald Lyons; Montgomery, Ala.—William Lynn; New | 


Jersey—Bethune Jones; New Orleans—Gordon Hebert; New York City—Ed Brown; Oakland, 
Calif.—Steve Still; Oklahoma City—M. L. Risen; Omaha—A. R. Oleson; Pawtucket, R. |.— 
T. L. Forbes; Philadeiphia—Allen Sommers; Phoenix—Sheldon A. Engel: Pittsburgh—t. M. 
Leffingwell; Portland, Ore.—E. W. Peterson; Providence—Ruth M. Eddy; Rochester, N. Y. 
—William Hackman; Salem, Ore.—F. K. Haskell; Salt Lake City—M. S. Harmer; San 
Antonio—J. H. Reed: San Francisco—Leon Pinkson; Seattle—Martin Trepp; South Bend— 
L. E. Dunkin; Spartanburg, S$. C.—L. D. Bray; Springfield, I1.—C. C. Hall; St. Louis—Sam 
X. Hutt: Tacoma—Robert E. Sconce; Utica, N. Y.—Calvert L. Asher; Wamego, Kans.—G. M. 
Hunholtz. 

FOREIGN CORRESPONDENTS: European Correspondent—George L. Glaser; Brussels, Bel- 
gium—John W. Ashton; Lethbridge, Alberta—G. A. Yackulic; London, Eng.—F. C. Livingstone; 
Mexico City—Douglas Grahame; Milan, Italy—Antonio Giordano; Montreal—Jules Larochelle; 
Ottawa—M. L. Schwartz; Paris—Henry Altimus; Sydney, Australia—H. Bowden Fletcher; 
Tokyo—Stuart Griffin; Toronto—James Montagnes; Vancouver, B. C.—F. H. Fullerton. 





Subscription: United States and Canada, one year $8, two years $/4. 
All other countries one year $12, two years $20. No Free List. 
Copyright, 1957, Slocum Publishing Co., Inc. All Rights Reserved. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879. 


Member of Audit Bureau of Circulations and the Associated Business Publications. 
Advertising Rate: See Standard Rate and Data, or write for rate card. 


AUTOMOTIVE NEWS PLATFORM 








AUTOMOTIVE 


motor vehicles, parts and accessories; 

{ 2. Every dollar of ine and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 


ntws else in the world. 





Capsule Comments 


New-car dealers increased their before-tax operating 
profits to 1.7 percent in the first six months of 1957, com- 
pared with an even one percent last year, reports NADA. 


The red-ink group fell from 27 to 13 percent, too. 


While the new-car sales cleanup grows tougher, the used- 
car market of franchised dealers continues to roll merrily 
along, near levels of last year’s record performance. 


And never before have early autumn prices held as high. 


“Handling a foreign-car franchise hasn’t meant that I can 
run my business any different from any well-managed 
domestic deal,’ says Forrest Sheffield, Jaguar dealer in 
Westchester County, N. Y. 


~ New and prospective foreign-car dealers, please take 


note. 
* a > 


Ernest R. Breech, Ford chairman, told newsmen that there 
is “no doubt there will be some price increases” on 1958 
models. 

But, he said, his company will keep prices “as low as 
possible in the public interest,” keeping in mind the finan- 
cial stability of the company. 


New-car dealers increased their support of high school 
driver-training courses by lending an additional 1,441 autos 
to schools last year. The year’s total was 10,694 cars, com- 
pared with 9,253 the previous term. 

A doff of the hat to these far-sighted dealers. 


* * * 
Tax-cut rumors are flying again in Washington, with 
hopes that everyone, individuals and corporations, will be 
given a few crumbs next year. 


We've been hearing that so often we’re beginning to 
-believe it. 








| 
|. Fair and equitable contracts between manufacturers and dealers in | 











Coming 
Events 


Dealer Conventions 


Sept. 8-I0—New York State Automobile 
Dealers, Inc., The Concord, Kiamesha 
Lake, N. Y, 

Sept. 8-10—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke, 

Sept. 8-10—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 9? — New Hampshire Automobile 
Dealers Assn., Lake Tarleton Club, Pike, 


.H. 

Sept. 11 — Vermont Automobile Dealers 
Assn., Rutland Country Club, Rutland, 
Sept. 15-16—Kentucky Automobile Dealers 
a Sheraton Seelbach Hotel, Louis- 

ville. 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo, 

Sept. 16-17 — Minnesota Automobile 
Dealers Assn., Nicollet Hotel, Minne- 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee, 

Sept. 19-21—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Sept. 22-24—Automobile Dealers Assn. of 
Alabama, Buena Vista, Biloxi, Miss. 

Oct. 1I-3—New Jersey Automotive Trade 
og Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas. 

ae 20-2i—Oklahoma Auto Dealers Assn., 
ulsa. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach, 

Nov, 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 


Nov. 7—Connecticut Automotive Trades- 


Assn., Hotel Statler, Hartford, 
Nov. 10-12 — Ohio Automobile Dealers 
Assn., The Neil House, Columbus. 
Nov. 24-26—National Independent Auto- 
mobile Dealers Assn., Washington, D. C. 
Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 
May 11-14—3éth annual convention, Auto- 


motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 
May 12-13—Pennsylvania Automotive Assn., 
Hadden Hali Hotel, Atlantic City, N. J. 
* = > 


Auto Shows 


Oct. 5-2i—4ist Southwestern Auto Show, 
State Fair of Texas, Dallas. 

Oct. 16-26—42nd International Motor Show, 
Earls Court, London. 

Oct. 30-Nov. 10—International Automobile 
Show, Turin, Italy. 

Nov. 14-24—Los Angeles International Au- 
tomobile Show, Pan Pacific Auditorium, 
Los Angeles. 

Nov. 16-23 — Philadelphia Auto Show, 
Convention Hall, Philadelphia. 

Nov. 22-Dec. I—St. Louis Auto Show, The 
Arena, St. Louis, 

Nov. 27-Dec. |—St. Paul Automobile Show, 
Auditorium, St. Paul. 

Nov. 29-Dec. 8—San Francisco Auto Show, 
Cow Palace, San Francisco. 

Nov. 30-Dec. 8—Boston Auto Show, Bos- 


ton. 

Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 

Jan. 411—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 4-12 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 11-19—National Capita, Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, Indianapolis. 

Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National Guard Armory, Pitts- 
burgh, Pa. 

Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 


nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 25-Feb. | — Rochester Auto Show, 
War Memorial Exhibit Hall, Rochester, 


N.Y, 
Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 
Feb. 1-8 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 
Apr. 5-13—International Auto Show, New 
York Coliseum. New York, 
* 


General 

Sept. 16-19—Thirteenth annual meeting, 
National Truck Leasing System, Palmer 
House, Chicago. 

Oct. 6JI1—Annual convention, American 
Trucking Assns., Conrad Hilton Hotel, 
Chicago. 

Oct. 1416—Truck Body and Equipment 
Assn, [0th annual convention and ex- 
hibit, Atlanta Biltmore Hotel, Atlanta. 


30 Years Ago... 


The Big Stories 


Australians bought approximately 76,000 American cars and trucks, 
which, with additional parts and accessories, were valued at $54,380,- 
000, during the fiscal year which ended June 30, according to the Com- 
merce Department. This is an increase of 38 percent in number and 
25 percent in value over the 1925-1926 figure. 

The number of American automobiles assembled abroad is playing 
an increasingly important part in this country’s foreign trade. During 
the first half of this year (1927), out of 307,000 cars sold abroad, 100,- 
000, or 39 percent, were of foreign assemblies. 

There will be no battle between Henry Ford and General Motors, 
according to Curtis C. Cooper, president, General Acceptance Corp. 
“General Motors places its faith on its products solely,” Cooper said. 
“The idea of a battle between two individuals for control of automo- 
bile sales never enters the minds of the directors of General Motors.” 











New Dealer Era? 








Automotive Cartoon| 


Of the Week 


“How do you do it, Mrs. Stone? I've been trying to talk 
him into a new car for months." 








Letterbox 


‘Symptoms of Change.... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 











3. The factory withhold $100 on 
each new car to accrue to dealer 
annually just before Christmas. 

4. Perhaps separate service from 
sales on both a corporate and 
physical basis. 

The above four steps would do 
the following: 


We are witnessing the end of an 
era in automobile retailing and the 
beginning of a new era—the form 
of which is still to be revealed, Now 
is the time for the factories to 
guide this change if they hope to 
retain some semblance of the pres i. Mates the ctanéert ef ala 


ent franchise system. forces (all selling outside the show- 
These are the symptoms of the/ room would become a thing of the 


| changes now in the making: past), 
1. Most dealerships are insolvent. 2. Mean a $100 saving to new-car 
2. There is a trend toward super-| buyers. 
markets. 3. Force the factories to build 
3. New-car salesmen are a breed | better cars (it should be easier to 
of the past. build a car right at the factory 


4. Severest competition is among| than to expect a dealer to rebuild 
dealers handling the same make. | 2 new car). 

5. Automobile retailing hasn't 4. Eliminate a lot of customer 
changed since 1920. shopping, dealer cutthroating and 

6. The character of service de- 
partments and that of service work 
has changed. 

7. It is easier to find $1,000,000 ssur 
in risk money than $100,000. organization everywhere. 

8. The factories are sound asleep.| Under this proposed arrangement 

9. Automobile retailing is domi-| dealerships would be carefully 
nated by the dealers who made their | Placed across the nation. In some 
pile in the postwar boom. They| rural areas, for instance, there 
have the money, but when they are | might be no more than six or seven 
gone what then? agencies where 20 to 30 might exist 

These are the steps the factories| now. There would be one for all 
should take now, but perhaps start-| Ford makes, two for all GM makes, 
ing with a few pilot deals in key| One for all Chrysler makes, etc. 
locations: In big cities like Detroit the 

1. Eliminate 75 percent of the| super-dealers would handle only 
present new-car agencies. one make each, but say four 

2. Attract big risk money for| Chevrolet, four Ford, etc., dealers 

great super-dealerships doing busi-| for the city. The planning would 
ness on three to 10 acres, require a lot of thought but the 
focal idea would be to create 4 
healthy dealer organization in- 
stead of a lot of quarrelling 
dealers that tend to drag down 
the entire economic life of their 
communities. 

The writer likes the franchise 
system and would like to retain it, 
but automobile retailing every- 
where is in an explosive state and 
anything can happen. It seems in- 
consistent that a business that 
ended the horse and buggy 28¢ 
should have its own horse and 
buggy shackles.—WiLuiAmM CONLEY, 
Pontiac Mich. 


bootlegging. ; 
5. Establish a better relationship 
between factory and dealer. 
6. Assure a solvent dealership 


* + 


‘Cross-Advertising’ Hit 
There is a great deal of discussion 
today regarding bootlegging, cross- 
selling, etc. 
In following the trade news and 
magazines the chief complaint 
(Continued on Page 56, Col. 1) 


—~From the files of Automotive News. 
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New Car-Sale Racket 
Is Attacked by Senator 


By William Ullman 

Washington Correspondent 

ee ae that Washington used-car dealers are victimiz- 
ing military men with a new kind of racket brought the 
Senate auto marketing subcommittee back into the news on 
the closing day of Congress. In a speech on the Senate floor, 


Chairman A. S. Mike Monroney, Okla 


that some “unscrupulous’® 
dealers in the District of 


Columbia have managed to , 
make the armed forces into a col- 
lection agency for car payments. 

While the armed services limit 
the purposes for which an allot- 
ment may be deducted from a serv- 
iceman’s pay, the senator said, they 
“quite properly” permit deductions 
to go to savings banks. 

But in some cases, he continued, 
used-car dealers have persuaded 
military purchasers to open joint 





William Ullman 


homa Democrat, said 


savings accounts 
with them, with 
a monthly deduc- 
tion covering the 
car payments. 
Monroney said 
the accounts are 
“joint only in the 
sense that the 
serviceman puts 
the money in and 
the dealer 
promptly takes 
the money out.” 
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The Oklahoman made 


the services had become collection 
agents “unwittingly.” 

But he did ask the Secretary 
of Defense to make a thorough 
investigation of the problem and 
to report his findings to the Mon- 
roney subcommittee next Janu- 
ary. 


Except for Monroney’s blast, the | 


first session of the 85th Congress 
came to a close without any special 
mention of auto selling capers, such 
as marked the windup of the pre- 
ceding session. 

Although not directly a car sell- 


|ing issue, the failure of the anti- 


billboard legislation at the last 
moment was the subject of con- 
siderable after - adjournment criti- 
cism of both the Senate and House. 
Newspaper editorials in many in- 
stances referred to it as “The Bill- 
board Disgrace,” and called the 
smothering of such legislation as 
“a distinct win for the billboard 
lobby,” comprising the Outdoor Ad- 
vertising Assn. of America, the 
The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 


it clear 
that he was not criticizing the 
Army, Navy or Air Force because 
some young servicemen get stung 
by “new-car-itis.” He said he knew 


Roadside Business Assn. and such 
like. 


Business Holds Steady 


USINESS activity since June 
has stayed about the same, re- 
| ports the Department of Commerce, 
|} although prices and wages have 
| continued to rise. 

The Department’s latest Sur- 
vey of Current Business discloses 
that manufacturers’ new orders 
and backlogs have fallen off a 
bit, but it adds that this drop has 
been centered in aircraft for de- 
fense. 

While auto sales have been lower 
than the industry predicted, the 
survey said that consumer spend- 
ing continued to break records in 
the second quarter of this year. But 
the big uptrend was in outlays for 
nondurable goods and services. 


FRB Defends Its Policy 


HE Federal Reserve Board had 

denied responsibility for rising 
|interest rates. In its last monthly 
bulletin, FRB pointed out that in 
foreign countries, where govern- 
ments did nothing to restrain in- 
flation, market interest rates rose 
anyway under the pressure of de- 
mand for funds. 

Economic expansion has _ re- 





ONLY ARMSTRONG TIRES | 
PACK THIS SELLING PUNCH! 





MAKE 


WHY SELL TIRES THAT ARE “JUST TIRES’’? 


10 SECOND DEMONSTRATIONS 


LIFETIME 


CUSTOMERS! 


Salesman puts patented Safety 
Discs in fist like this — shows 
why Armstrongs stop deadly 
skids as no*other tires can! 


Armstrong Tires give you an exclusive selling feature— patented skid- 
stopping Safety Discs —that customers see, want, come back for! 


* Armstrong “Ounce of Prevention” Tires are easier to 
sell, at profitable prices, because the customers can see 
the Safety Disc feature. First tire tread to win a 


U.S. mechanical patent in 18 years! 


* Let us show you the evidence. 


GET THE ARMSTRONG STORY! 
ARMSTRONG RUBBER CO., HOME OFFICE, West Haven, Conn. 


Armstrong Safety Disc Tires grip the road to stop skids 
as no other tires can. That’s an established fact. 


Customers want this added safety. Armstrong’s powerful 
national advertising tells them about it. Once 

they buy Armstrong Tires from you, they’]l come back 
for more... Armstrong customers stay sold! 


Plus 2 sales clinchers! 


GUARANTEE 


Longest, strongest in the industry! 


Unconditional LIFETIME road 


hazard terms. Compare! 


ADVERTISING 


The hardest-hitting, most persistent 


campaign in tires 


... hammers home 


the same tested story over and over. 
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cently pushed interest rates 
higher in all the leading coun. 
tries of the free world, the agency 
said, and U. S. rates are below 
most of the others. 

While it took no official noticg 
of recent attacks by congressional} 
Democrats, the FRB statement way 
interpreted as a reply to charge 
that it has made inflation worge 
by tightening the credit supply, 
FRB insists that money would have 
cost more today whether the Goy. 


ernment had acted or not. 
a . oe 


Bresnahan to Join NATA 


fr pcmene A. BRESNAHAW, 
American Trucking Assn.’s ex. 
ecutive, has been appointed gen. 
eral manager of the National Auto 
mobile Transporters Assn. 

A former newspaperman, Bres- 
nahan has been with ATA for 19 
years. Most recently he was as- 
sistant general manager and 
director of interstate coopera- 
tion. He takes over his new as- 
signment on Oct. 1. 

The group also announced that 
NATA, which represents truckers 
engaged in transporting new carg 
will soon move its headquarters 


from Detroit to Washington. 
= = + 


Tunnel Nears Completion 


HE new $130-million Baltimore 

Tunnel under Maryland’s Pa 
tapsco River is due to be finished 
in December. Completion will mean 
the end of one of the worst traffie 
bottlenecks on the Eastern sea 
| board. 

Baltimore, while much admired 
by its residents, has earned an 
| unhappy reputation as a nui- 
| sance among North-South mo- 
| torists. 

At present, a southbound motor- 
ist spends from 30 to 45 minutes 
getting through Baltimore. There 
are from 43 to 50 stop lights on the 
route. When the 1.75-mile tunne 
is opened, this time will be cut to 
12 minutes—with not a single traf- 
fic light. 


Small Business Loans Up 


HE Small Business Administra- 

tion made 302 loans to small 
businessmen during July —an in- 
crease of 50 percent over a year 
ago. Auto dealers received loans 
ranging from $12,000 to $50,000. 

Business receiving assistance 
ranged from a lobster dealer to a 
manufacturer of peanut butter 
| sandwiches. 


‘Experimental MG 
‘Claims 5 World 
Speed Marks 


BONNEVILLE SALT FLATS, 
Utah.—British Motor Corp. reported 
that Stirling Moss established five 
Class F international records at 
the wheel of an experimental MG 
| built especially to fit him and ident- 
ified as the EX-181. 

The records were for one, five 
and 10 kilometers and one and five 
miles. Top speed was reported at 
245.64 m.p.h. for one kilometer. 

According to BMC, other records 
set by Moss were 245.11 m.p.h. for 
one mile; 243.08 for five kilometers; 
235.69 for five miles, and 224.7 for 
10 kilometers. 

All five records formerly were 
|held by Lt. Col, A. T. Gardner and 
|were set in MG automobiles, BMC 
said. The five-mile and 10-kilo- 
| meter marks were set at Bonneville 
|in 1952 and the others at Dessau, 
Germany, in 1939. 
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Fords Dominate 
Racing Statistics 


DAYTONA BEACH, Fla. — Con- 
|tinuing their dominance which has 
existed since the start of the sea 
son, Fords still lead in the “auto 
box score” for NASCAR-sanctioned 
stock car racing. 

Fords have amassed a total of 
866 points for a winning percentage 
of .293 in the Grand National cir- 
cuit. Fords have finished first 2 
times and second on a like number 
of occasions, placing among the 
first 10 on 135 occasions. Chevrolet 
is second in wins with 269 for @ 
total of 652 points, 122 times among 
the first 10, and a percentage of 
242. 

Percentagewise, Oldsmobile has 4 
.255 rating having seen its 62 en- 
tries score 158 points. Mercury, 
with 86 entries, has scored 205 
points for a .238 percentage. 
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THIS ADVERTISEMENT ORIGINALLY APPEARED 
IN AUTOMOTIVE NEWS AUGUST 19, 1957 


Why 388 Astute 
| Automobile Men Have 
Become Rambler Dealers 
Since January Ist! 


BORE 88 PO oma 


RAMBLER BUSINESS IS GOOD! 


Experienced automobile men know 
that the growing trend is to compact 
cars. Sales figures prove it. That’s 
why Rambler, with the most liberal 
franchise in the industry is attract- 
ing dealers in record numbers . 


ed 


“ 


* it's true! You can sell a Rambler Deluxe 4-Door Sedan, 
at the full suggested factory delivered price, equipped 
with Directional Signals, Reclining Seots, Twin Trovel 
Beds ond White Sidewoll Tires—including finance 
charges aot 6% on co 30-month contract, one-third 


RAMBLER CROSS COUNTRY STATION WAGON— me — down, for $52.00 o month. This, of course, does not 
1 of every five 6-cylinder stotion wagons sold today is o Rambler. include freight, insurance or state and local taxes 


Now... More Than Ever... For Complete Information — Without Obligation 
It Pays To Be An MAIL THIS COUPON TODAY! 
AMERICAN MOTORS DEALER! 


Director of Dealer Development 
American Motors Corporation 
Detroit 32, Michigan 


VY Gentlemen: Will you please provide me with more complete information about 
e AZ iTS ME Td Co Sh the Rambler franchise. | understand that | om under no obligation and my 
inquiry will be held in strictest confidence. 
We Have the Product... 
NAME 


MIE Tariaea hte | com 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
__ . higher courts consist- 
ently hold that a discharge in 
bankruptcy does not eliminate all 
debts of an insolvent person. 

For example, in 
Saueressig v. Ar- 
mour, 16 N. W. 
(2d) 417, it was 
shown that the 
driver of a motor 
vehicle was in a 
drunken condi- 
tion when he in- 
jured a pedes- 
trian seriously. 

The injured pe- 
destrian sued the 

L. T. Parker driver for dam- 
ages and was granted a judgment 
of several thousand dollars. Later 
the driver took benefit of bank- 
ruptcy, believing he could avoid 
this money judgment. 

The higher court refused to dis- 
charge this debt saying: 

“It could hardly be contended 
that a judgment for death by 
wrongful act against Montgomery 
(driver) would be discharged in 
bankruptcy.” 

A majority of servicemen are in- 
terested in knowing when and un- 
der what circumstances they have 
a@ first lien for repairs on an en- 
cumbered automobile. 

A review of late and leading 
higher court cases discloses that 
in order to be certain of a first 
lien, the servicemen should ob- 
tain consent and authority of the 
holder of a recorded conditional 
contract of sale or chattel mort- 
gage to do the repair work. 

On the other hand, the holder of 
an unrecorded conditional contract 

or mortgage generally has no prior 
lien on the encumbered automobile. 

In other words, the seller of an 
automobile will have a prior lien if 
he properly recorded his mortgage 
or conditional contract, otherwise 
to have prior rights and lien he 
must prove that the serviceman 
knew that the contract or mort- 
gage existed and was in lawful 
effect. 





Lien Must Be Recorded 


R example, in Lincoln Trust 

Co. v. Netter, 253 S. W. (2d) 
260, the testimony showed that an 
automobile dealer’s conditional sale 
contract was recorded properly in 
the county clerk’s office in the 
county in which the dealer was 
located. The purchaser took the 
automobile to a garage in a differ- 
ent county and ordered the service- 
man to install a new motor block 
and perform other repair work on 
the automobile. 

Although the garage is situated 
in a county different from the 
county in which the conditional 
contract was recorded, the higher 
court held the garage owner’s lien 
secondary and said: 

“It is well settled that a duly 
recorded chattel mortgage on a 
motor vehicle is superior to sub- 
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“NEW LOOK” 
PENNANTS 


in over 2,000 years 





Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make 
your place stand out like a sore thumb. 
You get attention with Myrlo products. 


MYRLO CO. 
Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 
Pacific Coast Dealers 
Overnight bus service on our pennants 


HARRY TAINTOR 
547 24th Ave., N. W. Seattle 7, Wash. 
Phone: Hemiock 8176 











sequent statutory lien for labor 
and accessories.” 


Generally speaking, this same 
law is effective with respect to a 
chattel mortgage or conditional 
sale contract recorded in any 
county in any state in the United 
States. In other words, a properly 
recorded contract or mortgage is 
valid and effective in all counties 
in all states in the United States. 


* + * 


Limits of U. C. ‘Sales Talk’ 


y= considering this subject 
of law, certain late higher 
court decisions must not be over- 
looked which held that if the seller 
of an automobile made a contract 
with the buyer under which the 
latter agreed to keep the encum- 
bered automobile in good repair, a 
serviceman’s lien for needed re- 
pairs is superior to the recorded 
contract or mortgage. 

Considerable discussion has 
arisen from time to time over the 
legal question: What statement of 
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an automobile dealer regarding the 
running condition of a used auto- 
mobile is an enforceable guaran- 
tee? In other words, how far can a 
seller go when trying to induce a 
prospect to sign a contract to buy 
an automobile? 
The answer is: In order to 
avoid liability for a positive guar- 
antee on an automobile the seller 
must avoid positive statements as 
to the present condition or future 
operation of the automobile. 

For illustration, in Carter v. Sea- 
board Finance Co., 203 Pac. (2d) 
758, it was shown that an automo- 
bile dealer sold a used motor truck. 

Before the sale was made the 
prospect asked the salesman: “Is 
this truck in good mechanical con- 
dition?” The salesman answered: 
“It should be in good condition in 
view of the amount of money re- 
cently spent in having it repaired.” 

* = +. 


Fraud Not Proved 
breed a few days after the 
purchase contract was signed, 
the purchaser returned the ma- 
chine to the seller. In subsequent 
litigation the purchaser asked the 
court to rescind the contract and 
compel the dealer to take back the 
vehicle and return the amount of 
money paid on the contract. 
The purchaser contended that 
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“You only have 364.” 





the salesman fraudulently misrep- 
resented that the truck was in 
good mechanical condition, whereas 
shortly after he took possession of 
it he learned that the motor was 
in poor mechanical condition and 
that the dealer fraudulently con- 
cealed the fact that the truck had 
been involved in a wreck only a 
short time before. 


Also, tke serial number of the 
motor had been changed to make 


OUTSTANDING TIRE 


Tire Valves keep rolling up the miles with every type of vehicle 


}| condition was that ‘it should be ig 
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the truck appear to be a late 
model. 

However, since the purchiser 
did not prove that the dealer 
knew that the motor number had 
been changed, and the salesman 
had made no positive guarantes 
the higher court held that the 
dealer was not liable. 

The court said: “There was testj. 
mony that the only statement of 
Brace (salesman) as to the truck’ 














































































good condition’ in view of the fag 
that the defendant (dealer) hag 
recently spent nearly $3,000 in hay. 
ing it repaired. This was merely 
Brace’s opinion based upon expen- 
ditures for repairs. ... 

“Nor did the failure of Brace tp 
inform the plaintiff (purchaser) 
that the truck had been in a wreck 
charge the defendant (dealer) with 
fraud, for the defendant was not 
bound to volunteer that informa. 
tion. No evidence was offered to 
prove that Brace knew of the 
change in the serial number.” 


License Chief Appointed 

OLYMPIA, Wash.— Mrs. Louise 
S. Taylor, 56, former educator from 
Tacoma, has been placed in charge 
of licensing drivers and vehicles in 
Washington by Gov. Albert D, 
Rosellini. 
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How Nation's Salesmen Meet... 


Practical Problems of Selling 


Sales Go Up at Miles Motor— 


A hustling staff at John Miles Motor, Inc. (Dodge-Plymouth), Gadsden, Ala., has 
boosted sales 21.7 percent over last year. Discussing another sales campaign are, 
from left, John G. Miles, president; Chester O. Studdard, sales manager; Robert T. 
Byrd, parts manager, and Robert Lee, service manager. 


TODAY 


Schrader Valves are on giant 
‘Off-The-Road” vehicles 


a 


“e 


As’ HIS firm’s top salesman for 

1956, Lew Manning, assistant 

sales manager of Columbus 

Motors (Dodge-Plymouth), San 

Francisco, speaks with authority 

on how to get repeat customers. 

Last year he sold 186 new cars, 

28 used cars, and five new trucks. 
Here is his formula: 

The secret of 

volume selling is 

not to forget 

the customer 

once the sale 

has been closed. 

Whenaman 

buys a car, we 

send his wife an 

orchid, along 

with a letter 

: F of thanks to 

9 him for his 

Lew Manning purchase. 


But that’s just the beginning. 
> +. . 


KEEP a “ticker” system that 
reminds me of the dates of 
purchase of every car, and I 


write a letter to my customers on 
the anniversary of their second 
and third years of ownerships, re- 
minding them of their car’s 
birthday and again thanking 
them. 

I keep records on the type of 


30 Pct. of Trucks Fail 
Federal Inspection 


PERRYVILLE, MD. — Federal 
inspectors have found that 30 
percent of trucks checked here 
fell short of safety standards. 

Inspectors for the Interstate 
Commerce Commission disclosed 
that of 295 trucks stopped, nearly 
a third failed to pass tests on 
brakes, lights, steering or such. 
Similar tests are being conducted 
elsewhere in the country. Frank 
B. White, ICC supervisor here, 
said that the truck drivers are 
required to make necessary re- 
pairs before they continue. Most 
repairs cost less than $5, he said. 


VALVE PERFORMANCE: 


why can everyone count on it? 


The answer is Industry cooperation. Everyone concerned with vehicles works 
together, pooling skills and technical research. Schrader uses this pooled experi- 
ence, plus Schrader’s own specialized capabilities to produce valves that have 
always performed so well everywhere in the world. Whether quantities involved 
are ten or ten million, Schrader gives expert attention to every problem: original 
installation, stocking, dealer replacement practices . . . service at the user level. 
You can count on Schrader Valves for best performance on any or all your vehicles. 


A. SCHRADER’S SON * BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Co., Inc. 


FIRST NAME 


IN TIRE VALVES 


1 eee e FOR ORIGINAL EQUIPMENT AND REPLACEMENT 








business each customer is in 
and try to send customers his 
way. I also record birthdays 
and anniversaries of the cus- 
tomer, his wife and their chil- 
dren, and send them greeting 
cards on every occasion. 

In addition, my bird-dog file 
lines up plenty of new customers, 
each of whom gets a personal gift 
from me if he buys a Dodge. 

> + * 


Salesman Has Answer 


For Price Shoppers 


INDIANAPOLIS. —A simple but 
effective optical illusion is used by 
Ben Peak, sales manager of John 
Hockett Motors, Inc, (Dodge), when 
a prospect talks too hard about 
price. 

Peak first holds a “price” card 
in his left hand and a “value” card 
in his right. Then he reverses them, 
asking the prospect which appears 
larger. 

“Yes, Mr. Prospect,” says Peak, 
“when you look at price and value 
from certain angles, one May ap- 
pear bigger. But actually they’re 
the same. 

Peak then puts one card on top 
of the other to show they are the 
same size, and concludes: “So you 
see you get exactly what you pay 
for.” 


J. 1. Case Forms 
Credit Company 
For Its Dealers 


BURLINGTON, Ia.—John Gray- 
son, president of the newly formed 
Case Credit Corp., has outlined a 
program designed to provide J. L 
Case Co. dealers with a source of 
credit for financing new and used 
tractor and equipment sales. 

He said the plan provides for 
“minimum downpayments, easy 
monthly terms with up to three 
years to pay and skip-payments 
during slack periods.” 

The program was explained dur- 
ing Case’s first industrial dealer 
meeting. More than 400 persons at- 
tended, representing Case dealer- 
ships in the East, Midwest, South 
and Canada, Another meeting is 
scheduled for West Coast dealers. 

Progress of the industrial divi- 
sion and plans for the future were 
discussed by John T. Brown, Case 
president, and Marc B. Rojtman, 
vice-president and general man~ 
ager. D. A. Milligan, industrial divi- 
sion manager, previewed sales and 
product programs for 1957 and 1958. 

Rojtman said Case industrial 
sales are running more than 100 
percent ahead of last year. 


Echlin’s New Plant 


A 19-acre plot in Branford, Conn., 
near New Haven, is the site of the 
new plant of Echlin Mfg. Co. pro- 
ducer of specialized machinery. 








ee 


AR FRIENDLY 
em PERSUASION 


of 


45 DAY 
BONDED AUTOMATIC 
& COLLECTION 


LICENSED 
COLLECTORS thle 


moore BEL a 


ASSOCIATES INC. 


rie 
COUPON 


GILBERT ASSOCIATES INC. 

161 Mass, Ave., Boston @ 00 6-5208 
Please send me information on your services. 
NAM i 
ADDRESS. ail | 
IE cocicecicesnsn th ctesteee 








oe’ CY V VIG 


(and that goes double when selling cars!) 


Every feature of your '57 cars is there to help you SELL. 

Treat just one feature too lightly — and it may be precisely the one that delivers that sale 
to your competitor. 

For example, AIRFOAM Seat cushioning is so widely accepted — is such a “natural’’— that at 
times it’s taken for granted. 

And those can be precisely the times when smart competitors are making the most of it! 
Right now, they may be telling how AirFoAM cushions and quiets the ride—how AIRFOAM 
keeps drivers relaxed and passengers coolly comfortable — how AirFoAM ends sags and 
snags—how ArrFoaM keeps new looks longer, and owners happier, right up to trade-in time. 


AND YOU CAN BET THAT THE SMARTEST AUTO SALESMEN INSIST ON AIRFOAM 

IN THEIR DEMONSTRATORS! 

And never forget that Airroam is also the greatest selling NAME in cushioning. It helps 

you sell against the rest in the field—it helps you sell against the all-out price-lines or 

deal-lines—it provides the extra sell that softens up tough customers. 

So be sure you use EVERYTHING, EVERY time — and clinch extra sales with ArRFOAM! 
Goodyear, Engineered Products Dept., Akron 16, Ohio. 


In addition to helping you sell cars now, AIRFOAM 


. 
i rade-in will increase your profits come trade-in time. How? 


By retaining its shape and protecting upholstery so 
Bonus cars come back to you in more salable condition. 
What better way to assure more resales-AT BETTER 


For You! PRICES—than by selling AirFOAM now? 


OOD*FYEAR 


THE WORLDS FINEST, MIOST MODERN CUSHIONING 


Atrfoam —T. M. ‘The Goodyear Tire & Rubber Company, Akron, Ohio 
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Sales Conditions in Various Areas... 





Minneapolis 

New cars delivered in Hennepin 
County (Minneapolis) during July 
totalled 2,612, according to Finance 
and Commerce, business newspa- 
per. This was well above the total 
of 2,222 cars registered 
1956. 


in July, 


New-car registrations for the 
first seven months were 22,482, com- 
pared with 21,608 in the 1956 period. 

July deliveries were shared as 
follows: Ford, 658; Chevrolet, 
598; Plymouth, 394; Oldsmobile, 
163; Buick, 130; Pontiac, 124; 
Dodge, 105; Mercury, 104; Ram- 
bler, 76; Ohrysler, 54; Cadillac, 
46; Studebaker, 40; DeSoto, 20; 
Volkswagen, 16; Lincoln, 11; 
Nash, 11; Packard, 5; Willys, 5, 
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64; Chevrolet, 48; International 20; 





Studebaker, 1, and miscellancou,) 
































GMC, 13; Dodge, 11; White, 6;/2. Ie 
Willys, 4; Reo, 2; Divco, 1; FWD, * * * — 
1; Kenworth, 1; Studebaker, 1, and és 
miscellaneous, 11. — (William Providence 
uto Market heports = say nw cet ris 
ee” an Providence showed an increase~ 
Charlotte, N, Cc. rising to 1,289 from the 1,081 Te. 
ed New-car registrations in Meck- corded a month earlier. : 
banat weather combined with Bégerd Jeand, 480 percent, erg County (haiti), NG, New-trck reparations decin 
od : . 2) ee in July totalled 739, according to} however, sinking to 122 from the 
There were no complaints except 2 figures compiled by the North Car-| 147 counted in June. E 
for the continued shaving of profits. Salt Lake City olina Automobile Dealers Assn. By make, daly now-cor recto ll ust 
National figures om new -car A total of 802 new cars and 183 By make, they were: Ford, 225; | trations were: Ford, 392; Chev- aut 
sales for June showed the total | ..w trucks were registered in Salt| Chevrolet, 190; Plymouth, 68; | rolet, 277; Plymouth, 162; Olds- Do 
down from last year in every |Lake City during July, compared| Buick, 46; Oldsmobile, 45; Dodge, | mobile, 75; Buick, 62; Dodge, 43; § ~” 
province. Smallest loss was re- | with 1,196 cars and 168 trucks in| 33; Pontiac, 28; Mercury, 27; | Pontiac, 41; Mercury, 36; Cadil- 
corded in British Columbia, | the previous month. Chrysler, 19; Cadillac, 14; De- | lac, 35; Nash, 25; DeSoto, 21; For 
where the decline was held to 4.2 July’s new-car registrations by Soto, 11; Studebaker, 5; Lincoln, Chrysler, 17; Rambler, 8; Stade- 
percent. ~ make were: Ford, 218; Chevrolet, | 4; Imperial, 3; Metropolitan, 2; | baker, 6; Imperial, 4; Lincoln, 4; § 7, 
Oth tback : Manitob 168; Plymouth, 90; Mercury, 41; | Nash, 1; Packard, 1; Rambler, 1; Hudson, 2; Packard, 1; Willys, 
a Cee, Were. Saeee Pontiac, 38; Oldsmobile, 36; | wiy 1. am miscoilance 15. 1, and miscellaneous, 77. T¢ 
9.8 percent; Quebec, 10.1 percent;| Ruick, 34; Dodge, 31; Cadillac, oo : — New-truck registrations were:§ awa 
Alberta, 12.7 percent; Newfound- 15; Chrysler, 15; DeSoto, 15; New-truck registrations, totalling Ford, 38; Chevrolet, 35; GMC, 19:8 g ¢ 
land, 24.5 percent; Nova Scotia, 30.5| Rambler, 9; Studebaker, 8; Im- | 106, were shared as follows: Chev-| International, 14; Dodge, 6; Mack, mT . 
percent; New Brunswick, 30.7 per-| perial, 6; Lincoln, 5; Hudson, 1, | rolet, 35; Ford, 24; GMC, 17; Inter-|5; Divco, 2; Reo, 1; White, 1, and F 
cent; Ontario, 32.5 percent, Sas-| and miscellaneous, 72. national, 11; Dodge, 8; Diamond T, | miscellaneous, 1.— (Thomas L part 
katchewan, 36.4 percent, and Prince Truck registrations were: Ford,|4; White, 2; Autocar, 1; Mack, 1; | Forbes.) Nor 


and miscellaneous, 52. 

July registrations of new trucks 
amounted to 223, compared with 
182 in July, 1956. The breakdown 
by makes: Ford, 68; Chevrolet, 58; 
International, 40; GMC, 12; Dodge, 
9; White, 6; Volkswagen, 3; Willys, 
3; Mack, 2; Reo, 1; Studebaker, 1, 
and miscellaneous, 20.—(Donald M. 
Lyons.) 


= > 
Fayetteville, Ark. 

New cars, which enjoyed a good 
demand until 30 days ago, have 
slowed but used cars are selling 
fair. Dealers are going into the 
cleanup with buyers lacking cash 
for conventional downpayments 
and showing a reluctance to deal. 

One dealer said he could buy 
used cars from dealers in Tulsa 
or other cities cheaper than he 
could trade for them with pros- 
pective new and used-car buyers. 

Conditions are normal, with em- 
ployment and the agricultural econ- 
omy on an even keel. 

New-car inventories are rated as 
high while used-car stocks, due to 
lessening demand for new cars, 
rated as medium to below normal. 
—(L. H. Houck.) 

. 


Henryetta, Okla. 

In spite of the shutdown of one 
of the largest industries — Eagle- 
Picher smelter— business here is 
fair with new and used-car stocks 
normal or less. The diversified 
economy of oil, cattle, farming and 
industry, keeps the wheels going. 

New-car sales have been slowing 
down for the past two months and 
used cars are not selling briskly, 
but compared to other years the 
market situation is fairly close to 
no : 
Credit and repossessions normal. 
—(L. H. Houck.) 


. 
Clev 

Used-car sales continued to high- 
light automotive activity in the 
Cleveland area, with turnover of 
1,720 units holding a major portion 
of the market. 

New-car sales of 1,379 were un- 
der the previous year’s 1,526. Gen- 
eral apathy prevailed except in 
late- used cars. Public an- 
ticipation of 1958 models is believed 
holding down new-car sales, al- 
though promotional activity con- 
tinues high. 

In trucks, sales of 73 new and 65 
used were down for this time of 
the year.—(Sanford Markey.) 

+. 


Ottawa 
New-car sales in Ottawa spurted 
in August, with some dealers re- 
porting dollar volume increased as 
much as 20 percent. 
Most dealers attributed gains to 
———————__ _—_———S=_=_=_=_=_=_=_ 

















received these editorial awards. 


NEW SPECIAL ISSUES. 


publications in the field. 


excess of other estimates. 


eet Magazme 


Because the fleet field is rolling so fasijon! 
can adequately serve truck and bus operators}. - « 
keep fleets operating efficiently. FLEET OWNER}has 


EDITORIAL LEADERSHIP. To build and sustain better and better 
readership, many editorial innovations have been developed and 
more new ideas are on the way. Editorial covers and pointed-up 
contents pages have increased reader interest. Flo-thru make up 
has stimulated easier, cover-to-cover reading. Researched, detailed 
reports on important: subjects such as the “Depth Maintenance 
Studies”, winner of one of two Industrial Marketing Awards pre- 
sented to FLEET Owner this year, are a typical example of edi- 
torial initiative. Incidentally, no other fleet publication has ever 


In March, FLEET OwneER’s first annual Data 
Book issue, designed for year around reference, provided bus and 
truck men with a wealth of working material never before avail- 
able. This issue has received the most enthusiastic reader acceptance 
ever given ah annual in this field. In October the 1957 PM Manual 
will cover all aspects of maintenance for fleets of all sizes and 
types. In addition, the famous Bus Maintenance Efficiency Awards 
will be expanded to cover truck fleets as well. Interest runs high 
in these. Watch for the winners in this issue. 


STEADY CIRCULATION GAINS. Paid subscribers to FLEET OWNER 
have increased with every Audit Bureau of Circulations statement. 
From a paid circulation of 13,431 in December 1950, the maga- 
zine is now read regularly by over 40,000 paid subscribers. This 
growth has established entirely new circulation objectives for all 


NEW MARKETING MEASUREMENTS. Through the vast resources of 
McGraw-Hill, FLEet Owner is able to keep pace with the size of 
the market through its continuing Fleet Census. This census now 
shows that in the truck field alone there are over 70,000 fleet 
operating units with ten or more vehicles . . . a figure far in 
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Inside Motor Sports 





Sports-Car Buyers 
Yielding to Luxury 


Evrror’s Notre: One of _ the 
nation’s leading authorities on 
auto racing and motor sports, 
Don O'Reilly, will write a special 
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Ford Parts Warehouse 


To Be Built Near Toronto 


TORONTO.—Ford of Canada has 
awarded a $1,000,000 contract to 
E. G. M. Cape Co., Montreal and 
Toronto, for construction of a new 
parts and accessories depot in 
North York township. 





P 


twice-a-month column for Avto- 
MOTIVE NEws. 

After 10 years with the Wash- 
ington Post, O’Reilly in 1947 


developed the nation’s first motor |; 


sports magazine, Speed Age. In 
1957 he set up the NASCAR news 


bureau, after having assisted in | 
the formation of the news bureau | 


for the AAA Contest Board. 
His twice-weekly column, “In- 
side Auto Racing,” is syndicated 
in daily newspapers. 
+ = 7 


By Don O'Reilly 


p\keeps moving ahead / 


fasijonly a magazine that keeps pace with the tempo of the times 
ators}... and the manufacturers whose equipment, supplies, parts and tools 
INERThas proved itself the magazine that is doing this job. Here are some of the reasons why ... 
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REFERENCES among sports 
car buyers have changed radi- 





NEW RESEARCH METHODS. 
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cally in the past few months, with 
the owners seeking many extras, 
optional items and the gadgets 
which were abhorred by the purists 
not too long ago. 


An MGA on display in a Chicago 
salesroom is 
loaded with extras 
that boost the 
price of the car 
from $2,469 to 
$3,489. Included, 
of all things, is a 
continental - type 
spare tire kit. 
Having the 
loaded MGA on 
display has re- 
sulted in the sales 
of manyextra 


O’ Reilly 
| items to the present owners of 
sports and European cars, reports 
Art Hughes, salesmen for S. H. 
Arnolt, Inc. 


Options include radios, heaters, 
adjustable steering columns, wind- 
shield sun visors, tonneau covers, 
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chrome luggage racks and various | in, and they get economy, too.” 


luxury gagdets. 

Would-be sports car buyers fre- 
quently ask for automatic trans- 
missions, generally not available, 
Hughes says. 

* * + 


The majority of new buyers of 
European cars are attracted by 
economy of operation, in the 
opinion of S. H. Arnolt, one of 
the pioneers in Midwest sports 
car sales. 

“It’s kind of nice to be right, 
once in a while,” Arnolt says as 
he recalls the comment he made 
several years ago: “One day this 
sleeping giant of the Middlewest 
will awaken and it will over- 
shadow ali other areas in foreign 
car sales.” 

“Here we have a cross section 
of America, thrifty people, work- 
ing people, farming people, all 
economy-minded,” Arnolt adds. 

“They have learned the Euro- 
pean cars are comfortable to ride 


FLEET Owner’s recent survey of 734 
trucking fleets is the most comprehensive study of its kind ever 
made. These fleets operated 84,000 vehicles over a billion miles, 
spent $96 million in one year on equipment and supplies. This 
study indicates fleets represent a sales potential of over $8'/2 billion 
annually. FLeetT Owner also has developed a continuous program 
to obtain specialized market information, never previously avail- 
able, on fuels and lubricants, tires, shop equipment, engine parts 
and other major automotive products. 


NEW SERVICES FOR ADVERTISERS. A Merchandising Kit, especially 
designed for automotive advertisers, is helping manufacturers get 
more impact from their advertising investment. The first regular 
advertising readership service in the field was provided by FLEET 
Owner. Mills Shepard service, new this year, gives advertisers an 
opportunity to evaluate reader reaction to their programs. Specific 
analyses can be made at no cost for advertisers. And, for Direct 
Mail programs, expanded lists are now available. 


——— ee eee 


BIGGER AND BIGGER ADVERTISING ACCEPTANCE. FLeeT Owner has 
gained 449 advertising pages since 1950 . . . plus a gain of 194 
additional display pages in the first nine months of 1957. This 
record of increased advertising space is unmatched by any other 
publication in the field. It is further evidence that more and more 
manufacturers have discovered that FLEET Owner is the magazine 
which saves dollars for fleet — makes money for advertisers. 


McGraw-Hill’'s Magazine of Fieet Operations @ 
330 West 42nd Street, New York 36, N. Y. ARD 


LL 


Arnolt, with three Chicago lo- 
cations, is rebuilding and plan- 
ning for an October opening of 
his East Erie Street service cen- 
ter which burned to the ground 
last winter. The establishment, a 
half block off Lake Shore Drive 
and across the street from the 
Chicago Furniture Mart and CBS 
studio, will handle 50 cars a day, 
Arnolt says, servicing 25 cars 
simultaneously. 

ca ae * 


Rathmann Leads USAC 


IM RATHMANN, who operates 
an automotive service center in 
Miami, specializing in marine con- 
versions of Chevrolet engines, is 
currently leading in the point stand- 
ings for the USAC (United States 
Auto Club) national driving cham- 
pionships in speedway cars. 
Rathmann, who finished second 
at Indianapolis last May 30 in 
the Lindsay Hopkins Chropractic 
Special Offenhauser, drove the 
same car to victory in the Mil- 
waukee 200-mile race recently. 
Rathmann was formerly chief 
mechanic for the Chevrolet “fac- 
tory-backed” racing team before 
joining the June AMA resolution. 
aa 7” 


Cars Per Race Up 


INCE the auto manufacturers 
retired from active participa- 
tion in stock car racing, there has 
been a noticeable increase in the 
number of cars competing, with the 
fields increasing from 19 and 20 
cars per race to upwards of 35 in 
each event. 

The increases are noticed in 
events of both major associations, 
USAC and NASCAR (National Assn. 
for Stock Cars). 

Another change in recent weeks 
has been relaxation of mechanical 
inspections at most races. As one 
USAC race director said last 
week, “It’s a lot easier now; we 
just check bore and stroke. We'll 
start checking gasoline tanks 
from now on.” 

Because several cars had oversize 
gasoline tanks in the recent Wis- 
consin State Fair races, USAC 
officials created an on-the-spot rul- 
ing that drivers with cars having 
oversize tanks would have to make 
two pit stops, of at least 30 seconds 
each. 

Those who made none or only 
one pit stop, would be subject to 
gasoline tank capacity inspection, 
with disqualification the penalty if 


oversize. 
7 * - 


Sports car racing tests since 
1952 have resulted in the standard 
installation of Dunlop disc brakes 
on the Jaguar XK 150, which has 
recently gone on sale in this 
country. 

Using the experimental brakes, 
Jaguar successes have been 
chalked up each year since 1952 
at races at Rheims and Le Mans, 
France; Silverstone, England, and 
Sebring, Fia. 
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Water Scooters for Dealers 


A NEW English-built fiberglass 
water scooter, selling at retail 
for $425 in this country, wil] soon 
be offered the public through sports 
car and European car dealers. 

The Amanda, capable of eight 
miles an hour on the water, is 
powered by a small one-cylinder 
engine built by the Vincent motor- 
cycle firm in England. 

The scooter will hold two persons, 
straddling the single seat like a 
motorcycle. 

The engine is started by a pull- 
type outboard cord, and it is 
steered with motorcycle-type 
handlebars, with the throttle en- 
closed in the right hand grip. 
As a safety feature, the throttle 

automatically springs back to idl- 
ing speed should the driver fall off 
or otherwise release control of 
the handlebar grip. 


AUTO 
TURNTABLES 


e 
Manufactered by 
e 
Macton Machinery Co. 
DYKE LANE 
Stamford 2, 

Cons. 





WC 


“The good 
things are 
fewer 
because 


of their 


finer quality.” 











believe 


@ CRAFTSMANSHIP in Studebaker-Packard comes from® 


both skill and devotion to detail. zat 
® QUALITY is inherent in Studebaker-Packard. s 
mc 
@ ECONOMY is always an added value in Studebaker 
Packard. & 
ref 


@ FASHION is a faithful feature of Studebaker-Packard. 


@ ENGINEERING LEADERSHIP distinguishes Studebaker] ° 
Packard. Now the best of America is combined with the best? 
of Europe, Mercedes-Benz, for greater achievement. pl: 


Studebaker-Packard Dealet 


ATLANTA BUFFALO CINCINNATI DALLAS DETROIT LO 


BOSTON CHICAGO CLEVELAND DENVER KANSAS CI 












rom® TOP DEALER SALES AND SERVICE is the goal of all in our organi- 
zation, spurred by pride in traditional STUDEBAKER-PACKARD. 


® ADDITIONAL DEALERS now joining our organization will create 


more facilities and greater conveniences nationwide. 
cer 


® CONFIDENCE in our new products is completely justified, and is 


reflected in our current sales increases. 


kerf? YES, we the growing group of S-P dealers of America through our 
yesf20 S-P DAA’s hereby express our belief in our products, the exciting 


plans for our customers and in the strength and stability of our future. 


Advertising Associations 


LOS ANGELES MINNEAPOLIS PORTLAND PHILADELPHIA ST. LOUIS 





PITTSBURGH MEMPHIS WASHINGTON SAN FRANCISCO NEW YORK 
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Blame Put on Dealers, Factories... 


Headaches Grow in Backshops 


By L. H. Houck 
Staff Correspondent 

FRANKFORT, Ky. Today’s 

service headaches are getting 
rougher and its largely the fault 
of the dealer for not educating his 
customers, the factory for not co- 
operating in showing the owner 
what a complex piece of machinery 
he owns and the owner for ap- 
parently not caring about his 
$3,000-to-$6,000 investment. 

Such are some of the conclu- 
sions reached by T. E. Woosley, 
service manager for Whitaker 
Motor Co., (Chevrolet) one of the 


oldest Chevrolet dealerships in 
the country. 

“The public has been educated to 
think that the complex modern car 
of today will run without service,” 
Woosley said, “and some of this 
education is received from dealer’s 
salesmen as a means of combatting 
resistance to the high prices of 
today’s automobile.” 

Woosley, who has had more than 
25 years experience, and who is a 
former factory service expert, said 
that today’s auto is a precision- 


of 10 years ago and yet the gen- 
eral public is not aware that they 
have an entirely different car. 


For example, he said, the car 
of a few years ago, being of low 
compression, didn’t require as 
much attention from expert serv- 
icemen as the high-compression 
motors of today. 

“Because of the room in the low- 
compression heads,” Woosley said, 
“a spoonful of carbon wouldn’t 
make a lot of difference but in an 
engine with 10 to 1 compression it 


built piece of machinery that is| will almost put it out of business. 
hardly comparable with the cars| This condition makes it imperative 
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ONE OF THE NATION’S 
LARGEST AND] MOST MODERN 
PRODUGTION FOUNDRIES 
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Model T Parade Recalls 
Birth of Mass Production 


SPRINGFIELD, Ill.—The early 
days of mass production were 
recalled at the Illinois State Fair 
as 38 Model T Fords were driven 
past the grandstand. 

The Model Ts, representatives 
of the first autos to be mass- 
produced, were among 180 an- 
tique cars displayed at the fair. 


that proper oils and fuels be used 
because cheaper fuels and oils will 
run up service bills. 

“And yet, because of the lack of 
effective education, we have owners 
who persist in using the cheapest 
fuels and oils that can be found. 
They can’t get the performance or 


DUCTION 


Tey hy 


MAIN OFFICE AND 


FOUNDRY 


DIVISION 


CHATTANOOGA 2, TENNESSEE 


MANUFACTURING PLANTS 


service out of the car that wa: go 
carefully builtin at the factory.’ 


Woosley also called attention to 
the fact that the prewar car had 
a straight transmission, no pov er 
steering, power brakes, pover 
windows, or power tops. All thi-se 
items have to be serviced and ihe 
owner compares his service on 
such a car with cars which didn’t 
have them. 


Woosley also pointed out that to. 
day’s prices as compared with the 
prewar car are not too much 
higher. 

“The owner actually spends little 
more for the functional items on 
today’s car than he did for the 
prewar car,” Woosley said. 

“For instance, the 1939 town 
sedan in our brand sold for $925, 
including tax and license. Today’s 
similar model sells for $2,350 and 
he has a bunch of equipment he 
didn’t get with the other car to 
say nothing of improvements in 
basic items.” 

Besides factory trained mecha- 
nics and special tools that are re. 
quired, Woosley said that today’s 
cars are more difficult to service, 
Although it takes a longer time to 
service a car and labor and parts 
are higher than 10 years ago, the 
increases have not been as great 
as on many other things the public 
buys. 

Where the service department 
and the parts department once had 
one basic car to service, today 
Woosley’s line alone has five dif- 
ferent motors, three different body 
styles, four different transmissions 
to service. Plus this are the trucks. 
This often knocks out use of flat- 
rate price tables. 

“Parts managers have to know 
more before they can hand out a 
single part,” Woosley said. “On 
the present line, for instance, 
they have to know exactly which 
engine of the five, where all they 
used to need was the model year.” 

But customers do appreciate their 
new cars more when they have 
been properly educated by the 
dealer, he said. 

Woosley said they took one of 
their customers out for a ride after 
the sale was made and went over 
all the points with him, using the 
owner’s manual that comes with 
the car. This customer was so de- 
lighted with his knowledge and his 
purchase that he told dozens of 
people about it and detailed the 
many differences. 

“Most excessive repair bills are 
caused by failure of the owner to 
give his car proper treatment and 
failure to read the definite in- 
structions in the owner’s hand- 
book,” Woosley said. 

“We've had customers who 
bought a new car from us, operated 
it just like the old one for two 
years, and then trading it in with- 
out ever opening the owner’s hand- 
book. 


“Such customers have the most 
service troubles—troubles that can 
be avoided if they can be brought 
to realize that today’s car is not 
like the old one.” 


Air Express Notes 
Growth of Service 
On 30th Birthday 


NEW YORK.—Air Express com- 
pleted 30 years of operations Sept. 
1, according to Charles C. Gaudio, 
general manager of Air Express 
division, Railway Express Agency. 

The coast-to-coast service was 
born in 1927 when American Rail- 
way Express Co., now Railway Ex- 
press Agency, contracted with four 
airlines to provide scheduled pack- 
age-hauling air service for the 
public. 

The first carriers were Colonial 
Air Transport, operating between 
Boston and New York; National 
Air Transport, between New York 
and Chicago and Chicago and Dal- 
las; Boeing Air Transport, between 
Chicago and San Francisco, and 
Western Air Express, between Salt 
Lake City and Los Angeles. 

The original air routes totalled 
4,508 miles. Today, a 143,000-mile 
airline network links some 1,800 
airport cities, Gaudio said. 

In Air Express’ first full year, 
17,006 shipments produced revenues 
of $131,000. Last year, 5.6 million 
shipments were handled, and rev- 
enues exceeded $42 million. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUT- 
MOTIVE NEWS WANT ADS! Are You? 
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7 80 Wendell Lord, Holcomb, N. Y.; 

r . * Stanley Szymanski, North Tona- 
ban 118 Dealers Win IT rips wanda, N. ¥.; Dale Strimple, Wil- 
owen liamsville, N. Y.; Paul Wagner, 
Ov er 26 Get Vacations in Hawaii in AMC Contest; erveme4 = J oe Se mg a 

ese ° ° ‘olcro a.; Marlin Nissley, - 
1 the 49 Go to Las Vegas, 43 to Miami dletown, Pa.; Anthony Coscia, 


: . on § pF: TROIT.—Some 118 dealers and; Cecil Boone, Bennettsville, S, C.; | Pottstown, Pa. 

7 their wives have completed vacation| Walter Eyles, Arlington, Va.; Bernard Palley, Ozone Park, N. 
trips won in American Motors’ “Go| Louis Schaefer, Baltimore; Lin- | Y-; Henry Davidson, New Haven, 

at to. Bafter More Sales” contest. wood Morris, Ss alisbury, Md; Conn.; Thomas Frystock, Colonia, 

h the Twenty-six won six-day holi- D id Chilhowi ; Vv > |N. J.; Curtis Eells, Plattsburgh, N. 

much § days in Hawaii, 49 received four- avid Rouse, owie, Va; |y.; Anthony Amato, Bethpage, N.|= 
day trips to Las Vegas and 43 Ernest J. Boch, Norwood, Mass.; Y.; Jack Jensen, North Haven, “ 


little f won four-day tripe to Miami. te Se ice _ nt, “a? = Conn.; John Dale, Verona, N. J. 

1s on Winners were selected on a per- war ewport, ; J. W. Kryza * Harold | #twaew. e Leo 

the ff cent-of-quota basis, which gives all| Robert Terjelian, Manchester | Bonneststichl ‘Sever Rouge Mich: . 
dealers, regardless of size, an equal| Center, Vt; Roger B. Miner, |Neij Deiterman, Grand Rapids,| —x¢lusive Opens New Home— 

own chance to win. ; “ cana Conn; Lawrence Mich.; Gilbert Foster, Bowling Exclusive Car Sales (Nash), Covina, Calif., has moved into its new and modern 

$925, Winners of the trips to Hawaii villee, Burlington, Vt. Green, O.; Carl N. Koppinger, Mem-| building, which has an adjoining used-car lot. The firm, which has been a Nash 

lay’s — were Mike Zakovich, Rock Springs, Earl Osgood, Bellows Falls, Vt.;| phis, Mich. ; Lewis McCue, Goddells, | dealership since 1956, is headed by Claire von Stoltenberg, president; John L. Hem- 

and [| Wyo.; Joe White, La Mesa, Calif.;| Alfred Defonzo, Lincoln, R. 1.; J.! Mich. bree jr., vice-president, and H. T. von Stoltenberg, secretary. 


t he = Charles R. Mugg, San Diego, Calif.; 
r to — Dean Lively, Salinas, Calif.; Clyde 
s in § Anderson, City Motor Co. Portales, 
N. M.; Ralph Menning, Brookings, 
echa- § Ore. 
e re- Marvin Moll, Grand Rapids, 
day’s | Minn.; L. P. Hartung, Milwaukee; 
rvice, § Winston Leahy, Portage, Wis.; 
ne to {Mays England, Fort Smith, Ark.; 
parts {Ray Samples, Jacksonville, II; 
, the | Pete Carrara, Berwyn, Ill; Ray- 
great fmond L. Kobler, Hays, Kans.; 
ublic | Richard D. Kern, Winchester, Va.; 
Irving Finkelstein, West Medway, 
ment § Mass. 
» had Morris Lipman, Hartford, Conn.; 
oday § Chester Rozanski, Perry, N. Y.; Al 


Increase repair 
profits with 














Rotary 2-Plunger 
Frame Pick-Up Lift 


With this new Rotary Lift you can increase the 
output of every mechanic and service man. Its 
two separate parallel runners support the car 
out of the way of vital under-car parts. 


und- 


Puts every under-car part in the open 


Mechanics can see better, reach easier, work 
faster . . . handle transmission, differential, 
muffler, rear axle and similar jobs more profit- 
ably. Other outstanding features of this new 


ry. Sar seeks cone r methe Rotary 2-Plunger Lift include: 


wegen eonetrigc named ab ees 3 ¢ Foolproof equalizing system (see left) 
< a a as ¢ Reinforced 6” runners—more accessibility 
Dependable, economical full-hydraulic 
operation 
Unobstructed floor area when lift is raised 
Fast, accurate car spotting 
Fool-proof pin-type safety lock 
Automatic oil speed control valve to main- 
tain safe lowering speed 
e Economical installation . . . only one 
excavation required 
¢ Famous Rotary design and construction 


ba 





Write for catalog 

ROTARY LIFT COMPANY 

Division of Dover Corp. 

Memphis 2, Tenn.—Chatham, Ontario 


FRAME PICK-UP LIFT 


dif- Bower, Berwick, Pa; Gerald 
ita § Guffey, Helena, Mont.; Lance 
Les Angeles; Vernon W. Ma 
the I Seattle; Howard H. Hutchins, Cen- 
whe liam A. Mozid, Minneapolis; 
can Bill Enis, Tupelo, Miss.; Carl 
IL; Clarence Johnson, Chicago; 
dio, } Okla.; Frank P. Hastings, Ponca 
ck- & Noble M. King, Bloomington, Ind.; 
al- N. W. Fennell, Tarrant, Ala.; 
year, 
— Mel Alsbury sr, is vice-president; 


body § Brauser, Central Islip, N. Y.; C. S. 
sions § Smith, Pineville, W. Va.; M. A. Roe- 
“On | Brown, Traverse City Mich, 
nce, Las Vegas-trip winners were 
lich § Victor Hebert jr, Denver; Ed oe pe 
hey Mooney, Albuquerque, N. M.; S. / if 
e of f Hermosa Beach, Calif.; M. J. 
after | Mahoney, Lancaster, Calif.; Ed- 

tralia, Wash.; Chester C. Hollen- 
are § beck, Bellevue, Wash.; Robert T. 
ated Stephen Peters, West Allis, Wis.; 
twe Ludwig Wiese, Racine, Wis.; Clyde 
ight | DiSalvo, Maplewood, Mo.; Tom 
not | Smith sr.. Lemay, Mo.; D. G. Reigle, 
P Bob Schulz, Niles, Mich.; Lee Olson, 

Des Moines; Gene Arnold, Water- 
ess § City, Okla.; Julius Kaminsky, Sa- ie 
icy. § Vannah, Ga.; R. R. Reed, Orlando, 
the @ Harry H. Brown, 7 XK: Harry 

Coppus, Tiffin, 0.; D B. Nettleton, 
ind * 
ait # Asheraft Heads 

° 

ed | Dealers in L. A. 
, & Frank French, secretary, and Phil 
” Hall, Ray D. Wilson and Irvin 


ucks. § misch, Cleveland, Ind.; Joseph Ko- 
flat- § lessar Charleroi, Pa.; Gabe Stew- 
art, Winter Haven, Fla; Palmer 
now § Nichols, St. Petersburg, Fla.; Ora 
ar.” | T. Maxwell, Belleflower, Calif.; 
their § Monte A. Snavely, Compton, * 
have § Calif.; W. J. Kraft, Hermosa 
the | Beach, Calif.; Hyman Kurland, | ~~ SHAR 
over | win J. Charlon, Ridgewood, Calif. P45. are | . } oe ® ese 
the Kenneth Taylor, San Jose, Calif.; oss ‘ ae 
with | Phil Dobson, Visalia, Calif.; G. W. a es . on 
 de- | McCarter, Houston; R. K. Dupree, ae lg. ree oe Ps . ue 
| his Snyder, Tex.; W. D. Moyer, Corpus ; ; “eget. tt 
s of ichristi, Tex.; John T. Givens, & af eee ee | 
. . Hoyt, Auburn, Wash. 
“1. | John Conrad, Ortonville, Minn.; 
and. | Vern Grover, Duluth, Minn.; A. Ww. 
Worner, Fergus Falls, Minn.; Wil- 
ithe | Lund, Tomah, Wis.; Berrard 
Specker, Marquette, Mich.; a 
Hardy, Black River Falls, 
nost Pierre Chieve jr., New euiiees 
Henderson, Ky.; Louis Gambiani, 
Waverly, Ia; Al Haurum, Cedar 
Falls, Ia.; W. F. Augustian, Whit- 
- ing, Ind.; Chalmers Cross, Macomb, 
r loo, Ia.; Jay Van Dahm, Chicago; 
Ted Laverne, Chicago. 
>m- Bill R. Richardson, Oklahoma 
ept. § City; Glenn H. North, Blackwell, 
was § Fila. 
ail- Trips for two to Miami were won 
Ex- § by W. A. Grawemeyer, Indian- 
our § 8polis; D. F. Null, Muncie, Ind; 
ial Median, O.; Clyde Twell, Union- 
pen & town, Pa; Lewit E. Guinn, 'Parkers- 
nal burg, W. Va.; Robert W. Donald- 
ork & 50n, Emlenton, Pa. 
800 LOS ANGELES.—Dan R. Ash- 
craft has been elected president of 
the Los Angeles Motor Car Dealers 
Assn. for the coming 
Kaiser, directors. 
ro- The association announced it 
AD would hold its auto show at the Pan 
ro- Papers Auditorium beginning Nov. 
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M. H. YAGER, PRES. 
YAGER PONTIAC, INC. 
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Alabama Hails Injunction Ruling ae 0 


ulatory developments affecting| next $200. 


capitals, include the following: 


laws are pending in the Legisla- | tutes a public nuisance. 
ture. The present law limits in- 


of maximum monthly interest rates ° 
on loans up to $1,000. Some of them 
would outlaw credit insurance Sales Brochure 


Pending in the Senate is a House- 
approved bill calling for a $100 in- 
crease in the annual State license} DETROIT.—The problem of sell-| approved bill to provide State reg-| that a section of the State in- 
fee for small-loan companies, with|ing and holding auto customers is| ulation of motor-vehicle installment| surance law forbids the issuance 
the additional revenue earmarked | discussed in a new folder entitled, | sales, including ceilings on interest| of life, accident or health insur- 
“Where Are Your Customers?” charges, Was amended in the Senate| ance policies where the purchase 

Another bill would set up sepa-| The folder covers both new-car|to bar finance companies from also| of the insurance is arranged in 
rate small-loan regulations for| and used-car operations. It is avail-| selling insurance. 
counties of more than 50,000 popu-| able free from Carlife Guaranty Co., New York: On the basis of an | sales transaction. 
lation. It includes a $1.50 service | 9955 Grand River Ave., Detroit 4,| opinion by his counsel, State In- Holz noted, however, that this 
surance Supt. Leffert Holz ruled | construction of the law does not 


for hiring more examiners. 


charge and rates of 3 percent on| Mich. 
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States Seek Tighter Loan Laws 


of a finding of fraud by Dade| Stock sedan. 
Folder Tells How to Hold County Circuit Court in a loan 


transaction. 
Auto Customers MASSACHUSETTS: A House- 


other Volvo. 















when compression 
ratios were 3 to 1, 
any good oil ring 
would de...as in 
this sexy 1912 Reeves 
“Sextoauto”’. Virtues 
claimed for the six- 
wheel principle 
included a “‘ride like 
a Pullman Palace 
Car” and a reduction 
in tire trouble and 
expense. 


lt takes the PC type “98” 
chrome oil ring! 


The Perfect Circle Type “‘98’’ Chrome oil ring 
was specifically designed to meet the exacting 
demands of today’s high-compression engines. 
Featuring universal application, bottomless 
and conventional grooves, all depths, the 

PC Type “98” oil ring was the first to have 

a patented side-sealing action with multiple 
tiny springs that exert both side and radial 
pressure. And of utmost importance, 

Type “‘98” Chrome Oil Rings provide 
maximum oil drainage! Perfect Circle 
Corporation, Hagerstown, Indiana; The 
Perfect Circle Co., Ltd., 888 Don Mills Road, 
Don Mills, Ontario. 


PERFECT CIRCLE 


PISTON RINGS 


Preferred by more people than any other brand! 


U.S. patents 2,635,022 and 2,695,825 












‘Race to Midnight Sun’ 
Won by Bachelor in Volvo 


STOCKHOLM. — Over 170 au- 
tomobiles from a dozen different 
DETROIT.—Legislative and reg-) the first $100 and 2 percent on the; decision grew out of a case in | countries pointed their noses 
which Patterson had sought an | north and set out for the Arctic 
small loan and finance companies,| Elsewhere in Alabama, the Su-| injunction to prevent a Mont- | Circle, 1,200 miles away. The oc- 
credit insurance, banking and re-| preme Court upheld a lower court) gomery firm from doing business. u 
lated fields, as reported from state | decision that the charging of inter-| In another case, the high court “Race to the Midnight Sun, 

a excess . 8 ——_ Papen handed Patterson a setback as it ot — Royal Swedish 

Alabama: posals | ately, persistently, continuously and|denied the attorney general the . 
for new eamichaae, ceaaekene intentionally” is illegal and consti-| right to examine a euneene’s books Almost three days later, to the 
to obtain evidence to support usury| 2Stonishment of the caribou, 
The ruling was viewed as giving | charges. The State cannot demand| ears, and limited number of 
terest on small loans to 8 percent, oa ae oe ae eee ane such books in etvense of any court| "uman inhabitants of Sweden’s 

nal for egal weapons support an | action, the court said. 
— ners attack on smali-loan firms that Fiorma: In the first such action Se gta across ~ 
The bills would set up a schedule| have been operating illegally. The | under a new State law, the license <a a ned There 3 
of Pan-American Finance Co.,| Ye8F-° or, lure Jans- 


Miami, was revoked on the basis| *0™ yo ® a PV 444 


casion was the eighth annual 


far north, the first cars slithered 


taken by Nisee Oh Se 





conjunction with an installment 


Wyoming motorists missed a chance 


Brockway Slates 
Sales Meetings 


gional sales meetings for dealers 
and branch personnel have been 
scheduled by Brockway. 


said they would cover Brockway’s 
expanded advertising and sales 
campaign. 


in Syracuse, Sept. 12 in New York 
and Sept. 13 in Philadelphia. 


Metal Stampers Select 
Detroit for Spring Meeting 


Metal Institute has selected Detroit 
as the site for its spring technical 
meeting next March 11-14. 


ing techniques will be presented 
March 12 and safety measures will 
be discussed March 13. Tours of 
stamping plants are planned for 
March 14. 








— 


apply to the making of mori Zage 
loans and the issuance of a life 
insurance policy on the life o! the 
mortgagor which is assigned t») the 
mortgagee as security. 

North Dakota: The State Sy. 
preme Court has upheld a tem. 
porary injunction closing the coon 
of Peerless Finance Co., Fargo. The 
firm was shut down last Dece:mbe 
when Judge John C. Pollock, of 
Cass County District Court, sizne 
a restraining order and placeci the 
firm’s records in the hands of , 
receiver. 

Attorney General Leslie R. Bur. 
gum had signed a complaint charg. 
ing the firm with maintaining , 
public nuisance by charging usur. 
ious rates of interest. State lay 
stipulates that collection of interes 
higher than 7 percent constitute; 
usury which is a misdemeanor. 

In an appeal, the firm did not 
challenge Bur gum’s allegation 
that its interest rates ranged from 
149 to 277 percent in some in- 
stances. The appeal contended 
that remedy by injunction was 
not applicable and that adequate 
civil and criminal remedies were 
provided. 

PENNSYLVANIA: The State Insur. 
ance Department is continuing its 
check on automobile insurance 
companies but has made no fur- 
ther report on refund orders to 
policyholders. 

In July, the department ordered 
refunds totalling nearly $500,000 to 
15,000 car owners, mostly because 
of what the department called “in- 
correct classification” by insurance 
companies. 


Seven companies were cited for 
such errors, and a department 
official said records of other com- 
panies would be examined. 

Wisconsin: Gov. Vernon W. 
Thomson has signed a bill per 
mitting loan companies under the 
discount loan law, as well as sales 
finance companies, to obtain motor- 
vehicle dealer license plates and to 
operate repossessed vehicles on the 
highways if a valid dealer plate is 
displayed. 

In another a Insur- 

ance Commissioner Paul J. Rogan 
ated all companies writing 











































































Sept. 15 to be effective Oct. 1, 
Rogan acted under a new statute 
which the lawmakers wrote be 
cause they felt some companies 
were charging unreasonably high 
premiums for credit insurance in 
relation to the benefits received. 
Wrominc: Ford S. Taft, State 
insurance commissioner, said many 


to obtain refunds on incorrectly 
rated auto insurance by not reply- 
ing to questionnaires sent out by 
insurance companies. 

Several companies sent out the 
questionnaires to determine whe 
ther improper rates had been used 
in 1954 and subsequent years. Fewer 
than 30 percent of the queries were 


ranging from $6 to $79 and aver- 
aging $32 per refund.” 

Taft said followup letters would 
be sent to policyholders of several 
companies. He urged all persons 
receiving them to complete and 
return the questionnaires. 


CORTLAND, N. Y.—Three re 


J. E, Cambria, general manager, 


The meetings will be held Sept. 11 










CLEVELAND.—The Pressed 


Technical papers on metal stamp- 
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auto-motivation 


n W. Magazines—like cars—come in 
s sales all sizes and shapes; and 
on the ' some have mare power than 
others. Case in point: a TV GUIDE 
ad for a major auto maker* 
\~ pulled (by a 5 to 1 margin) 
ss more keyed inquiries than any 
~~ of the other 13 major 


ice in 


magazines used. 





*Name on request 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer a cord material in 1955, the average 
Staff Writer number of mentions was two per 
Consumer advertising of nylon advertisement. This average in- 
cord passenger tires by the five| creased only slightly to 2.6 in 1956, 
major rubber companies has shown | but registered a sharp rise to an 
a significant increase since 1955,| average of 5.8 mentions per ad- 
according to a study made for the| vertisement in the first quarter of 
du Pont Co. 1957. 
In 1955, tire advertisements 
citing is ylen acoomstod for 55 |2 Top Ad Agencies Merge 
percent of a to of 132 adver- sod 
tisements in four general circu- eae am ore aa ar rs - dvertising 
lation magazines which carried | y, eS Se area 
particularly large volumes of tire asey & Co. and Ruthrauff & 
linage. In 1956, in the same publi- | ”¥%", Inc., have merged into one 
cations, nylon’s share rose to 75 | ©CO™pany with an annual billing 
percent of 138 pages. During the | °f $80 million. 
Visiting Farmers— first quarter of 1957, no less than | The agency, which will be one 
85 percent of the passenger tire | of the 10 largest in the nation 
down on the farm" is this International Golden Jubilee pickup truck, now traveling the a oe studied cited ny- will be known as Erwin, Wasey, 
five-state, 114-county basic service area of the Columbia Broadcasting System's 50,000- lon tire cord. Ruthrauff & Ryan, Inc. 
watt Twin Cities station. Jim Hill, the station's associate farm service director, is During the same period, nylon The merger was made through 
shown above placing a tape recorder in the vehicle's custom body, preparatory to | 2/80 became more firmly entrenched| a sale of stock of both companies 
departing for a visit to one of the farms of Minnesota, lowa, Wisconsin, North |‘? the working vocabulary of tire| for shares in the new merged 
Dakota and South Dakota. The International model A-100, sole vehicle used on the | advertising directed at consumers.| firm. 
department's heavy travel schedule, is operated personally by Hill. | In advertising specifying nylon as Ruthrauff € Ryan was founded 
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A trim “wheeled” influence in radio station WCCO's project to “keep ‘em listening 


460:1-2 





This Formula may show you how to gain greater time market 
penetration and INCOME 












No dealer gets all the financing business on all 
the cars he sells. 


But every General Motors Dealer may avail 
himself of a working plan that can help keep more 
time-sales business in his hands. 


The GMAC representative in your territory can 
show you how easily it can be done. 


He'll be calling on you soon with the facts, and 
the proof. It’s worth talking about. 


TANS 


jy 
TIME PAYMENT 


PLAN 


THE GMAC THRIFT-GUARD PLAN 
available to Generol Motors Declers in 
CHEVROLET * PONTIAC + OLDSMOBILE 
BUICK * CADILLAC 


new cars, and used cars 
of all mokes. 





GENERAL MOTORS ACCEPTANCE CORPORATION 












in 1912; Erwin, Wasey Co. in 
1914. d 





x * * 


S-P, Dealers Unite 


Studebaker-Packard Corp. and it 
dealers have joined in a coordinateg 
advertising program for the enti 
nation working together through 
the same advertising agency of 
national and local levels. 

Burke Dowling Adams, Inc., the 
firm’s agency, has completed a 108 
percent signing of Studebake 
Packard Dealer Advertising Ass 
in each of the company’s 20 sale 
zones, according to Sydney A. Skillg 
man, general sales manager of S-P) 

Burke Dowling Adams has opene 
an office in the Studebaker-Packa 
administration building in Sout 
Bend to bring a closer relationship 
between agency and Studebake 
Packard. 

The agency also is handling t 
Mercedes-Benz advertising account 
for Studebaker-Packard. 


Rd * * 


Ford Road Shows Begin 


The “Ford Road Shows,” starri 
Arthur Godfrey, Bing Crosby, Rose« 
mary Clooney, the corps of CB§ 
News foreign correspondents heard 
regularly on the “World News 
Roundup,” and “Edward R. Murrow 
With the News” made their bow on 
the CBS Radio Network Sept. 2, 
with the exception of the first God- 
frey broadcast which will be heard 
Sept. 16. 

The $5.5 million Ford division 
sponsorship is on a 52-week bas 
and involves 933 station hou 
weekly, calling for the full facilities 
of the CBS Radio Network. Th 
“Ford Road Shows” will be on th 
air seven days a week, with fo 
separate broadcasts each weekday, 
two on Saturdays and four on 
Sundays. 









































































































* > > 


KL&L Gets N. Y. Show 


The 1958 International Automobi 
Show, which will be held at thé 
New York Coliseum Apr. 5-13 in- 
clusive, has appointed Koehl, 
Landis & Landan, Inc. as its ad- 
vertising agency. 

> > > 


POPAI Appoints Mee 

William W. Mee has been ap- 
pointed executive director of the 
Point-of-Purchase Advertising In- 
stitute. 

Mee, who assumes his new 
duties in September, formerly was 
with the Assn. of National Ad- 
vertisers, Inc. 

> * > 


Oakite Ups Carlson 

Edward L. Carlson, advertising 
manager of Oakite Products, Inc, 
has been placed in overall charge 
of the company’s informational ef- 
forts in the industrial cleaning and 
metal finishing fields. 

Carlson, who joined Oakite in 
1924 and has served as both copy- 
writer and production manager, 
was promoted to advertising man- 
ager in 1947. 

Charles F. Radley, former direc- 
tor of publicity, recently was made 
a consultant to Oakite manage- 


ment. 
7 > ” 


Clark Ups Henderson 


Clark Equipment Co., Buchanan, 
Mich., has appointed Robert F. 
Henderson director of market re- 
search. 

Henderson’s duties wil] include’ 
market studies relating to the com- 
pany as a whole, as well as indi- 
vidual market research activities 
for each of Clark’s product divisions 
and general long range market 
planning. 

Prior to joining Clark two years 
ago as a market research analyst, 
Henderson was with Ford, Bacon 
& Davis, Inc.. New York consulting 
engineers. 

- +. 


» 

Petersen Cited for Safety 

Robert E. Petersen, president 
of Petersen Publishing Co., has 
been presented the meritorious 
service award by Eugene Bis- 
cailuz, sheriff of Los Angeles 
County, for his contributions to 
national highway safety during 
the past 10 years. 


x * ~” 
M-W Opens Detroit Office 
Magill-Weinsheimer Co., 51-year- 
old printing and lithographing com- 
pany of Chicago, has announced 
opening of a Detroit office in the 
(Continued on Page 53, Col. 1) 














The Convair B:58—“HUSTLER” 








we are there...wherever men take to the air! 


ET liners . . . fighter interceptors . . . tankers ... bombers... 
these are only a few of the aviation units relying upon power- 
transmission and frame assembly units made by Dana Corporation. 


The most modern types of aircraft use SPICER . . . the world’s 
first and most widely-accepted automotive universal joint. An 
original SPICER development in 1904, these universal joints 
are now “Standard of the Automotive Industry.” 


Stampings and forgings in wide variety are also furnished to the 
aircraft industry by Dana Corporation, with 10 modern plants 
offering exceptional engineering and manufacturing facilities. 


DANA CORPORATION «¢ Toledo i, Ohio 


DANA PRODUCTS Serve Many Fields: 


AUTOMOTIVE: Transmissions, Universal Joints, Propeller Shafts, Axles, RAILROAD: Transmissions, Universal Joints, Propeller Shafts, 
Powr-Lok Differentials, Torque Converters, Gear Boxes, Power Take- Generator Drives, Rail Car Drives, Pressed Steel Parts 
Offs, Power Take-Off Joints, Clutches, Frames, Forgings, Stampings. Traction Motor Drives, Forgings, Stampings. 

INDUSTRIAL VEHICLES AND EQUIPMENT: Transmissions, Universal AGRICULTURE: Universal Joints, Propeller Shafts, Axles, 
Joints, Propeller Shafts, Axles, Gear Boxes, Clutches, Forgings, Power Take-Offs, Power Take-Off Joints, Clutches, Forgings, 
Stampings. Stampings. 

AVIATION: Universal Joints, Propeller Shafts, Axles, Gears, Forgings, MARINE: Universal Joints, Propeller Shafts, Gear Boxes, 
Stampings. Forgings, Stampings. 


Many of these products manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 
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TURNINGS 


Joseph M. Callahan 


Exner Looks into the Future 


Virgil M. Exner, Chrysler Corp. styling vice-president 
who has been labeled by many as the unofficial automotive 


“man of the year,’ 


’ outlined for AUTOMOTIVE NEws readers 


last week what he thinks future cars will look like. 
While not completely giving away his stock in trade— 
re 


specific design ideas—Exne 
predicted that tomorrow’s car 


will continue to have more of 
the “aircraft feel.” 


“There’s a logical tendency to 
more of an aircraft feel,” he 
elaborated, “But I want to qualify 
this by saying that this doesn’t 
mean cars shouldn’t look like 
cars. Cars will have the spirit of 
the airplanes rather than their 
detail.” 

He said the aircraft feel is pro- 
duced by a light (meaning not 
massive) design, more glass in the 
upper structure and a continuation 
of the wedge-shaped body, includ- 
ing the tail fin. 

“People are becoming more con- 
scious of aircraft and missiles all 
the time and they expect to see that 
‘feel’ in a car. They recognize when 
something is contemporary and 
when it is not.” 

* ° : 

7 Ae this year Exner was 

quoted as saying that Chrysler 
Corp.’s next basically new models— 
the 1960s—would be shorter and 
lower. He said, “We feel that cars 
have gotten just about as long as 
they need to be in the foreseeable 
future, and with cars lower they 
can become shorter without losing 
the low, long look.” 

As the model year concludes, he 
has modified these views somewhat 
and he now says: “I think cars 
are as long as they need to be. It’s 
possible that they may go lower, 
if practical solutions are found for 
a number of problems.” 


Among these problems are en- 
trances and exits road clearances, 
more glass in upper 


ture and Tg seating a. 
he said. 

“The kinds of roads and turn- 
pikes we have in the future will 
have a great effect on the future 
cars,” he said. “All roads won't be 
turnpikes and a designer has to 
keep the poorest roads in mind 
when he figures road clearances. 

“You also get into the realm of 
more cost. There are many things 
you can do and many things you 
can’t do. For instance, more glass 
makes for the lighter look. But 
glass is expensive—it costs more 
than metal. 

“Also, glass is heavier than metal 
and it’s more difficult to seal. 
—, with more glass, sun and 

heat become _more of a problem.” 


All or Nothing to Min 


aan deniei predictions of 

some stylists that a lot of com- | “ 

ponents now under the hood would 
” ” = 


Exner and His Fins— 


Virgil M. Exner, director of styling for 
Chrysler Corp., leans on a pair of his 
controversial automobile fins. 





be moved to the rear. He said that 
any such movement would produce 
a lot of problems, adding that 
stylists aren’t too interested in any 
movement unless the engine is 
moved to the rear. 

He continued: “It will be a big 
benefit to the stylist when the 
spare tire and wheel are eliminated. 
The trunk is pretty well used up 
height-wise by the spare tire today. 

“It could also be an aid to the 
stylist to get the radio to the 
back, I’ve known many times 
when I wished the radio was 
elsewhere.” 

Exner said that the Chrysler cars 
of the future will continue to em- 
phasize fins because “they have been 
well accepted by the public.” 

“We have every reason to feel 
that the fins will continue to be 
well accepted in the future,” he 
declared, “and they certainly will 
have top priority.” 

* 


* * 


IN asked if the fins were 
really of any aerodynamic 
value, Exner said they definitely 
were a help in maintaining a car’s 
directional stability. 

He explained: “They help main- 
tain this stability particularly when 
you’re getting gusts of wind such 
as those you get when you pass a 
truck and the free flow of air is 
interrupted. 


“The fins cause the ‘center of! 


pressure’ on a car to move back- 
ward. The further back the center 
of pressure is, the more stable your 
car will be. Also, we've made tests 
which show that steering is 20 per- 
cent better because of the fins. 
Switching to a discussion of tire 
and wheel sizes, Exner said there 
was a lot of argument over who 
supplied the impetus to the trend 
to smaller wheels. 

When told point-blank that many 
people in the auto industry were 
“crediting” him with supplying this 
impetus, Exner asserted: 

“I deny that emphatically. I had 
nothing to do with it. It’s a very 
controversial point. The engineers 
claim the stylists wanted smaller 
wheels and the stylists deny it. 

“It’s said that the stylists wanted 
the 14-inch wheel to get the car 
lower, but actually the overall diam- 
eter doesn’t change too much, The 
tire gets bigger when the wheel 
gets smaller. This trend is not the 
result of styling.” 

of 


When They're Wanted 


URTHERMORE,” he continued, 
“the stylists won’t be demand- 
ing smaller wheels and tires in 
future cars. Further developments 
in this direction will result from 
improvements in the tires, wheels 
and brakes. The smaller wheels will 
come when the engineers want 
them.” 

Exner predicted that the cars of 


*|tomorrow will be painted more at- 


tractive and durable colors because 
a lot of work is being done in this 
field. 
He said, “There is a continuing 
search for new finishes and colors 
— particularly metallic colors, I 
think they'll be taking some real 
strides in the next few years. 

“A lot of fancy finishes that were 
only suitable for auto show cars 
and other inside uses are soon 
going to become usable for every- 
day production.” 

= - * 


ae said that a stylist should 
keep track of everything going 
on about him—particularly in 
architecture —so he has a feeling 
for what is contemporary. 

“Also,” he continued, “you see 
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other products in which a good de- 
sign job is done. Personally, I get 
a terrific kick out of the cars at 
the Indianapolis 500; they’re in- 
spiring because they’re so com- 
pletely functional. 

“I have a strong interest in cars 
as such—a strong interest in 
what makes ’em tick, I’m a rabid 
racing fan and this is the first 
year in 26 years that I’ve missed 
the Indianapolis race. 

“An auto design has to look 
automotive—rather than like an 
industrial product. I’ve never seen 
a successful design come from a 
man who was not really interested 
in cars. I get a big thrill out of 
cars. A good designer will always 
have a little gas in his blood.” 

Declaring that experimental cars, 
such as Chrysler’s Dart, were help- 
ful to a stylist, Exner said that 
by living with these cars a stylist 
has a chance to evaluate different 
styling themes. 

* 


* * 


Functional Stylist 


THE 25 years that Exner has 
been styling cars for Pontiac, 
Studebaker and Chrysler, he has 
always been an exponent of the 
light, non-massive and functional 
school of styling. According to 
Exner, if a car doesn’t look light, 
it doesn’t look fleet. 

“Of course,” he added, “We have 
to do a lot of things that are non- 
functional. But you should strive 
for as much function as possible.” 


Declaring that generally people 
are becoming more style-conscious, 
he said they are being educated 
to it by writing and advertising. 

He continued, “People are being 
asked to be more style-conscious— 
it’s a very slow process. Part of 
the explanation is that we're past 
the period in which mechanical 
troubles in a car are a major prob- 
lem, It’s natural that this competi- 
tion should switch to styling.” 

Exner said that he now heads 
about 300 styling department em- 
ployes, including craftsmen, in all 
of Chrysler Corp.’s styling studios. 
He noted that the General Motors 
and Ford staffs were much larger. 

> 7 > 

XNER, who is 47, said that 

styling is not necessarily a 
young man’s field and that there is 
also a need for older, experienced 
people to direct the younger people 
and to recognize old problems. 

Exner, who suffered a heart at- 
tack last year, was asked about his 
health. He replied: 

“Well, I seem to have fully re- 
covered—I'm back on a full sched- 
ule, although I don’t put in any 
overtime. I am reasonably care- 
ful, but I think I’m in better 
shape than my doctor. 

One of Exner’s chief interests is 
his 24-year-old son, Virgil jr.. who 
received his masters degree in art 
this summer and is now in the U.S. 
Air Force. The younger Exner’s 
education was largely paid for by 
his winning of a competitor’s design 
contest—GM’s annual Fisher Body 
Craftsmen’s Guild contest. 

Exner said: “He expects to get 
into styling when he gets out. I've 
always encouraged him in this di- 
rection. I think he has talent—and 
I guess he has a little gas in his 
blood, too.” 


Franchised Dealer 
Sales Score 7% 
Gain Over °56 


WASHINGTON.—Sales by fran- 
chised dealers during the first five 
months of this year were 7 percent 
above the comparable total of last 
year, the Census Bureau reported 
last week. 

Through May, dealer volume 
amounted to $13.45 million, as 
against $12.61 million in 1956. 

The business of all auto mer- 
chants, franchised and independent, 
also increased 7 percent over the 
five-month total of last year. 
Volume this year was $15.01 million 
compared to $14.07 million in 1956. 

Tire, battery and accessory 
dealers are faring even better. Their 
cumulative sales through May 
jumped 12 percent over 1956, from 
$735 million to $821 million. 

In May, the latest month for 
which figures are available, fran- 
chised dealers did $2.89 million 
worth of business. This is an 8 per- 
cent gain over May, 1956, and a 4 
percent rise over April of this year. 

















































































































Quality Control in Action— 


Checking 130 body points for fit and dimension is the function of this complica 
body checking fixture at Dodge. One fixture is used to measure sedans and static 
wagons, another to measure hardtops and convertibles. A. D. Woodell, right, 
ager of Dodge's quality control program, adjusts the fixture, while Jim W. MacKay, 
a Dodge employe for 32 years, records the results. 


In First Half of 1957... 
Antitrust Fines Set Record 


on all six defendants would have 
been $30,000. As it was, three of 
the defendants were each fined 
$30,000. The other three received 
fines of $25,000, $20,000 and $10,- 
000. 


“A total of $696,750 in fines 
meted out during the first half o 
this year. 

“Of the 38 antitrust cases filed, 1 
were criminal actions and 21 we 
civil. This is a significantly high 
number of cases than have 
filed in comparable six-mont 
periods in past years (1956, 29 
1955, 35; 1954, 23; 1953, 20; 1952, 25) 

“In addition, a criminal con 
tempt action was brought chargin: 
destruction of documents whic 
had been subpenaed by a 
jury investigating antitrust 
tion.” 


Calif. Changes 
Requirements on 


Sale of Repos 


SAN FRANCISCO, — Bay- 
dealers were reminded last week 
that a Civil Code amendment 
lating to changes in the prin’ 
form of conditional sales contract 
and the sale of repossessions th 
go into effect Sept. 11. 

In a bulletin to members, 
Motor Car Dealers Assn. of § 
Francisco passed along informa 
on the amendment as provided by 
the California Bankers Assn. 

Main change requires that fi 
days’ written notice of intent 
sell a repossessed motor vehic 
must be given to all persons 
on the contract. 

If the contract is printed, 
amendment requires that it be in 
size no smaller than six points. 

All persons liable on a repo 
car must-have their names and 
dresses listed on the contract, 
cording to the amendment. 


WASHINGTON. — Assistant At- 
torney General Victor R. Hansen 
said record fines had marked en- 
forcement of the antitrust laws 
during the first half of 1957. 

Hansen, reporting on activities 
of the antitrust division which 
he heads, also disclosed that 38 
new antitrust cases had been 
filed since Jan. 1. 

With reference to the higher 
fines, Hansen repo : 

“Instead of the previous $5,000 
maximum fine for Sherman Act 
violations, the courts are now au- 
thorized to fine defendants up to 
$50,000. The recently increased 
maximum penalty was imposed for 
the first time in June this year. 

“Safeway Stores, Inc., was fined 
$50,000 on each of two counts 
charging combination and con- 
spiracy to monopolize and attempt 
to monopolize. In addition, it was 
fined $5,000 on a charge of selling 
goods below cost for the purpose 
of destroying competition or elimi- 
nating competitors. 

“Safeway’s president was fined 
$35,000 on each of the first two 
charges and $5,000 on the third. He 
was given, as well, a suspended 
jail sentence. A Safeway division 
manager was also fined and given 
a suspended prison sentence. 

“During the six-month period, 
higher than previous maximum 
fines were imposed in six cases. 
In U. S. v. B. F. Goodrich Co., et 
al, six defendants were fined a 
total of $145,000. Under the pre- 
vious law, the total maximum 
penalty which could be imposed 


Finance Group 


To Meet in Texas 


SAN ANTONIO. — The 
Assn. of Automobile Finance Com 
panies will hold its annual conven 
tion Oct. 17-19 at the St. Anth 
Hotel here. 


Speakers will include David 
Molthrop, of the Bankers Commi 
tee for Tax Equality, and Dr. 
George W. Hoffman, author 
lecturer who is associate geo oh} 
professor at the University 
Texas. 


Hart McCormick jr., publicit; 
chairman, said a special pro 
has been planned for mem 
wives. Convention reservations 
be made through Jerome A. Bre 
First Credit Corp., 824 S, FE 
San Antonio. 


2 





Going Up— 

These two giant cranes lifting a section 
of a 65-foot, 72,000-pound automatic 
electroplater, played a major role in 
installation procedures upon arrival of 
the giant machine at Stanley hardware 
division, Stanley Works, New Britain, 
Conn. Built by Wagner Brothers, Inc., 
Detroit, the plating machine was delivered 
in three sections, lifted five stories and 
“pushed” through a special opening in 
the plant wall—with only inches to spare. 
The new machine includes a conveyor 
system of 72 racks for parts to allow 
plating at 100 racks per hour. 








a, talk about brand-names as 
selling incentives reminds me 
that Shakespeare once said, “What's 
in a name? That which we call a 
rose, by any other name would 
smell as sweet.” 

When I named the Jordan car 
after myself, a manufacturer's 
name was a personal guarantee of 
the product. 

Now, most people don’t know 
the name of the president of the 
company that pays them divi- 
dends. Corporations are so large 
and so diversified that one name 
won’t do for nylon stockings, 
other guided missles, refrigerators 
and locomotives. 
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rarely happens nowadays—he’s been 
the boss for a long time. The pyra- 
midal organization has given way 
to an organization where the heads 
of Sales, Research, Production, Ad- 
vertising, and Administration are 
on the same level. And they see 
to it that it’s a high level. Every- 
body’s an expert in his own right. 

With this kind of setup, the nam- 
ing of a product could have wide 
interoffice repercussions. More and 
more companies are handling the 
hot potato of product-naming to 
outside organizations—to advertis- 
ing agencies or to “motivation re- 
search” companies. 

*« * * 


Entire Staff Participates 


eae agencies often 
get their entire staff, some- 
times amounting to 2,500 persons, 
in the act. One motivation research 
outfit specializes exclusively in 
product-naming. They use a scien- 
tific sample of the consumer mar- 
ket at which the product aims plus 
“controlled association tests.” 
With from 300 to 500 new prod- 
ucts put on the market every day, 
every candidate for a name is 


Also the head guy doesn’t always | checked to see whether it is copy- 
have the last word even if— as'righted, or too close for comfort 


GREYHOUND 








Turnpike Authority Takes Delivery— 


Bob Cooke (right) of Bob Cooke, Inc., 


Arlington, Tex., presents James E. Stephens 


of the Dallas-Fort Worth Turnpike Authority with keys to one of 22 Ford cars and 
trucks bought by the authority. Cooke submitted the low bid on four light and nine 


heavy-duty trucks, six sedans, two panel 


to another in the public domain. 


By the time a new name ap- 
pears on advertising pages and 
store shelves, a whole year and 
some $25,000 may have gone into 
picking a “moniker” for the new 
baby. 


Of course, a good advertising 


FOR QUALIFIED 


trucks and one station wagon. 


campaign can make almost any 
brand label popular. Take SOVAC, 
which Socony Vacuum Oil con- 
sidered as its nickname. It rolls 
short and resonant off the tongue. 
But it was promptly changed to 
Socony Mobil Oil because tests 
showed that the public associated 


Exclusive Franchises Open 





RENT-A-CAR LICENSEES 


@ Greyhound Rent-A-Car Inc. is expanding its na- 
tionwide Car Rental and Car Leasing Services. We 
are looking for qualified licensees in all of the 
cities that are listed below. 


@ If you are now engaged in the car-rental busi- 
ness, or have had experience in it, or are inter- 
ested in investing in and operating such a 
business, Greyhound Rent-A-Car offers you an 


unusual profit opportunity, present and future. 


@ Greyhound Rent-A-Car is a division of, and is 
backed by, the famous Greyhound Corporation, 
the first name in highway transportation. 


@ Write or wire Richard J. Fencl, 


President, Grey- 


hound Rent-A-Car Inc., Board of Trade Building, 


Chicago. 


Franchises still open in these cities 


ALABAMA 
Birmingham 
Tuscaloosa 
ARKANSAS 
Ft. Smith 
Little Rock 
N. Little Rock 
CALIFORNIA 
Alameda 
Alhambra 
Bakersfield 
Berke 


San Bernardino 
San Mateo 


Santa Monica 
South Gate 
Stockton 
Torrance 
COLORADO 
Pueblo 
CONNECTICUT 
Meriden 
New Britain 
Norwalk 
Stamford 
Waterbu 
West Ha 
FLORIDA 
Pensacola 
GEORGIA 
Augusta 
Columbus 
Savannah 
ILLINOIS 
Aurora 


Be 


Springfield 
INDIANA 
Anderson 
East Chicago 
Evansville 


pi 
Council Bluffs 
Gavengort 
Sioux City 
Waterloo 
KANSAS 
Kansas City 
Topeka 
Wichita 
KENTUCKY 
Covington 
Lexington 
LOUISIANA 
Lake Charies 
MAINE 
Portland 


MARYLAND 
Dundalk 
Silver Spring 
Wheaton 


MASSACHUSETTS 
Brockton 
Brookline 
Cambridge 

Chico 

Fall River 

Holyoke 

Lawrence 

Lowell 

Lynn 


Malden 
Medford 
New Bedford 
Newton 
Pittsfield 
Quincy 
Springfield 
Somerville 
Worcester 
MICHIGAN 
Ann Arbor 
Battle Creek 
Bay City 
Dearborn 
Jackson 
Kalamazoo 
Lansing 
Muskegon 
Pontiac 
Royal Oak 
Saginaw 

St. Clair Shores 
Warren 
MINNESOTA 
Duluth 
MISSISSIPPI 
Biloxi 
Jackson 
MISSOURI 
St. Joseph 
Springfield 
NEBRASKA 
Lincoin 
NEW HAMPSHIRE 
Manchester 


NEW JERSEY 
Atlantic City 
Bayonne 
Bloomfield 
Camden 
Clifton 

E. Orange 
Elizabeth 
ites 
rvington 
Jersey City 
Newark 


Passaic 
Trenton 
Union 

NEW YORK 
Binghamton 
Elmira 
Johnstown 
Levittown 


White Plains 
NORTH_CAROLINA 
Asheville 

Raleigh 
Wilmington 

OHIO 

Canton 

Cleveland Heights 
Euclid 


Hamilton 
Lakewood 
Lima 

Lorain 
Mansfield 
Parma 
Toledo 
Warren 
PENNSYLVANIA 
Allentown 
Altoona 
Bethlehem 
Chester 
Erie 
Johnstown 
Lancaster 
McKeesport 
New Castle 
Reading 
Scranton 
Union City 
Wilkes-Barre 
York 


RHODE ISLAND 
Pawtucket 
Providence 
Warwick 
Woonsocket 


SOUTH CAROLINA 
Columbia 
Greenville 

SOUTH DAKOTA 
Sioux Falls 


TENNESSEE 
Chattanooga 
Knoxville 


TEXAS 
Abilene 
Amarillo 
Beaumont 
El Paso 
Laredo 
Lubbock 
Odessa 
Port Arthur 


San Angelo 
Tyler 


‘aco 
Wichita Falls 
UTAH 

Ogden 
VIRGINIA 


Alexandria 
Hampton 


Portsmouth 


WEST VIRGINIA 
Huntington 


WISCONSIN 
Green Bay 
Kenosha 

La Crosse 
Madison 
Racine 
Wauwatosa 
West Allis 


Te Snevnouno Makes You Known to Everyone... Everywhere 





—_ 


SOVAC with Russia and Commu- 
nism. Still, advertising might have 
put it over, Vodka is doing very 
nicely. 

There’s such a thing as reverse 
salesmanship and everyone is fa- 
miliar with the effectiveness of the 
“ad nauseam” qualities of many 
successful commercials. Evidently 
people remember things they hate 
about as well as the things they 
love. The trick is to make a last- 
ing impression. 

* * * 


Edsel Asked Poetess 


Ls at Ford’s naming of the 
Edsel. The firm spent a year 
on a motivation research program, 
tested 18,000 suggested names, and 
corresponded with Pulitzer Prize- 
winning poetess Marianne Moore 
for months. 

Miss Moore suggested “Resilient 
Bullet,” “Impeccable” and “Utopian 
Turtletop.” Maybe it takes more 
than a poet to come up with a 
merchandisable slogan. 

Finally, a Ford executive 
scrapped 17,999 of the names— 
tested till there wasn’t any more 
tread on their tires—and picked 
the first name that had been 
suggested—EDSEL. The name 
means Ford. It’s short and easy 
to say. It has “sell’ in it. 


When I named the Jordan Play- 
boy, the Jordan Blueboy and the 
Jordan Silhouette, model names 
were something new. “Playboy” 
had no such lounge-lizard connota- 
tion then as it has today. It was 
associated with the Irish writer 
Synge’s top-rung play, “The Play- 


| boy of the Western World.” It was 


on everybody's lips whether they'd 
seen the play or not. 
Gainsborough’s painting, the 
“Blue Boy,” was a prize possession 
of the Huntington Museum in Cali- 
fornia, It was reproduced widely 
and was a must in all of the new 
“art appreciation courses.” Both 
those names had borrowed prestige. 
> > > 


Women Dressed Honestly 


HE word silhouette, with its 

sophisticated ring, symbolized 
the change in women’s clothes. 
What was then the New Look used 
a woman’s own contours, not her 
dressmaker’s stuffings to bring an 
honesty of style to feminine wrap- 
pings. 

I once considered naming a Jor- 
dan model “The American Girl.” 
The new beauty, dash, intelligence, 
and freedom of movement epito- 
mizing American girls appealed to 
me in connection with the new car. 
I discarded the idea, because of the 
double meaning that wags could 
make out of a name like that. 
Waggish wisecracks might have 
produced a reverse sales success. 
But the car had my name on it and 
I wanted to keep everything con- 
nected with it in good taste. 

Good or bad, it’s the name 
that gets the most attention— 
It’s what is seen most and heard 
most and what most pops into the 
customer’s mind when he picks 
one of the many items competing 
for his dollars. 

Speaking not only of what’s in 
a name and of thought-provoking, 
tasteful advertising such as those 
of the Container Corp., I've always 
felt frustrated because I couldn't 
go into every store and say, “Please 
give me a Container Corp. con- 
tainer.” That’s the power of adver- 
tising. 

True, the name Container Corp. 
has rhythm. But what else except 
wonderful ads makes it meaning- 
ful and persuasive. 


Cleveland Drive 
Ups DeSoto Sales 


CLEVELAND. — Greater Cleve- 
land DeSoto-Plymouth dealers 
scored a 36.7 percent gain in new- 
ear sales during the “lowest price 
in the world” promotion. 

Leonard Stearns, president of the 
Cleveland DeSoto Dealers Assn., 
announced that sales during the 
three-week promotion were up 36.7 
percent over the previous three- 
week period. 

Fourteen DeSoto and DeSoto- 
Plymouth dealers in Greater Cleve- 
land, Willoughby and Lorain re- 
ported showroom traffic surpassed 
only by crowds that attended the 
DeSoto 1957-model premiere show- 
ings last fall. 
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GOVERNMENT ; INDUSTRIAL ENGINES 

Spark plugs * Batteries : Electrical equipment + Spark plugs 
Electrical equipment * Special products ° Batteries * Wire * Instruments 
Wire and cable ; Name plates * Die castings 





AUTOMOTIVE REPLACEMENT : AVIATION 
Service Parts for Auto-Lite-equipped ; Wire and cable * Instruments 
vehicles * Spork plugs . Batteries * Spork plugs 
Batteries * Wire and cable ‘ Nome plates * Die castings 


From twenty-nine plants in twenty- 
three communities throughout the United 
States and Canada, Auto-Lite serves industry 
with more than 400 products of the highest 
quality. Whether it be intricate die cast- 
ings, wire for modern aircraft, electrical 
equipment for the automotive industry, or 
any one of hundreds of other products .. . 


it serves best when it comes from Auto-Lite. 








ELECTRONICS ; MATERIAL HANDLING 


Wire * Die castings Electrical equipment * Traction motors 
Name plates * Molded plastics . Lift motors * Wire and cable 
j Dashboard instruments * Spark plugs 


Batteries * Horns 


Name plates * Molded plastics 


ELECTRICAL APPLIANCES : FARM EQUIPMENT 
Wire * Die castings * Molded plastics s Electrical equipment 
Instruments * Name plates . Batteries * Spark plugs 


Wire and cable * Instruments 
Name plates * Molded plastics 


AUTOMOBILES AND TRUCKS : MARINE 


Electrical equipment for inboard motors 
Electrical starting motors and 
equipment for outboard motors 

Batteries * Wire and cable 
Spork plugs * Horns * Name plates 


Automotive electrical equipment 
Bumpers and grilles * Wire and cable 
Deoshboard instruments * Die castings 
Molded plastics * Tail-light assemblies 
Spork plugs * Horns 


Windshield wipers * Batteries ° Molded plastics * Die castings 
Seat and window actuators * Hub caps . 
Toplift motors * Scvf plotes . 


Iron castings * Neme plates 


THE ELECTRIC 


AUTO-LITE COMPANY 
TOLEDO 1, OHIO 
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How They're Pushing Sales .. . 





Dealer Ad Ideas 


TX dealers in Coolidge, Ariz., 

combined for a series of direct- 
mail advertisements aimed at per- 
suading customers to buy from 
authorized dealers. 

One ad declared: “Stop kidding 
yourself. You always pay for what 
you receive. Just what are you 
looking for when you. buy a car? 
Something for nothing? Special 
deals? Bargain prices? It just isn’t 
possible — you pay for everything 
you receive.” 


you buy from an authorized 
eaten, Don’t be fooled by gim- 
micks or high-pressure salesman- 
ship. 


“Ask yourself these questions: 
Afe you getting what you want? 
How is the car being financed? 
What kind of service will you get?” 


The ads were signed by Morris 
Burns Motors (Studebaker- 
Packard); Edwards Motor Co. 
(Nash-Hudson); Garrett Motors 


(Oldsmobile); Hendrie Buick Co., 
Inc, (Buick-GMC); Nowell Motor 
Co. (Ford), and Sizer Chevrolet Co. 
o > = 
$50 Million Civeaway 
~ A giveaway to end all give 
aways, Nalley Chevrolet, Atlanta, 
distributed $50 million to customers 
and showroom visitors. 

The $50 million was in Confed- 
erate currency. 

Every new-car buyer received $1 
million, and showroom visitors were 
given $1,000 bills. 

In another promotion, Nalley 
strewed thousands of imitation 
diamonds and few genuine ones 
on a table. Persons wishing to 
search through the pile for a real 
diamond were asked to register 
their names and addresses. 

Their selections were wrapped in 
$50 credit certificates which could 
be used toward the purchase of a 
new car. The certificates were 
transferable. 

A geologist spent two hours 


hunting for a diamond and found 


one, much to the delight of a crowd a 


which had gathered to watch. 


Dealer Directs Sales 


HARLIE BROOKS, owner of 

Charlie Brooks Chevrolet- 
Oldsmobile, Martinsburg, W. Va, 
took a large ad in the city’s news- 
paper to announce that he was 
taking over personal supervision of 
all new and used-car sales. 

In announcing that he was 
taking over the duties of his for- 
mer sales manager, Brooks re- 
printed a pledge made when he 
took over the dealership in April, 
1954. 

The pledge stated that the policy 
of the dealership “will always be 
one of honesty, fairness and cour- 
tesy.” 

= 


A Matter of Confidence 


i A discussion of confidence, 
Luhring Motor Co. (Dodge- 
Plymouth), Norfolk, Va., noted that 
it “cannot be bought with dollars 
or advertising slogans. You’ve got 
to earn it through years of in- 
tegrity and dependability in every 
transaction.” 

Copy continued: “When a 
buyer and seller have confidence 


For enduring beauty that sells in a new car and 
re-sells in a used car . . . design it, improve it and protect it 
with McLOUTH STAINLESS STEEL. 


specify 


Mc LOUTH STAINLESS STEEL 


HIGH 


QUAL ' 


for siletatibtiae 





SHWEBET 


AN D 





Every 10,000 Miles— 


Purolator Products urges dealers to in- 
form customers of the advantages of 
changing their dry type air filters every 
10,000 miles and cleaning them every 
2,500 miles. Complaints of sluggish en- 
gine performance might mean that the 
filter element needs changing, Purolator 
said. 
in each other, that is mutual 
trust. The buyer has confidence 
that the goods are as represented 

- The seller has confidence 





STRIP 


McLoutn Stee. Corporation oerroir, micnican 
MANUFACTURERS OF STAINLESS AND CARBON STEELS 


that the buyer will fulfill obliga- 
tion of the terms of purchase. 

“Since 1929, Luhring Motor Co, 
has enjoyed the confidence of 
thousands of Norfolk people. That 
confidence has been merited by the 
products and services we have sold 
and our method of selling them.” 

= = > 
Wives Urged to Bird-Dog 
~ NEWARK, O., Carroll Pontiac 
geared an advertisement to the 
influence the “little woman” 
on the family’s car purchase. 

The company encouraged wives to 
become bird-dogs by offering a $50 
cash bonus.if their husbands pur- 
chased a used-car during a three. 
day sale. 

Carroll also invited prospects to 
register for a car that would be 
sold for 99 cents each day of the 
sale. The cars were a 1949 Lincoln, 


a 1946 Ford and a 1940 Dodge. 
+. 7 * 


has 


Epsteen Gives a Party 


“-_ CELEBRATE his anniversary, 
Peter Epsteen, Peter Epsteen 
Pontiac, Skokie, Ill, featured Chi- 
cago television performers Eddie 
Doucette, Kay Westfall, Chubby 
Jackson and Oscar Mayer’s “Little 
Oscar.” 

TV Chef Doucette dispensed free 
barbecued frankfurters, along with 
ice cream, soft drinks and milk. 
New-car buyers were offered an 
outdoor cooking unit as a premium, 

For the children, Epsteen pro- 
vided ice cream, pony rides, bal- 
loons and bubble gum. Visitors were 
invited to have their pictures taken 
in the showroom during the four- 
day party. 


Murray Finds 
Sales Fodder 


In Breakin 


RRAY MOTOR Co. (Chevro- 

let), Butte, Mont., turned an 
attempted burglary into an adver- 
tising promotion. 

Police seized an ex-convict in 
the dealership just after midnight 
as he was about to “peel” the safe 
with an acetylene torch. 

The dealership ran a reproduc- 
tion of the story of the arrest in 
an ad headed, “He couldn’t wait 
until morning!” 

Said the ad: “This far-sighted 
gentleman was eager to visit Mur- 
ray Motor Co. We aren’t certain 
whether he wanted a new Chevro- 
let or an ‘OK’ used car but we do 
know he appreciated what we have 
at Murray Motor Co.” 

The dealership advised customers 
they would not have to break in: 
“To make it easy for you to ‘take’ 
us, we’re open from 9 am. until 
6 p.m.” 

> 

Goin’ Fishin’ 

r= not going out of busi- 

ness, we just want to go 

fishing Aug. 15,” declared Ainwood 

M otors Chrysler-Plymouth-Im- 
perial), New York. 

The ad continued: “We've had 
a truly great year (but) it hasn’t 
been easy. We're tired. We want 
to clear out every remaining car 
and get lost for a couple of weeks. 

“Come on in, won’t you? Make 
Us an offer. If it makes any sense 
at all, you've got a deal.” 

” > 


Cataloging the Cleanup 
ORE than 50 cars were de- 
scribed and priced in a catalog- 
type full-page advertisement 
inserted by Parkland Chevrolet 
Co., Inc., Asheville, N. C. 
Parkland offered 36 months to 
pay and warned buyers: “Auto 
prices are certain to go up with 
the introduction of the new models. 
Sizable price increases are in the 
making throughout the industry.” 
Eight cars were pictured in the 
ad, and the colors and equipment 
of the others were listed in a chart. 
The chart also included the “regu- 
lar price,” the “sale price” and the 
monthly payment. 
= 


‘The Mice Will Play’ 
ALKER & BATTAT MOTORS 
(Ford), Newark, O., told its 
customers, “While the sales man- 
ager is away, the mice will play.” 
It was the heading on an ad 
noting that the sales manager was 
on vacation. Readers were told the 
salesmen “wanted to clear the 
house” and to drop in for a “real 
deal on a new car.” 
The ad was signed: “The Mouse.” 
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Highways 





Civic leaders from every state 
will be urged to become more ac- 
tive in organizing support for 
measures for improved traffic 
safety at a series of conferences 
next spring in four regions. 

The conferences are sponsored 
by the President’s Committee for 
Traffic Safety, of which Harlow H. 
Curtice, president of General Mo- 
tors, is chairman. 

They will be held Apr. 1-2 in Chi- 
cago, Apr. 8-9 in San Francisco, 
Apr. 15-16 in Atlantic City and May 
29-30 in Miami Beach. Approxi- 
mately 1,000 persons are expected 
at each meeting. 

Essential data for the confer- 
ences will be developed Dec. 9-10 
in Washington at a public-officials 
conference, also sponsored by the 
President’s Committee. 

Prior to the Washington sessions, 
state, county and municipal offi- 
cials will analyze their accident- 
prevention efforts in relation to the 
“Action Program” recommenda- 
tions for traffic control, developed 
by a series of President’s confer- 
ences and endorsed by all major 
safety organizations. ‘ 

> 


Vermont Adopts 
‘Get-Tough’ Policy 
To Cut Accidents 


Vermont Gov. Joseph B. Johnson 
and other State officials have an- 
nounced a 10-point “get-tough” pro- 
gram in an effort to curb highway 
accidents. It includes stricter en- 
forcement, more severe court sen- 
tences and stiffer license suspen- 
sions. 

Under the code, licenses would 
be suspended for the maximum 
period permitted upon conviction 
of any motor-vehicle offense which 
carries suspension. 

It also calls for county sheriffs 
to take over enforcement of “minor 
criminal matters” in order to free 
more State troopers for patrol duty 
and recommends increased use of 
State Police radar on open high- 
ways. 

In addition, State Police cars are 
to be unmarked and all identifica- 
tion removed. The cars will bear 
standard registration plates instead 
of police tags, and troopers will no 
longer wear their hats while patrol- 
ing in autos. 


Tighten Licensing, 
Mich. Group Asks 


Adoption of a more effective driv- 
er’s licensing system to keep in- 
competent drivers off the highways 
was urged by the Michigan Citi- 
zens’ Highway Safety Action Com- 
mittee at its annual meeting in 
Detroit. 

The committee complained that 
many incompetent drivers now are 
loose on the highways and streets 
and that high school drivers, who 
are compelled to take training be- 
fore licensing, are growing cynical 
about the lax requirements for 
adults. 

A subcommittee report called for 
a complete review of the situation 
and revision and tightening of laws. 
It also urged an immediate train- 
ing program for examiners to alert 
them to their grave responsibility 
to poate licenses only to fit appli- 
cants. 


* > = 
Missouri ‘Aide Defines 
‘Federal Highway’ 

John M. Dalton, Missouri attorney 
general, has ruled that the term 
‘Federal highways” in the State’s 
new speed limit law means high- 
ways marked as United States 
routes. The opinion was directed to 
Col. Hugh H. Waggoner, State 
Highway Patrol superintendent. 

The new limits are: Divided Fed- 
eral highways—70 miles an hour 
day and night; undivided Federal 
highways—70 day and 65 night; 
all other roads—65 day and 60 
night; city streets—45 where speed 
is not controlled by local ordinance. 

os 


Michigan Group Proposes 
Vehicle Inspection Plan 


A recommendation for a motor- 
vehicle inspection program was in- 
cluded in a six-point program 
agreed upon by the Michigan Citi- 


& Safety 


zens Highway Safety Action Com- 
mittee at a meeting in Lansing. 

Other points concerned the uni- 
form. vehicle code, better licensing 
procedures, extension of community 
safety organizations, reducing the 
death toll on county roads and the 
problem of driver and pedestrian 
intoxication. 


Uniform Measure 


Of Crashes Sought 
By Standards Unit 


Organizations interested in devel- | Roads 


oping a uniform, nationally recog- 
nized method of measuring traffic 
accidents of commercially operated 
motor vehicles have been invited by 
the American Standards Assn. to 
participate in the formulation of 
such a standard. 

This project, which is sponsored 
by the National Safety Council, will 
get underway as soon as the or- 
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ganizations invited have formed a 
sectional committee under ASA 
procedure to do the necessary work. 


The need for such standard was 
brought to the attention of ASA by 
the commercial vehicle section of 
the safety council. 

At present, ASA explained, dif- 
ferent methods are used by a num- 
ber of organizations for compiling 
and recording accident statistics 
for commercial fleets. 

This makes it difficult or impos- 
sible to compare accident statistics 
coming from different sources and 
to distribute safety awards justly, 
the association said. 

” * 


* 
22 Papers Vie for Prize 
Of Canadian Roads Group 


The President’s Medal will be 
awarded at the coming annual con- 
vention of the Canadian Good 
Assn. in Saskatoon to the 
author of the best technical paper 
presented from 22 papers to be 
given. 

Papers submited before the dead- 
line are now being appraised by a 
committee composed of Dr. Norman 
W. McLeod, D. O. Robinson, chair- 
man of CGRA’s operating commit- 
tee, and Dean R. M. Hardy, of the 
University of Alberta. 





Chevrolet Aids Research— 


A new program of research for highway safety was launched with a gift of two 
automobiles—a Corvette and two-door sedan—by Chevrolet to Cornell Aeronautical 
Laboratory, Inc., nationally recognized for its automotive safety research. The avtos 
were presented in Buffalo by Walter R. MacKenzie, Chevrolet staff engineer. From 
left are MacKenzie, John Fitch, technical director, Lime Rock Park, Conn., where the 
safety studies will be made; Alexander Flax, technical vice-president, Cornell Labora- 
tory, and David Whitcomb, Cornell vehicle dyncemics engineer. Deceleration charac- 
teristics of automobiles, lateral tire forces on various road surfaces and other key 
highway features will be studied at the combination road course and outdoor avuto- 
motive laboratory now under development in northwest Connecticut. 





is “overhead loading” 


making it harder to sell cars at a profit? 


Here’s how Pennzoil’s service selling program can 
improve your trading position 


inates all prevalent engine lubrication prob- 
lems, keeps customers satisfied; and an easy, 
effective, proved customer relations program 








If you find fixed expenses a tough nut to crack 
these days, the Pennzoil proposition offers 
profitable relief. This program gets right at 
the heart of new and used car profits, because 
it increases both the number of repair orders 
and the number of items per R.O. By build- 
ing service profits that absorb overhead, it 
enables you to make trades more profitably 
and increases your net on all car sales. 


Works two ways to increase your profits 


Pennzoil offers the right combination for 
service profits: A motor oil so good it elim- 






Get the Complete PENNZOIL Profit Story! 


@eeeeeveeeeeeeeee eee 


MEMBER PENN. GRADE CRUDE OIL ASSN., PERMIT NO. 2 


that brings in a controlled flow of profitable 
service business. 

The Pennzoil Kontax System® is the most 
complete, most flexible and simplest customer 
control method in the industry — car dealers’ 
favorite by 4 to 1 over any other. It helps you 
sell all your services and merchandise, even 
cars. It upgrades service traffic, creates more 
regular customers, sells more items per R.O. 
— unlocks profit potential in every phase of 
your service business. 

Give your salesmen the backing of a good 
trading position mow. For complete details, 
phone your nearest Pennzoil distributor or 
mail the coupon. No obligation. 


Sales Manager, Kontax System 

Pennzoil, Oil City, Pa. 

| like the idea, but | have to be convinced. Let's 
get together to talk it over. 


Name of system | use now —____ 
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At DeSoto-Plymouth Dealer Conference— 


Among 20 delegates to a two-day DeSoto-Plymouth dealer conference at Shawnee- | Mercedes-Benz. 
on-the-Delaware, Pa., were, from left, Paul Herpolshiemer jr., DeSoto sales execu- PO 


tive; Eugene Freed, Conshohocken, Pa.; B. H. Roberts, St. Lovis, and Herman Rodell, 
Spokane. Dealers were given a preview of the automobile company's plans for the 
new-model year. 


last 17 years, 


* * * 


Jim Angeles Studebaker, Minne- 
apolis, has been named a dealer for 
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2 Deals Reorganized 
Courtesy Dodge-Plymouth, Inc.,|Chattanooga, Tenn.—Hamilton 





Across the Nation .. . 





Auto Dealer Changes 


Drake Motors, Inc., Dodge dealer- 
ship in Tallahassee, Fla. for the 
has announced its 
appointment as authorized dealer 
| | for Chrysler and Imperial. The firm 
will continue to handle Dodge, 


and Courtesy Dodge-Plymouth, 
West Bank, Inc., 629 Second St., 
Gretna, La., have been reorganized 
under the firm name of Jacobson- 
Sheppard Dodge-Plymouth, Inc. 
Mel Jacobson is president and 
Charles Sheppard jr., vice-president. 


Ford Dealer Resigns . 6 
Virginian Motors, Inc., Lynch- 
burg, Va. has announced that it 
has resigned as a Ford dealer and 
has sold its business to Parker 


McKinney Expands 
McKinney Lincoln - Mercury 
Salem, Ore., has taken over the 
facilities formerly used by its next- 


Snead ——, s door neighbor, Surroz Motors 
- (Nash), which has closed. Fred 
Takes On Mercedes McKinney said he will expand his 


body shop, display room and ware- 
house. 
. : ° 


Hamilton Started 
The third Ford dealership in 


643 N. Rampart St., New Orleans,! Motors—has been established at 


She saves half the time 


...boss saves all the cost! 





Walionals De luxe adding machine... 


Live Keyboard’ with keytouch adjustable to each operator! 


Saves up to 50% hand motion—and 
effort! Never before have so many time- 
and-effort-saving features been placed 
on an adding machine. 

Every key operates the motor—so 
you can now forget the motor bar. No 
more back-and-forth hand motion from 
keys to motor bar. 

Keys are instantly adjustable to each 
operator’s touch! No wonder operators 
are so enthusiastic about it. They do 
their work faster with up to 50% less 
effort. The new National not only has 


new operating advantages, but also has 
new quietness and new beauty! 


“Live” Keyboard with Adjustable 
Keytouch plus 8 other time-saving 
features combined only on the National 
Adding Machine: Automatic Clear 
Signal ... Subtractions in red... Auto- 
matic Credit Balance in red... Auto- 
matic space-up of tape when total 
prints ... Large Answer Dials... Easy- 
touch Key Action .. . Full-Visible Key- 
board with Automatic Ciphers... 
Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, parron 9, onto 
989 OFFICES IN 94 COUNTRIES 


Peer eee ee eee ee eB ee eee 


A National “De luxe” Adding Ma- 
chine pays for itself with the time- 
and-effort it saves, continues sav- 
ings as yearly profit. One hour a 
day saved with this National will, 
in the average office, repay 100% 
a year on the investment. See a 
demonstration on your own work. 
Call nearest National branch office 


or dealer. See phone Om 


book yellow pages. 


ee ae 





— 


1901 Broad St. The officers are Lon 
B. Gilbert, manager; Bill Pedquest, 
tractor and farm equipment man- 
ager, and Arthur Wiggins, sales 
manager. 







* * * 


McKee Quits Dodge Deal, 


Goes DeSoto-Plymouth 


E. J. Leuthizinger and Ralph 
French have sold their Albuquer- 
que DeSoto-Plymouth dealership, 
Hi-Land Motors, to Lloyd McKee. 

McKee sold his interest in Love. 
lady-McKee Motor Co. (Dodge), 
which will be renamed Wayne 
Lovelady Dodge. 

* ++ 
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Renault Awards 
28 Franchises 
In 16 States 


Renault of France has an- 
nounced the appointment of 28 
dealers in 16 states. They are: §S. 
Sam Sorebello, Inc., Fulton, N. Y.; 
R. W. Richards, Millville, N. J.; 
Tober Foreign Motors, Inc., Spring- 
field, Mass.; Hunter-Williams 
Motor Sales, Carbondale, IIL; 
Character Cars, Inc., Peoria, IIL; 
Iverson Auto Sales & Service, 
Streator, Ill.; Foreign Cars, Inc, 
Indianapolis. 

Foreign Motors Unlimited, Inc., 
Monroe, Mich.; Import Auto Sales, 
Saginaw, Mich.; Davis Child Mo- 
tor Co., Hutchinson, Kans.; Lorenz 
Motors, Lewiston, Id.; Bennett 
Auto Trading Post, Shreveport, 
La.; England Motor Co. Fort 
Smith, Ark.; Gaggans & Jarvis 
Motors, Fairfax, Ala. 

Jerry's Import Cars, Winter 
Haven, Fla.; Tropical Motors, Fort 
Myers, Fla.; Frank J. Sanders Co., 
Fresno, Calif.; Valley Motor Im- 
ports, El Centro, Calif.; Herbst 
Bros. Olds Inc., Far Rockaway, N. 
Y.; Black Hills Oldsmobile- 
Cadillac, Inc., Rapid City, S. D.; 
Stephens Motor Co., Abilene, Tex. 

Bob Crudington, Int., Amarillo, 
Tex.; Oliver Oldsmobile Co., Tyler, 
Tex.; Barnes Motor Co., Kingsport, 
Tenn.; Courtesy Motor Co., John- 
son City, Tenn.; John Miles Motors, 
Gadsden, Ala.; Len Sheridan, Santa 
Monica, Calif.; Imported Sales & 
Service, San Luis Obispo, Calif. 

- * ” 



































Knighton, Ward Acquire 


Roethke Deal in Norfolk, Va. 


The capital stock of F. A. 
Roethke, Inc., (DeSoto-Plym- 
outh), Norfolk, Va., has been ac- 
quired by Guy W. Knighton jr. 
and Hal G. Ward. Knighton, 
president of the new dealership, 
has been operating the Suburban 
Motor Sales Corporation, which 
will be absorbed by F. A. Roethke, 
Inc. 

The later corporation was 
founded by F. A. Roethke, who 
died several months ago. He was 
the dean of Norfolk automobile 
dealers, having been in business 
there for almost 50 years. 

. > > 


Rehmet Takes on Pontiac 


In Sherman, Tex. 


Grayson Motors, headed by Jess 
Rehmet, has been named Pontiac 
agency for Sherman, Tex. Reh- 
met announced the appointment 
of Dick Bishop as sales manager 
for the new firm, which will be 
located at 426 W. Houston St 
Winton Carraway will be parts 
manager and Bill Cowen will be 
manager of the service depart- 
ment, 

Rehmet stated that his firm 
of Grayson Truck and Tractor 
Co. would not be affected by the 
new company. He also said that 
he would continue to be Sher- 
man’s International Harvester 
dealer. 


* * * 


Shepherd Buys Ford Deal 


The Ford dealership in Bruns- 
wick, O., has been purchased by 
Neal Shepherd from Blake Cariton 
and Corte Cariton and renamed 
Shepherd‘s Ford, Inc. 

* * ” 


Anderson Is Retiring; 
39 Years a Dealer 


Fred Anderson, veteran dealer of 
Lyons, Kans., has sold his interest 
in Anderson Motor Co. (Buick), 
and is stepping out of the auto- 
motive field after 39% years. Fred 
L. Sanderson and Eddie O’Brien, 
both of Lyons, have purchased 
Anderson Motor, Co. 

Sanderson has been a partner in 
(Continued on Page 35, Col. 1) 
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Across the Nation... 








Sales, Belle Fourche, S, D.; Noltze 
Motor Co., Sioux City, Ia.; Dawson 
Sales & Service, Dawson, Minn., and 
Main Street Motors, Albert Lea, 
Minn. Ace Truck & Equipment Co., 
Rochester, Minn., is a new Stude- 
baker truck outlet. 


Auto Dealer Changes ae 


(Continued from Page 34) 


the business for six years. O’Brien 
was formerly with West Supply Co., 
an oil field corporation, at Chase, 
Kans. Anderson first entered the 
automobile business in Lyons in 
February, 1918. He helped estab- 
lish the Buick dealership in Lyons 
24 years —. ‘ ‘ 


Hayes Adds Rootes 


Earl Hayes Chevrolet Co, has 
been named Dallas dealer for the 
Rootes Group of British-made cars, 
including the Hillman sedan, the 
Sunbeam Rapier and the Triumph. 

* a * 


Nolans Sell to Touslee 


Vern Nolan and son, Harold, have 
sold the Nolan Motor Co., (Ford), 
St. Francis, Kans. to M. A, and 
W. E. Touslee, brothers, formerly 
of Stockton, Kans. The new firm is 
known as Touslee Ford Sales. 


Willys Signs Up 
45 Dealers to 
Handle Jeep 


Willys Motors, Inc., has added 
45 Jeep dealers, according to C. A. 
Watson, general sales manager. 

They are Irons Brothers, Hyatts- 
ville, Md.; Morrow Motor Co., 
Carrollton, Ga.; Middletown 
Lincoln-Mercury Co., Middletown, 
O.; Overman Motor Sales, Wabash, 
Ind.; City & Farm Home Supply, 
Lagrange, Ind.; Sumter Motor Co., 
Pawhuska, Okla.; Merle Kelly Jeep 
& Equipment Co. Kansas City; 
Brush Motors, Inc., Middlebury, Vt. 

Burke Auto Service, Inc., Ash- 
land, Mass.; Case Quinn Auto Corp., 
Rochester, N. Y.; H. I. Stengel 
Motors, Inc., Larchmont, N. Y.; 
Livingston Manor Airport, Inc., 
Livingston Manor, N. Y.; C. F. 
Chase Co. Auburn, Me.; Twin City 
Motors, Okanogan, Wash.; Kennedy 
Motors, Inc., Everett, Wash. 

Dabrusin Motors, Newburgh, N. 
Y.; Elmer D. Mulford, Inc., Bridge- 
ton, N. J.; MclIlvain Motor Co., 
Prescott, Ariz.; Haylman Equip- 
ment Co. Saint Albans, W. Va; 
Bluefield Motors, Inc., Bluefield, 
W. Va.; Cuy Thomas & Sons, 
Dowagiac, Mich.; Idaho Motor Co., 
Soda Springs, Id. 

Dean Lively Motor Co. Salinas, 
Calif.; Goldthorn Equipment Co., 
Alice, Tex.; Simmesport Jeep Co., 
Simmesport, La.; Weinmann’s 
Sales Co., Inc., Trenton, N. J.; Gale 
Motors, Inc., Thompsonville, Conn.; 
Davies Farm Supply, Missoula, 
Mont. 

Allegheny Engineering Co., De- 


troit; Rymer & Wingate, Inc., 
Madison, W. Va.; Flint Sales & 
Service, Inc., Pratt, Kans.; Bob 


Sanders Motor Co., Leitchfield, Ky.; 
Chattanooga White Truck Co. 


Chattanooga, Tenn.; Dean S. Zehr| 


Pontiac Sales, Pontiac, Ill.; Swear- 
ingen Motor Co., Portland, Me.; 
Peninsular Sales & Service, Kissim- 
mee, Fla. 

Frank’s Willys Sales & Service, 
Bowling Green, O.; Drennen Motors 
Bessemer, Inc., Bessemer, Ala.; 
Drummond Garage, Huntsville, 
Ala.; Bob Langley, Inc., Jackson- 
ville, Fla.; Forbes Buick Co., Co- 
lumbia, Miss.; Doak’s Garage, Ft. 
Fairfield, Me. 


* * * 


Feick Gets S-P Franchise 


Eugene F. Feick has been 
named Studebaker-Packard dealer | 


for the Parkersburg (W. Va.) 
area. Originally a used-car dealer, 
he plans a new building for the 
dealership. 


* * * 


Mercury for St. Helen’s 


St. Helen’s Mercury, Inc., has 
been franchised as a Mercury 
dealership at 4033 Dixie Highway, 
Shovely, Ky., just south of Louis- 
ville, Years ago, Shovely was known 
as St, Helens, Ky. 

* é 


* 
Birds Succeed McCallum 
Purchase of McCallum Motor Co., 
Milton -Freewater, Ore. by Leo 
Bird and Jack Bird is announced. 
They have formed the Bird Chevro- 











Laughery Appointed 
Marvin Laughery, who has been 
in the automotive business in the 
Walla Walla area for the past 35 
McCallum has gone to Boise, Ida.,| years, has been named superintend- 
to enter the automobile business.|ent of Camp Wooten State Park. 
James Sutherlin is sales manager|He was a former Willys dealer. 
for the new firm. . = = 
ly Henderson Buys Drone 
Lobban Buys In James Henderson, a former Ford 
Eldon Lobban, of San Angelo, |dealer in Fort Worth, Tex. has 
Tex., has purchased an interest in | purchased Drone Ford Sales Co, in 
Al Pearce Motors, Inc., McPher- | Springfield, Ill, and renamed it 
son, Kans. The busines is now | Henderson Ford Sales Co. He also 
operating as Pearce-Lobban |has been a Ford dealer in Cleve- 
Motors, Inc., (Ford). land. 
oe oe a. 2+ 2 


S-P Grants Franchises Peo Buys Out Partner 


To Five New Outlets Ralph F. Peo, industrialist and 


Studebaker-Packard Corp. has| president of South Park Lincoln- 
granted new dealer franchises to| Mercury Sales, Buffalo, has pur- 
five firms. chased the financial interest of 


let Co.- Former owner John G. 
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A 1922 auto wagon for children 
with front seat and plenty of 
room for newspapers, baggage or 
bozes. 





also is president of Houdaille In- 


dustries, Inc. 
a * - 


Buy Olds Agency 
John E. Thompson, former Hart 


They are Hyndman Implement! Harold A. Martyr, formerly vice-|(Tex.) gas and butane dealer, and 


Co., Rolla, N. D.; Lauren Davis 


president and general manager. Peo! Y. L. Pruit, former partner in Pruit 





35 


and Foster Used Cars, Carlsbad, 
have purchased the Carlsbad Olds- 
mobile agency from City Motor 
Sales. The new firm’s name is Pruit- 
Thompson Olds, Inc. 

* * * 


Dolembo in Valparaiso 


Paul Dolembo, for many years 
associated with Enyeart Chevro- 
let Inc. 225 E. Michigan St., 
Michigan City, Ind., has bought 
the Ted Wurster Chevrolet and 
Cadillac dealership at 213 Lin- 
colnway, Valparaiso, Ind. The 
dealership will be known as Paul 
Dolembo Chevrolet and Cadillac, 


Inc. 
+ * * 


Bass Buys Burton Motor 


J. C. Bass has purchased Burton 
Motor Co., Royse City, Tex., from 
Amon Burton. Bass is a former 
Ford field representative and gen- 


eral manager of another dealership. 
* * * 


Plymouth for Casler 


Alabama’s first exclusive Plym- 
outh dealership has opened at 2501 
Sixth Ave., South Birmingham, It 
will be known as Mel Casler Plym- 
outh. Casler is president of Liberty 
Motors, Inc:, and president of De- 
pendable Parts, Inc. 
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money for you. 
Here’s why: 


fag TORQMATIC DRIVES 


More stops per day — more miles per day 
—more round trips per day. In any type of 
trucking, this transmission can make more 


Shifting is automatic — gear selection is 
precise. It selects the correct gear every 
time. Engines can’t lug or race. Drive 
trains are protected from shock loads. 


This is the first automatic transmission 


How to boost profits 
with shiftless trucks 


Allison automatic transmission, now 


== available on medium and heavy-duty trucks, makes fall 
use of modern engine power, eliminates missed shifts, 
harmful engine lugging, cuts maintenance costs 


specially designed for trucks. It is a torque 
converter, six-speed automatic transmis- 
sion and hydraulic retarder all in one. 


It was developed from the famous 
TORQMATIC DRIVES that have proved them- 


ALLISON DIVISION OF GENERAL MOTORS, Indianapolis, Indiana 


selves in years of service in the heaviest 
off-highway haulers. 


Allison automatic transmissions are now 
available in leading truck makes. Ask 
your truck dealer. 


No. 47 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 
great for you to be a dealer in 
the Ford Family of Fine Cars 


UPPER SPREAD—Product feature re- 
view is a major part of the Workshop... 
builds salesman product knowledge and 
confidence. 


LOWER LEFT—A thorough groundin 
in basic selling is one of the cman 
areas covered in the Ford Truck Sales 


Workshops. 


LOWER CENTER—Practice makes per- 
fect—and practice in the techniques of 
telephone prospecting will pay off later 
in truck sales. 


LOWER RIGHT—Group discussions give 
the salesmen an opportunity to exchange 
ideas on how best to apply the principles 
they’ve learned and practiced. 





FORD TRUCK SALES WORKSHOPS 


Truck sales training 


pays off! 


Today, selling trucks successfully requires a thorough work- 
ing knowledge of this specialized and competitive field. To 
help you train salesmen in basic product and selling funda- 
mentals, the Ford Division conducts Ford Truck Sales Work- 
shops in every district. 


These Dealer-Company Workshops combine effective class- 
room instruction with actual in-the-field selling. Salesmen can 
increase truck sales while they are learning. 


Experienced truck merchandising trainers conduct the class- 
room activities . . . assuring a practical, experienced approach 
to each Workshop subject. 


Field work assignments are supervised by each student’s 
own sales manager. In that way, his selling technique develops 
in line with the dealership’s own particular method of local 
operation. One recent class sold more trucks in four days of 
supervised sales effort while attending the Workshop than 
they had sold in the entire previous month. 


It’s a completely rounded-out agenda of truck selling funda- 
mentals . . . concentrating on the products for sale—the sales 
procedures to use—and the people who buy and sell trucks! The 
tangible results . . . increased truck sales. 


Another reason why it’s great to be a dealer in the Ford 
Family of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD 
THUNDERBIRD 
MERCURY 
LINCOLN 
CONTINENTAL 
ENGLISH BUILT FORDS 
The Ford Family of Fine Cars » »» NOW THE NEW EDSEL 


FORD TRUCKS 
TRACTORS 

FARM IMPLEMENTS 
INDUSTRIAL ENGINES 
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Fish Fry at Lloyd Ford— 


Nearly 2,000 hungry customers were fed 750 pounds of fresh-water catfish to climax 
on 11-day “red tag” sale at Lloyd Ford Co., Jackson, Miss. Those who helped fry 
the fish were, from left, W. K. Allen, service manager; Frank Hutton, vice-president; 
Charlie Powell, ports manager; James McDonald, body shop manager, and Allen 
Vaughan, general manager. J. T. Lloyd, owner of the dealership, called the event the 
“greatest thing I've ever seen."’ The firm sold and delivered 87 new cars and trucks 
during the sale. 
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Bob Bester, formerly with An- 
chor Coupling Co., Inc., has been 
named to the newly created post of 
sales planning and merchandising 
manager for the new line of Ale- 
mite-Surgepruf hydraulic hose as- 
sembly and couplings for Stewart- 
Warner Corp. 

* 


* * 


Bird Joins Diamond T 


As Industrial Relations Chief 


Robert J. Bird has joined Dia- 
mond T Motor Car Co. as director 
of industrial relations. He will re- 


port directly to the president of 


the company. 

Bird has held personnel, labor 
relations, production and purchas- 
ing positions with Plamondon Mag- 
netics Co., Nesco, Inc., and Con- 
tinental Motors Corp. 

* - * 


Edsel Appoints Barnhart 

Appointment of Glenn J. Barn- 
hart as distribution manager of 
the Des Moines district sales 


office of Edsel division is an- 
nounced by Louis A. Wehde, 
district sales manager. He for- 
merly was city manager for 
Dodge in St. Louis. 

* * * 


|\Chrysler Appoints Brady 


Manager of Parts Plant 


_ Wilbur F. Brady, a Chrysler 
Corp. veteran with more than 20 
years’ experience in the company’s 
parts & acces- 
sories division, 
has been named 
manager of the 
corporation’s Kan- 
sas City (Kans.) 
parts plant. 
Brady joined 
the corporation in 
1936. In 1956, he 
was transferred to 
the corporation’s 
parts plant (Mo- 
Par) in Center- 
line, Mich., as a member of the 








Wilbur F. Brady 





central warehousing administra- 
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© Wynn Oil Compony 1956 


Every time you take in an oil change or lube job you’ve 
got a potential customer for WYNN’S MOTOR 
CLEANER —and that can mean greater profits for 
you. It will also build customer satisfaction because an 


just 





increase your profits in 
half an hour 





with 


WYNN’S MOTOR CLEANER 


REMEMBER: Wynn’s Friction Proofing products, which 
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tion staff, and in April of this vea, 
he was named MoPar plant super. 
intendent, the position he relin. 
quishes to take up his new assign. 
ment. 








* * * 
Brakeblok Names Utermohlen 


Replacement Sales Chief 


Rudolph F. Utermohlien has been 
appointed replacement sales man. 
ager of American 
Brakeblok divi. 
sion, American 
Brake Shoe Co, 
New York. 

Formerly assist- 
ant replacement 
sales manager, 
Utermohlen hag 
been with Ameri. 
can since 194 
when he joined 
the division’s sales 
force as district 





R. F. Utermohien 
representative. He will continue to 
be located at Brakeblok head- 
quarters in Detroit. 


Dalton Gets Export Post 
With Ford of Canada 


Election of Carson E. Dalton as 
vice-president-overseas, Ford Motor 
Co. of Canada, 
has been an- 
nounced by Rhys 
|M. Sale, president. 

Dalton has been 
in the auto busi- 
ness since 1926. 
He was with 
Chrysler Corpora- 
tion in the U. S. 
from 1926 to 1949, 
principally in the 
export field. He 
has worked for 
Ford export in the U. S. company 
since 1949. 








* 


Bear Appoints Scheel 


Automotive Representative 


Lee Scheel will represent Bear 
Mfg. Co., Rock Island, Ill, for all 
contacts with car manufacturer 
executives and 
technical and 
service personnel 
at the car fac- 
tories. 

Scheel has been 
connected with 
the automotive in- 
dustry for the past 
18 years. Since 
1954, he has op- 
erated his own 
manufacturer rep- 
resentative organ- 
ization specializing in accessories, 
parts and equipment. Scheel will 
now spend more time exclusively 
on equipment. 





Lee Scheel 


* 


Modine Names Wilson 
Sales Vice-President 





Cary Wilson, general sales man- 
ager for Modine Mfg. Co., Racine, 
Wis., since joining 
the company last 
year, has been 
elected to fill the 
newly created 





post of sales vice- 
president. 

Wilson’s duties 
will involve the 
coordination of 





are NUMBER ONE with Popular Mechanics readers, 
are backed by an all-year advertising campaign in the 


sales activities of 
the automotive, 
heating and air 
conditioning and 





Cary Wilson 





engine cleaned with WYNN’S MOTOR CLEANER 
will help your customers avoid costly and unnecessary 
repairs . . . it will add pep and power to their car . . . give 
them more miles per gallon. When you flush an engine 
with WYNN’S MOTOR CLEANER you clean every 
part of the engine — and all it takes is just half an hour! 


BEST FOR HYDRAULIC VALVE LIFTERS 

Remind your customers that a clean engine today will 
mean less trouble tomorrow — particularly with sticking 
hydraulic valve lifters. WYNN’S MOTOR CLEANER 
with FRICTION PROOFING* will solve the problem 
of stuck or sticking hydraulic valve lifters faster and 
more efficiently than any other product on the market! 
Guaranteed by Wynn Oil Company. 
WYNN’S MOTOR CLEANER with FRICTION 
PROOFING* is the finest product of its kind on the 
market. Ask your Wynn’s salesman to give you a dem- 
onstration and show you how easy it is to sell to your 
customers. 


nation’s top magazines. The October list issue of LOOK 
Magazine will feature an ad on WYNN’s MOTOR 
CLEANER... your customers will see:it so have plenty 
of this fine product on hand. 


AUTO-MEDIC SAYS: 


“When you have cleaned 
your customer’s engine with 
WYNN’S MOTOR CLEAN- 
ER, then recommend that 
they keep it clean with 
WYNN’S FRICTION 
PROOFING for Auto En- 
gine ...it’s the best prescrip- 
tion for healthy cars and 
healthy profits!” 





Also available in Canada and everywhere in the free world. 
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industrial divisions. 
a + s 


Walker Mfg. Reassigns 


Bekke in Field Sales 


Robert P. Bekke has been ap- 
pointed a field sales manager for 
the commercial sales division of 
Walker Mfg. Co. 

Bekke previous- 
ly served as sales 
manager of the 
company’s line of 
Ajax jacks, a 
position he has 
held for the past 
five years. Before 
this assignment, 
Bekke was assist- 
ant Kansas City 
district manager 
of wholesale sales. 





R. P. Bekke 
He joined Walker in 1949. 


* * * 


Powley Named Head 


Of Pesco Products 


Appointment of Richard A. 
Powley to the presidency of the 
Pesco Products Division of Borg- 

(Continued on Page 40, Col. 1) 
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2715 N.CICERO 


‘*“We use a concentrated showing of out- 
door boards within the neighborhood 
trading area of our showroom,” says Mr. 
McInerney, ‘‘and every one of them 
works 24 hours a day. They’re like the 
sign on our building. There’s no waste 
circulation. They reach the people we 
want to reach—the car owners in our 
own trading area. No other medium has 
pulled as well for us as outdoor. Our 1957 
sales are bigger than 1956, and since out- 


PAY } 
LESS J 


NONDERSOLD! 


door is our only new activity, the lion’s 
share of credit goes to outdoor advertis- 
ing placed through GOA.” 

Locally . . . regionally, or nationally, 
GOA puts your advertising where your 
prospects are. 

For additional success stories (Theo. 
Hamm Brewing Co., Drakes Bakeries, 
Life Savers and many others), call your 
General Outdoor Advertising Company 
office. Or, write us in Chicago. 


IN 1600 MARKETS f 


GO 


General Outdoor Advertising Co. 





515 South Loomis Street, Chicago 7, Illinois 





\ ° 9 ° 
"Our sales are up this year, and OUTDOOR’ is 
the only New ing i ed ient ' says Joseph A. McInerney, President, McInerney Chevrolet, Chicago 





GIVES 
MORE 
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(Continued from Page 38) 


Warner Corp. in Bedford, O., is 
announced. 

Powley went to Pesco from the 
Ford Motor Co. He was assistant 
general manager of its Aircraft 
Engine division in Chicago. 

© = 
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Wetzel Heads Arvey Sales 
Arvey Corp., Detroit, announces 
appointment of Ernest R. Wetzel as 
sales manager. 
a2 2 ? 


Parker Promotes Royer 
0. O. Royer has been promoted 
to assistant general sales manager 
of Parker Appliance Co. He came 
to Parker in 1945. 
aa + = 


Foust Adds Duties 


Kenneth W. Foust has been 
elected treasurer and assistant 
secretary of Miller Mfg. Co. His 
new duties will be in addition to 


of Bonney Forge & Tool Works, a 
Miller subsidiary. 


* - = 
Seiberling’s Poff Retires; 
Parish Succeeds Him 

P. R. Poff, manager of the Port- 
land sales district for Seiberling 


Rubber Co., has retired after 27 
years with the 


ish, assistant 
manager of the 
district, has been 
named Poff’s suc- 
cessor. Poff had 
represented Sei- 
berling as a sales- 
man in the Far 
West since he 
j started with the 

W. H. Parish firm in 1930, Par- 
ish, the new district manager, 
started as a budget supervisor with 





those he holds as vice-president the company in 1948, and was later 


a sales representative in Los An- 
geles and San Francisco. 
= = © 


Van Allen Joins Export Unit 


Of Stewart-Warner Corp. 

C. W. Van Allen has joined the 
export department of Stewart- 
Warner Corp. as assistant to James 
E. Burke, vice-president for foreign 
operations. 

Van Allen had served with the 
department earlier, serving as man- 
ager of export sales of Alemite 
lubrication products from 1947 to 
1952. ‘ 

* = 


Thor Power Tool Appoints 


McGraw and Trumble 

Two appointments have been an- 
nounced by Thor Power Tool Co. 

William J. McGraw has been 
named manager of Thor’s electric 
tool sales division. John Trumble 
has been named factory manager 
of the Aurora (Ill.) works. 

= a . 


Purolator Sales Posts 
Go to Dods and Main 


Purolator Products, Inc., has an- 
nounced the appointment of John 


tional accounts division, and Edgar 
S. Main, as special assistant to 
James B. Lightburn, general sales 
manager, aftermarket division. 


According to Lightburn, Dods will 





John C. Dods ir. 
supervise Purolator sales activities 


Edgar S. Main 


to the oil companies, Both men 
joined Purolator as national ac- 
counts salesmen in 1948 after both 
had served for several years with 
Socony Mobil Oil Co., Inc. 


Foster Moves Up 


George D. Foster has been ap- 
pointed vice-president and general 
manager of Canadian Trailmobile 
Ltd. He was previously vice-presi- 
dent and treasurer. Others named 
include Frank McCann, general 


C. Dods jr. as sales manager, na-'sales manager; Norman Loggan, 





LOCK OU 





Yes, lock out slow-poke accounting; get fresh 


facts on time with BURROUGHS SENSIMATIC. 


Do you find the endless paperwork 
that you face every day an over- 
time headache? Well, it’s easy to 
streamline the operation . .. to 
have a complete, accurate and 
always up-to-the-minute profit-and- 
loss picture at all times. 


How? With the Burroughs Sensi- 
matic 500 .. . the accounting 
machine that lets automobile deal- 
ers maintain their factory-approved 
bookkeeping setup mechanically. 


With the Sensimatic even your 
newest operator can zip through 
your daily accounting jobs, making 
those figure facts immediately 
available for your countless busi- 
ness decisions. (It totals up to 19 
different columns of figures auto- 
matically.) And because dealers 


report savings of up to $200—$500 
a month, you'll find the Sensimatic 
capable of paying for itself in less 
than 2 years. 


For the whole story, just call our 
nearby branch office and ask for a 
copy of our free booklet on Auto- 
motive Dealer Accounting Systems. 
Or write to Burroughs Division, 
Burroughs Corp., Detroit 32, Mich. 


See our new film ““The Open Road.” 
No obligation! A new insight into 
Sensimatic savings told in dealers’ 
own words. 





“BURROUGHS”** AND 
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“*SENSIMATIC"*—REG. TM’S. 





works manager, and H. Conor 
Nolan, chief engineer. 
= + * 





Rotary Lift Enlarges 
Chicago Unit; Ups Hoffman 

Rotary Lift Co., Memphis, ha 
expanded its central division office 
in Chicago and has named William 
J. Hoffman office manager. He hag 
been with the company 10 years 
the last five in Chicago. 

R. E. Denkler, district representa. 
tive, moved to Chicago from De 
troit, Completing the enlarged Chi. 
cago staff is B. L. Bailey, sales en. 
gineer, who was transferred from 
Memphis. 

+ + = 


Hyatt, New Departure 


Get New Comptrollers 

Kenneth H. Bender has been 
named comptroller of Genera 
Motors’ Hyatt Bearings division, 
succeeding Nicholas St. Peter, who 
now is comptroller of the com- 
pany’s New Departure division. 
Bender formerly was assistant 
comptroller for Allison division. 

At New Departure, St. Peter suc- 
ceeded George A. Stout, who has 
been appointed administrative as- 
sistant to the division’s general 
manager. 

= 


Clayton Shifts Loudon 
To Divisional Field Post 


Bill Loudon, former sales repre 
sentative and district manager for 
Clayton Mfg. Co., has been pro- 
moted to the posi- 
tion of Central U. 
S. regional man- 
ager for the Clay- 
ton-Kerrick steam 
cleaner and dy- 
namometer divi- 
sions. 

Loudon started 
his career with 
Chrysler Corp. in 
1935. He joined 
Clayton in 1951, 
where he has 
been, successively up to the present 
time, branch manager at Cleveland 
and one of its top-ranking sales 
representatives. 

> = > 


Landers Names Officers 


Timothy Y. Hewlett jr., has been 
elected secretary and treasurer and 
Earle A. Wentworth assistant treas- 
urer of Landers Corp., Toledo, it is 
announced by John P. Howland, 
president. Landers manufactures 
vinyl coated and processed fabrics. 

> . > 


General Appoints McCaig 
To Head Polyfoam Sales 


Appointment of William J. Me 
Caig as manager of Polyfoam sales 
has been announced by L. A. Mc- 
Queen, sales vice-president of 
General Tire & 
Rubber Co. 

Polyfoam is a 
new  polyether- 
based urethane 
foam material de- 
veloped by Gen- 
eral and manu- 
factured at its 
Marion (Ind) 
plant. McCaig has 
held sales execu- 
tive posts with 
various concerns 








W. J. McCaig 
since 1945, most recently with 
Federal Enameling & Stamping Co., 
Pittsburgh. Prior to his military 
service, he gained experience in the 
business administrative field. 


Banks, Arentz and Jones 
Promoted by Chevrolet 


Chevrolet has named M. A, Banks 
assistant business management 
manager in Detroit. He formerly 
was assistant zone manager in El 
Paso, Tex. 

Succeeding Banks is F. D. Arentz, 
manager of truck and service ac- 
cessory merchandising in Detroit. 
Banks’ former post went to J. T. 
Jones jr., who had been regional 
parts and accessory manager in 
Denver. 

* + + 


Patterson Appointed 


Arthur E. Patterson jr. has been 
appointed district merchandiser- 
retail for the Detroit district of 
Goodyear Tire & Rubber Co. He 
succeeds Arnold H. Behrmann who 
has been transferred to Indianapo- 
a assistant district manager- 
retail. 








The Houston Chronicle has: 
More Kt AW 
general and automotive 
accounts than both other 
Houston papers combined! 


ACCOUNTS LINAGE 


Chronicle 36d 1.106.962 


Post 236 obebap. 4G 
Press 24 26.047 


Media Records Year 1956 ~ 











Miore S-xcli We 
subseribers than both 
other papers combined! 






SUNDAY 


CHRONICLE 
AND POST 
15.0% 






a eC oe 











42 


On the Financial Front... 


AUTOMOTIVE NEWS, SEPTEMBER 9, 1957 





Business Upturn Seen 


Before End of Year 


BUSINESS upturn is expected 

before the end of the year 
based on further improvement of 
consumer buying power, high gov- 
ernment spending, heavy capital 
expenditures and an increase in 
buying for inventories. 

That is the outlook of Lewis L. 
Schellbach, vice-president, Stand- 
ard & Poor’s Corp., New York. 

He noted that industrial pro- 
duction held at the April-May 

level during June and that a 
* slight decline is indicated for 
July. The temper of both busi- 
nessmen and consumers fails to 
suggest an early change in this 
trend, he said. 

Schellbach suggested that the) 
question of the amount spent for) 
inventories will play a vital role in 
the business upturn. 

“Most of the business forecast- | 
ing mistakes made since World 


War II have been the result of fail- | 





ure to make due allowance for the 
force of long-term growth, ” he said. 
* 

H® SAID that growing popula- 

tion, productivity and living 
standards mean that temporarily 
excessive production may be bal- 
anced by periods of relative stabil- | 
ity rather than deep business de-| 
clines. 

Schellbach noted that the $21.1- | 
billion increase in inventories 
from 1950 to 1953 needed only a 
$1.9-billion drop in 1954 to bring | 
stocks on hand into a healthy | 
position. 

Similarly, the current slower) 
pace of inventory building (at the} 
rate of $700 million a year in the 
| first half of 1957) may be all teat 





|is required to correct the $8.8 b =| 


lion buildup in the last two ulath 

he said. 
Some economists estimate that a | 

$3-billion increase in inventories | 





fim mim 


fim 


| lion and nonfarm 


annually is needed to keep pace 
with business growth. For the last 
eight years, the annual rate has 
averaged $3.1 billion. 
* * + 
HE Federal Reserve index of 
production now is at the same 
point as it was in October, 1955, 
and has not varied far from that 
level during the last 21 months, 
with the exception of the period of 
the 1956 steel strike. 
Schellbach said production has 
“undoubtedly exceeded ultimate 
consumption” at times during the 
21-months. But he pointed to 
changes in the economy during 
the period—population up 3 per- 
cent or nearly five million, labor 
force up 34 percent or 2.4 mil- 
employment 
up 3 percent or 1.7 million. 
These things plus a 5 percent in- 
crease in disposable income in 


|terms of constant dollars (making | 


allowance for increased costs of 
|living), Schellbach said, “suggest 
|that an inventory correction is at 


|least well underway. ‘i 
* 


‘Pratt & Whitney Extends 


Finance Plan with CIT 


Pratt & Whitney Co., Inc., West 
Hartford, Conn., 97-year-old ‘manu- 
facturer of machine tools, cutting 

















“When you've stepped up sales 
to exceed the supply, Gordon, then 
we'll talk about getting you a car 
wholesale.” 





tools and gauges, has arranged a 
major extension of its CIT time- 
sales financing program, according 
to Thomas Lenihan, CIT presi- 
dent. 

The broadened program, devel- 
oped with CIT cooperation, in- 
cludes a depreciation-geared plan 
with terms to 10 years and down- 
payment requirements as low as 10 


BRAIN SURGEONS 


want Delco Batteries! 


Three separate surveys made by leading magazines prove more people want 
Delco batteries than any other kind. It figures, too! Delco dry charge batteries 
can’t get old before they’re sold. Delco is America’s No. 1 Battery — backed by 
General Motors warranties that are good. all over the United States and Canada, 
too. They not only sell themselves to brain surgeons, but to all of your customers. 


distributed nationally by 





ON CBS RADIO—LOWELL THOMAS NEWSCAST « 


General Motors leads the way—Starting with Delco Batteries 


COMING SOON ON CBS-TV—“HIGH ADVENTURE WITH LOWELL THOMAS.” 


—_ 


percent, Lenihan said. It also wil 
cover machine tool sales of the 
company’s subsidiary, Potter @ 
Johnston Co., Pawtucket, ke i, 


Goodrich Reports Sales 


Gained, but Profit Slipped 


B. -F. Goodrich Co. reported sales 
in the first half of 1957 totalled 
$366,008,979, compared with $364. 
374,921 for the first six months of 
last year. 

Despite the sales gain, the com. 
pany estimated profit for the first 
half was less. Profit this year wag 
put at $19,728,926, compared with 
$21,507,367 for the first half of 1956, 

* + * 


Ainsworth Sales, Earnings 


Zoom Past 1956 Levels 


Ainsworth Mfg. Corp., Detroit, re. 
ported that sales and earnings for 
the first half of 1957 were substan. 
tially higher than during the cor. 
responding period of 1956. 

Six-month sales this year totalled 
$18,936,872, compared with $11,520, 
101 a year ago, and earnings were 
$539,516, up from $85,192. 

+ + * 


Sales and Profits Drop, 


Olin Mathieson Reports 


Olin Mathieson Chemical Corp. 
reported sales for the second quar- 
ter totalled $153,386,736, compared 
with $155,709,731 in the second 
quarter of 1956. Profit was $9,704- 
997, compared with $11,523,418 for 
the second quarter last year. 

The company reported sales of 
$288,865,985 and profit of $19,714,976 
for the first half of this year, com- 
pared with sales of $300,050,408 and 
a profit of $21,603,517 for the first 
six months of 1956. 

: > 





Sheller Mfg. Sales, Profit 
Rise for Quarter, Half 

Gains in sales and profit for the 
second quarter and first half were 
reported by Sheller Mfg. Co., Port- 
land, Ind. Second quarter profit was 
$561,669 from sales of $10,499,709, 
compared with profit of $246,901 
and sales of $9,616,177 for the second 
quarter of 1956. 

First-half sales totaled $22,375,385 
with profit of $1,152,963, compared 
with sales of $21,810,760 and profit 
of $820,210 for the first six months 
of 1956. 

> > > 


Commercial Credit Sets 


Volume, Earnings Records 


Commercial Credit Co. announced 
that volume and earnings for the 
first six months of 1957 exceeded 
those of any previous first-half in 
company history. 

Volume was $1,959,933,001, com- 
pared with $1,683,551,017 in the 
year-ago period. Net income was 
$13,419,032, compared with $13,119,- 
827 in the first half of 1956. 


National Cash Register 


Sets Records in Half 


Both sales and earnings ‘of Na- 
tional Cash Register Co. for the 
first six months of 1957 set records, 
according to Stanley C. Allyn, 
chairman. 

Total sales for the first six 
months of 1957 were $182,892,587, 
compared with $155,554,528 for the 
comparable period of 1956, an in- 
crease of 18 percent. Net income 
was $8,183,297, compared with the 
first half of 1956 of $7,724,604, an 
increase of 6 percent. 

= 


Associates Volume, Net Rise; 


Oare Sees Good Second Half 

First-half volume and earnings 
of Associates Investment Co. and 
subsidiaries exceeded the figures for 
the corresponding 1956 period, ac- 
cording to Robert L. Oare, chair- 
man. He said the balance of the 
year appears promising and pre- 
dicted that auto sales would equal 
or better those of the first half. 

First-half volume was $851,447,- 
082, highest in company history, 
compared with $743,793,969. Earn- 
ings were $10,159,466, compared 
with $9,780,976 in the first six 
months of 1956. 

* a 8 

Hastings 

Hastings Mfg. Co. had a net loss 
of $125,287 in the six months ended 
June 30, 1957, due to the sale of its 
jobbing foundry business in Mus- 
kegon, Mich., which resulted in 4 
business loss amounting to $539,- 
622. Earnings from operations, be- 
fore taxes, were up 156 percent in 
the 1957 first half, amounting to 
$405,409 as against $158,035 in the 
corresponding six months of 1956. 
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People read their favorite magazines for many reasons. But 
there’s one exciting reason why men and women read 
—and reread—Better Homes & Gardens. Ideas. Practical 
ideas that help solve problems and make dreams come true. 


The editors of Better Homes & Gardens, you see, know s 
how to bring dreams down to earth, how to make wishes aw 4 
work. From cover to cover, BH&G is one long parade of wo . = 
ideas about how to achieve a more attractive home, a ft — 
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ed , 
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prettier garden, tastier meals, richer family life. 


There’s no better way to get people busy talking and 
doing and buying things than the magazine that’s full of oi 
ideas... Better Homes & Gardens. Makes it a great place 
for advertisers to set up shop. Because families bent on 
turning those ideas into realities are ready to do a lot of 
spending! Meredith of Des Moines . . . America’s biggest 
publisher of ideas for today’s living and tomorrow’s plans 


/ ot America reads BHaG the family idea magazine 


4,350,000 COPIES MONTHLY 
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JACK REPAIR KIT—Jack-Pack Mfg. Co., 
2115 N. Marianna Ave., Los Angeles, 
Calif. have announced Jack-Pack ‘Do-It- 
Yourself" repair kits for every make and 
model hydraulic jack. Each kit contains all 
the cups, packing, seals, gaskets, back-up 
washers, valves and other parts necessary 
fo restore any hydraulic jack to trouble- 
free operation, it is claimed. The kits will 
stop oil leaks, loss of pressure, load 
creeping, loss of full stroke and scored 
inefficient valves (mew ones are in kit), 
it is said. 

. * 


Barrel Pump Designed 


To Dispense Antifreeze 


A double-action piston pump for 
dispensing antifreeze and other 
barrelled liquids has been marketed 
by Bowser, Inc., 1300 E. Creighton 
Ave., Fort Wayne, Ind. 

The pump is said to be immune 
to corrosion damage from all types 
of antifreeze. 





CLARKE CLEANER—Clarke Sanding Ma- 
chine Co., 57 Clay Ave., Muskegon, Mich., 
has introduced a line of heavy-duty, wet- 
dry vacuum cleaner which includes this 
model. They range from a one-half bushel 
dry unit to a 1%-horsepower, 50-galion 
wet, 62-bushel an model. 


Refrax Floor Polish 
Refrax, a transparent floor polish, 
has been developed by Reilly Chem- 
ical Co. New Orleans, The company 
says.it contains clear emulsified 
plastic resins and will not discolor 
or “yellow” floors. 





>, a= 


LIGHT FOR BOATERS—<Auto Lamp Mfg. 
Co., 2909 Indiana Ave., Chicago 16, Ill, 
is pmarketing a combination stop and tail 
light unit for use on boats when they are 
being transported over the highways. 
Called the Pathfinder No. 180-B, the unit 
is made for six or 12-volt systems. 


Rubber Bumper Block 


Marketed by Castle 

Castle Rubber Co. Box 589, 
Butler, Pa. has placed on the 
market a new type of rubber 


eer. 


It is designed for materials 
handling facilities and equipment 
loading and _ receiving 


such as 
docks and truck frames. 
* * *- 
Label Redesigned 
A streamlined label design has 
been adopted for all products in 
the Puritan line of automotive 
specialties made by Olin Mathie- 
son Chemical Corp., 460 Park 
Ave., New York 22, N. Y. 
* 


Discs, Plates Packaged 

Raybestos division of Raybes- 
tos-Manhattan, Inc., P. O. Box 
1021, Bridgeport, Conn., has made 


its complete line of friction discs 





CAR CARPETS — The Automotive Prod- 
ucts Division, Buxbaum Co., Canton 1, O., 
has announced a line of automobile floor 
mats, another addition to its line of auto- 
motive products. Called Akro Car Carpets, 
the floor mats feature high pile living- 
room corpeting permanently bonded to 
oa heavy gauge rubber base, it is claimed. 
The mats cre contoured to fit the front 
seat floor areas of all cars. A companion 
item, the rectangular Akro Car Throw 
Rugs also feature living-room quality cor- 
peting bonded to heavy gavge rubber 
base and are available in three popular 
sizes. Good for fromt or beck floors. 


Flashing Light for Car 

U-C-Lite Mfg. Co., 1050 W. Hub- 
bard St, Chicago, is marketing a 
plug-in type flashing light called 
“Car Flash.” It is said to mount 
securely on any flat, smooth sur- 
face with a suction cup and plugs 
into cigaret lighter receiver with a 
10-foot cord. It flashes 72 times per 
minute and will operate overnight 
without running down battery, the 
firm said. 


UMS Offers 2 Cabinets 
For Carburetor Parts 


United Motors Service, General 
Motors Building, Detroit 2, Mich., 
has introduced a pair of orange 
and gray steel cabinets for storage 
of carburetor service parts. 

The cabinets are made so that 
they can be stacked, placed sepa- 
rately on a work bench or hung on 
the wall, the company said. 

7 * > 


Detergent for Steam Guns 


by Oakite 

Products, 157 Rector St, 
New York 6, N. Y. 
* +. 7 

Transistor Megaphone 

A megaphone powered by tran- 

sistor circuits and said to have a 

one-mile range, has been developed 

by Little Bull Division, Austin-Lee, 


Inc., 2601 H 8t., N. W., Washington 
7, DC. 


* + * 
Light-Weight Lever Puller 
A light-weight lever puller, a 

compact hand tool for lifting, 
lowering and dragging in industrial, 
construction and farm fields, has 


been developed by Harrington Co., 
Plymouth Meeting, Pa. 


bumper block called the Cushion- 
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TACHOMETER —Radson Engineering 


model 2000 
grinder. 
Ammeco says it can be used to 
put %-inch or %-inch grooves in 
linings when the manufacturer 
recommends grooving the lining 
down the center. 
* a7 a” 


Metallic Gaskets Added 


A complete line of metallic 
gaskets has been added to the 
products of Vellumoid Co., Rock- 
dale St. and Beaman Ave., Wor- 
cester 6, Mass. 

* > * 


Tuneup Hoist Debuts 
The Model 500 tuneup hoist has 
been introduced by Snyder Mfg. 
Co., Manteca, Calif. Snyder said the 
hoist works on all cars and is de- 
signed specially for 1954 through 
1957 where certain engine compo- 


“Safe-Arc” brake-shoe 


Corp., Macon, Ill., has introduced a low-| nents are hard to reach. 
* * * 


priced transistor tachometer, encased in 


© |a chrome and black case with adjustable 


ball joint mounting. This transistor model 
is made to fit all 12-volt eight-cylinder 
cors. 

> + -*£ 


Squeeze Bottle Oiler 

A plastic, squeeze-bottle oiler that 
is said to squirt one drop or a full 
stream of oil with easy control has 
been introduced by Butler Stamp- 
ing Co., Dept. 122, Negley & Shore, 
Butler, Pa., under the name “Squee- 
Zit.” 


Rubber Floor Mats 


Kraco Products, 1797 W. Adams 
Bivd., Los Angeles 18, Calif., has 
introduced a new line of car floor 
mats made of rubber. | 

7 


Liquid Chrome Renewer 
Held Non-Inflammable 


> * . 


Buxbaum Changes Formula 


Of Cushion Gum for Tires 


Buxbaum Co., 1260 Seventh St., 
S. W., Canton 1, O., has changed 
the formula of the cushion gum in 
its Dula-Duty tubeless tire repair 
plugs and other repair materials. 

The gum is said to form a more 
secure bond between the repair and 
the casing without the use of heat 


or clamps. 
. 7 





AUTO REPAIR MATERIAL—Fibre Glass- 
Evercoat Co., Inc., 7220 Vine St., Cin- 
cinnati 16, O., announces the develop- 
ment of Formula 27 for repairing cracks, 
dents and holes in auto and truck bodies. 
The product is a polyester putty which, 
when mixed with a hardening element, 
will cure to form a hard, tough patch that 
can be sanded and painted in the nor- 
mal manner, it is claimed. When hard- 
ened, Formula 27 is said to withstand 
vibration, heat and weather, and adheres 
firmly to almost any surface. Since it will 
not rust or corrode, it is said to last the 
life of a car. 

* 


Brake-Shoe Groover 


Marketed by Ammco 
A brake-lining grooving attach- 


ment has been marketed by Ammco| for 


Tools, Inc., 2100 Commonwealth 
Ave., North Chicago, IIL, to fit its 





DISCS AND PADS—For contour grinding 
or polishing in small radii or difficult con- 
tours with portable tools, @ mushroom 
shaped molded rubber pod and coated 
abrasive discs have been developed by 
Behr-Manning Co., Troy, N. Y. The discs 
and pads, currently available in diam- 
eters of 5 and 8 inches, were designed 
specifically for getting into contours where 
disc pads of conventional type may not 
perform effectively. No center nut is re- 
quired to fasten disc to pad. Instead, 
discs are held to the pad by a special 
adhesive packaged in tube applicators. 
Abrasive discs are made in Resinall 
Metalite cloth, an aluminum oxide abra- 
sive with an all-resin bond, in grits 120-X, 
80-X and 50-X. 

* 


> > 

Punches, Chisels Reshaped 

Sets of square-shaped punches 
and chisels with beveled corners to 
provide a more comfortable surface, 
greater safety and no-roll qualities 
have been marketed by Snap-On 
Tools Corp. 8028 Twenty-eighth 
Ave., Kenosha, Wis. 


Solder Repackaged 


Formerly packaged in cans, the 
epoxy solder marketed by Fibre 
Glass-Evercoat Co., Inc., 7220 Vine 
St., Cincinnati 16, O., is now put up 
in a pair of tubes “skin-packed” on 
a display board. 

* 


Addressing Aid 


Addressing masters with pres- 
sure-sensitive backs for easy at- 
tachment to ledger or record cards 
are ready for distribution by Mas- 
ter Addresser Co., 6500 W. Lake St., 
Minneapolis 26, Minn. 

+. * = 


Ice Remover Offered 
Ice remover in pellet form for 
use on driveways, roads, parking 
lots or stéps has been marketed 
by Tropical Paint Co., 1210 W. 
Seventieth, Cleveland 2, O. 
7 = . 
Fog Inhibitor 
A fog inhibitor for car windows 
has been marketed by Easy Glitter 
Wax Co., West Palm Beach, Fla. 
One treatment on the interior of the 
car window is said to eliminate fog- 
ging up to 183 hours. 
* * 


Grease Cartridges 
“Red Grease” is now furnished in 
one-pound, throwaway cartridges 


guns 
Hulburt Oil & Grease Co., Trenton 
and Erie Aves., Philadelphia, Pa. 








VENDING MACHINE—A machine de 
signed to dispense self-serve packes 
of instant coffee, cocoa and bouillon ho 
been introduced by Lehigh, Inc., 150 
Lehigh Dr., Easton, Pa, Called the “Take 
a-Break,” the machine is placed next tp 
the water cooler or connected to any 
other convenient water source with ¢ 
copper line. Heating coils in the dispense 
bring the water up to proper temperatun 
for mixing hot drinks on the spot t 
individual taste. The machine is 12 inche 
wide, 13 inches deep and 57 inches high. 

oe © 2s 


Diester Sealant 


A sealant said to resist the “wasb- 
ing” action of diester lubricants has 
been placed on the market by Per 
matex Co., Inc., P. O. Box 1, Brook- 
lyn 35, Mich, 

> * > 
Paper Towels 

A new paper towel with an e- 
clusive stippled surface and extra- 
high absorbency has been intro 
duced by Scott Paper Co., Chester, 
Pa. It is called UHA No. 151. 


Heller Adds 3 Lines 


Heller Tool Co.. Newcomerstown, 
O., file manufacturer, has added 
three new lines. The new items 
are hand and power hacksaw 
blades, metal cutting bandsaws and 
flat ground die steel. 


Cement Leak-Stopper 


A liquid chemical additive is now 
available that is said to make & 
fast-acting leak-stopper out of ordi- 
nary cement. Called Fiextite, it is 
manufactured by the Building 
Maintenance division of Flexrock 
Co., 3601 S. Filbert St., Philadelphia, 
Pa. It regulates the setting time of 
cement, making it possible to stop 
direct leaks almost instantly, the 


firm said. 
. . > 


Small-Engine Hone 
A cylinder hone designed specif- 
ically for small-engine honing has 
been announced by Ammco T 
Inc., 2100 Commonwealth Ave, 


North Chicago, Ill. It is called Mode 


MUFFLER REMOVAL HEATER—‘Spee-D- 
Heat,” an electronic muffler removal heater 
designed especially for exhaust system 
service, has been announced by Walker 
Marketing Corp., Racine, Wis. The muffler 
removal tool operates on the heat ex- 


pansion principle. With its 1,350 watt, 
high heat intensity tubular element, “Spee 
D-Heat" breaks the most stubborn ex- 
haust system rust-welds through heat ex- 
pansion in just three to five minutes, it 
is claimed. Safety and convenience feo- 
tures include heat-resistant handle gvips, 
60-inch heavy insulated rubber cord with 
vulcanized plug and metal storcge 
bracket. 
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‘Jeep’ Truck 





Is your gross profit retention as much as $475.16 after the washout? That’s precisely 
the profit that actual washout sheets show many ‘Jeep’ dealers are averaging, per vehicle, 

in a year ‘round market! It’s the kind of profit potential that’s also open to you, as a 
franchised representative handling the famous ‘Jeep’ family of 4-wheel drive vehicles. 


Handle ‘Jeep’ vehicles exclusively or as an addition to your present line! Whether 
you handle ‘Jeep’ vehicles exclusively, or as an addition to your present line, they’re a great 
profit opportunity. If added to your present line, you don’t give up a thing! You retain your 
present operation and add the profit potential of the ‘Jeep’ vehicle franchise. You use the same 
physical facilities, with little increase in operating expense, and you add substantial profits. 


Here’s what you can do right now! Look into the franchise that’s showing a gross profit 
retention of $475.16 after the washout! Most of the customers for 4-wheel drive ‘Jeep’ vehicles 





are farmers and businessmen who have a definite job for these vehicles to do. There’s no 
‘Jeep’ Utility Wagon wheeling and dealing competition down the street. Nearly 50% of all ‘Jeep’ vehicle sales are 
clean deals. What’s more, ‘Jeep’ vehicle resale value is far greater! And there are additional 
profits from the sale of a wide variety of special equipment. 


Get the detailed facts and see what they can mean to you! Just fill out and mail the 
coupon below. There’s no obligation. Do it right now! 


Fr 
; ee 156 5 
The® az : aler Franchise i 
\ Department N i 
i Willys Motors, Inc. — i 

Toledo 1, Ohi 

; ee ae Address : 
\ Without obligation, please 1 
® i have a es — _ City State l 
. s ® { sive me information about the a 
family of 4-Wheel-Drive vehicles 1 ‘Jeep family franchise. ee ictal 
a ' 
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Market Trend 


Strong performances at all 
levels last weele boosted by $12 
the overall average price of used 
cars sold at wholesale auction, 
according to Automotive News’ 
index, 

Only three models failed to 
participate in the gain: "57s were 
off $32, ’53s dropped $6 and ’5is 
declined $5. The new price of ’57s 
represented a record low for the 
year. 

Price increases amounted to 


$47 on "54s, $28 on °56s, $26 on 
"52s, $24 on ’50s and $16 on ’55s. 


At a group of representative 
auctions last week, the average 
consignment was 188.9 units, with 
a sales ratio of 644 percent. A 
week earlier, 664 percent of 198.9 
units were sold at the average 
auction. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 














MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudley 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at Ii A.M. 
Phone Sherman 4-3263 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4595 So. Sante Fe Littleton, Colo. 
Ph: SU 1-6673 — Smith, Southworth, Kerr 
Auction Every Friday at 12:00 A. M. 

We Issue Auction Checks and Insure Titles 


Crossroads 


. .. where they meet .. . buyers 


and 


dealers. They meet at the dealer auc- 


sellers . . . new and used car 


tions of the nation . . . and on the 
pages of Automotive News. 
You will reach both groups through 


an ad in Automotive News. 





AUTOMOTIVE NEWS, SEPTEMBER 9, 1957 





(Compiled by Automotive News from Auction Reports.) 
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drive, and (ps) indicates power 


steering. 
* * * 


BUFFALO 


(Thruway Auto Auction. Sale every Mon- 
day. Prices are for sale of Aug. 26.) 


(Market dull as a rusty ax until Sep- 
tember prices were established. Then vol- 
ume picked up as buyers recognized real 
value, Sold 64 cars out of 107 consign- 
ments.) 

BUICK—’56 Special Hardtop, $1,625*. ‘55 
Special Hardtop, $1,275*; 4-dr., $1,125. 
’54 Super Hardtop, $1,025*. 

CADILLAC—’'56 (62) coupe, $3,160* (ps). 

CHEVROLET — '57 Bel Air (8) Hardtop, 
=< "55 Two-ten (8) 4-dr.. $1,100; 

2-dr., $990; Delray, $1,095°. '54 Two-ten 

4-dr., $660; 2-dr., $570. ‘53 Bel Air 
Hardtop, $680°; 4-dr., $665; 2-dr., $560, 
$540; Two-ten, $525°, $520, $450. ‘52 
Deluxe 4-dr., $400; 2-dr., $240. ‘51 De- 
luxe 4-dr., $170°. 

CHRYSLER—’54 Windsor 2-dr., 
Imperial 4-dr., $275°*. 
$155. 

DODGE- 


$745°. "53 
"50 Windsor coupe, 
53 Coronet (6) 4-dr., $345°, 2- 
r., $330. ‘52 Coronet Hardtop, $150°*. 


FORD—’'57 Country sedan station wagon, 


$2,.185° (ps); Fairlane Hardtop, $2,125* 
(ps). °55 Ranch Wagon (8) $1,250*; 
Fairlane 4-dr., $1,0560°; Mainline (6) 2- 
dr., $740. "54 Mainline (6) 2-dr., $585, 
"53 Custom (8) 2-dr., $540; Mainline (6), 
$390. "52 Mainline (8) 2-dr., $400; Cus- 
tom, $380. 

HUDSON—'53 Hornet 2-dr., $280°. 

NASH—'53 Statesman 4-dr., $210. "52 Am- 


bassador 2-dr., $145°*. 
OLDSMOBILE—'56 (88) Super conv., 
975°. ‘54 (88) 4-dr.. 2 at $1,175°. 


$1,- 
"53 


| DODGE —- ‘57 





~ 
NNO 
wo 


A RTE 
Dm 


Apr. 


(88) 2-dr., $725°; 4-dr., $655°. "52 (98) 
Hardtop, $410*. °51 (98) Hardtop, $275°. 

PLYMOUTH—'56 Savoy (6) 2-dr., $1,050°*. 
"55 Plaza (8) 4-dr., $975°, $490. ‘54 
Plaza 4-dr., $575. "53 Cranbrook 4-dr., 
$425. 

PONTIAC—’55 Chieftain (8) Hardtop, $1,- 
275°; Star Chief conv., $1,240°. °'54 
Chieftain (6) 4-dr., $525, °53 Chieftain 


oow 
m=O oo 


"56 °57 
June 


(8) station wagon, $590. 
RAMBLER—’52 station wagon, $150. 


STUDEBAKER—’'55 Commander (8) 2-dr., 


$685. 


LITTLETON, 


ion, 


(Denver Auto Auct 


COLO. 


day. Prices are for sale Aug. 23.) 


BUICK— 
575°. 
Super 4-dr., 
$625*. 

CADILLAC—'57 (62) 
(ps), 2 at $4,050° 
$3.650° (ps). ‘55 
(ps); 4-dr., 
$1,925° (ps). 


CHEVROLET —’'57 Bel Air (8) Sport coupe, 
$2,100*, 
"56 Two-ten 
"55 One-fifty (8) 
"54 Two-ten 2-dr., 
$625° (ps). 
‘51 Bel Air coupe, $325°; 
$125. 
NY 4-dr., 
$1,655° (ps); 


$2,325°, $2,195°; 
$1,955°; Two-ten, 
(8) 4-dr., $1,625°. 
dr., $1,005°. 
"53 Bel Air 4-dr., 
$250°. 
$250°. 50 4-dr., 
CHRYSLER—'56 
"55 NY 4-dr.. 
250°. "49 NY 4-dr., 
$2,200° (ps); 
(8) Sport cou 
2 at $330°. 


(ps), 
250° ; 
4-dr., 


Coronet 


"56 Century Riviera coupe, 
"55 Super coupe, $1,225° (ps). 
$1,035* (ps). 
"50 sedan 4-dr., 


4-dr., 
$2,235°. 


conv., 
"54 (62) 


$2,275°*, 


$2,050° 


$160°. 


(6 
pe, 


"52 4-dr., 
FORD—'57 Fairlane (8) ‘‘500"' coupe, $2,- 





CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





ILLINOIS 


QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 


MICHIGAN . 





EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best’ 

Phone: ARdmore 6-4720 





MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 





(8) 


4-dr., 

) conv., 
$2,100° (ps). 

$270. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 











AUTO DEALERS AUCTION 
1 Me. 


Kansas 


6200 Independence 


Checks & 
Bob Ring, Owner 


A 
Gee Workman 
Jack Erwin 


HU 3-7470 


Titles Guaranteed 


Fred Reed, Mgr. 


uctioneers 


Phil Spurgeon 


Jr. 


Whitman 


Sale on Friday: 10:30 a.m. 
Now .. wo Rin 


MICHIGAN 


Selling . .. 
n Half tha Time." 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 


Conveniently located Y_ mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
, WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and tities guaranteed 


Phone Dunkirk 3-0150 





Sale every Fri- 


$1,- 
"s4 
"53 RM coupe, 
$100°. 

conv., 
(ps). 
(62) 
$2,375° (ps). 


2 at $4,100° 
"56 (62) 4-dr., 
$2,450° 
4-dr., 


2- 
$650°. 
"52 4-dr., 
4-dr., 


(ps). 
Nassau, $1,- 


$2,260° 
2 at $2,- 
"53 


Average Prices of Used Cars Sold at Auction 
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Prices of '56s added and '48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956, 
Figures alongside bars represent dollars. 
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Ss "57 


185*; 
Fairlane 
$1,370 (ps); 
230°. 
on, $1,375°*, 


conv., 
(8) 


$1,950°; 2-dr., 
4-dr., $1,425* (ps); 2-dr., 
Custom 4-dr., $1,325*, $1,- 
"55 Country sedan (8) station wag- 
$1,335*; Ranch Wagon, $1,- 
255; Mainline 4-dr., $950. °54 Custom 
(8) 2-dr., $650. '53 4-dr., $570°. 
MERCURY—’54 Monterey coupe, 
"51 4-dr., $260°*. 
OLDSMOBILE — '55 
4-dr., $1,765* (ps); 


$1,735. 56 


$1,075*. 


(88) Super Holiday 

(98) conv., $1,495° 
(ps). "52 (98) 4-dr., $460°. "50 (88) 4- 
r., $145°*. 


PACKARD—'55 (400) 2-dr., $1,600* (ps). 
"51 (300) 4-dr., $145°. 
PLYMOUTH—’'57 Custom (8) station wag- 


on, $2,750* (ps); Belvedere 4-dr., $2,050*° 
(ps); conv., $2,050°, $1,950°. °54 Savoy 
(6) coupe, $580°*. 

PONTIAC — '56 Catalina 4-dr., $1,615*; 
Star Chief coupe, $1,610* (ps). "55 Chief- 
tain 2-dr., $1,080°; 2-dr., $925°. ‘53 
Chieftain 4-dr., $485°. °52 4-dr., $200°. 


RAMBLER —'54 Custom station wagon, 
$950°. 

STUDEBAKER—'53 Champion 
$395. °52 Champion (6) 2-dr., $250*. °51 
4-dr., $175. '50 club coupe, $115. 

MISCELLANEOUS—’57 GMC %-ton pick- 
up, $1,780. ‘55 Ford (6) %-ton pickup, 
$640. °54 Dodge \%-ton pickup, $540. '53 
Dodge %-ton pickup, $335. '52 Chevrolet 
%-ton pickup, $375. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale Aug. 22.) 
(Good sale. Plenty of buyers. Prices 
right on clean units. Late models drop- 
¥ Others firm, Sold 97 cars out of 
28 consignments.) 
pulcn."te Century 4-dr. Riviera, $1,825*. 


(6) 4-dr., 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 





THRUWAY AUTO AUCTION, INC. 
Route 18 B Buffalo, New York 
EVERY MONDAY 
We Have Insured Checks and Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auztion 
Albany 5, N. Y. 
Gray Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State, Insured 
Checks and Titles (Wed.). 


LUCAD 


(Leading Used Car Auction Directory) 





eels the key te a dealer's problem when 


leoking for a place to buy or sell cars. 
-For rates, contact Automotive News, 
2666 Penobscot Bidg., Detroit 26. 





—_ 


$880*. ’°53 Supe Riv. 
Hardtop, $600°; 4-dr, 

$410° (ps); 
’51 Super 4-dr,, 


*54 Century 4-dr., 
era 2-dr., $630°; 
$475*. °52 RM Hardtop, 
Super Riviera, $275*. 
$300*. 
CADILLAC—’49 (62) 4-dr., $280*. 


CHEVROLET—’56 Bel Air (8) 4-d:, $1, 
600*. °55 Two-ten (6) 4-dr., $95). "% 
Two-ten (6) 4-dr., $835*; Styleline 2-dr, 
$730. ’°53 Bel Air (6) sedan, $5'5 "5 
Bel Air 2-dr., $450; Hardtop, $280°. 
Styleline Special 4-dr., $130. °50 cony, 
$320; 4-dr. sedan, $270; Fleetlin Spe. 
cial 2-dr., $250; station wagon, $259. 
Styleline Deluxe 4-dr., $175. 


DeSOTO—’53 Firedome (8) 4-dr., $¢70*, 

DODGE—’56 Lancer (8) 2-dr., $1,595*. "55 
Coronet (8) Hardtop, $1,450° (ps, $1, 
240° (ps). "53 Meadowbrook (6) 4-dr, 
$400; Coronet, $370*. ‘52 4-dr. sed 
$185. '51 Coronet 4-dr., $170, $12(*. 

FORD—’57 Custom (8) 4-dr., $1,650; 
$1,650, °56 Country Sedan, (8) 
wagon, $1,650*°; ranch wagon, 
Victoria Hardtop, $1,550*; Fairlane club 
sedan, $1,300* (ps), $1,100. '55 Fuirlan 
(8) 4-dr., $1,040; 2-dr., $1,120*; Cus 
tom, $1,000; 4-dr., $915*. °54 Victoria 
(6) Hardtop, $765; Custom 4-dr., $589, 
'53 Victoria (8) sedan, $860*°; 2-dr,, 
$675; Custom (8) 4-dr., $525*; 2-dr., 
$540, $500, $470; Mainline (6), $475, 
$410. °52 Custom (8) 4-dr., $400, Vie- 
toria Hardtop, $350*. °51 Deluxe ‘8) 4 
dr., $225; station wagon, $135. "50 Cus. 
tom (8) 4-dr., $155. °49 (8) 2-dr., $116, 
’46 Cab and express body, $210. 

HUDSON—’54 Super Wasp 4-dr., $405. 

IMPERIAL—’53 4-dr., $630° (ps). 

MERCURY "51 2-dr., $340. °51 sedan, 
$260. 

NASH—’55 Super Rambler station wagon, 
$1,015. '53 Ambassador Super (6) 4-dr., 
$480. 

OLDSMOBILE 
wagon 4-dr., 


(6), 
station 
$1,350; 


’57 Hardtop station 

$2,825*. °56 (88) 2-dr., $1. 
575*. °53 (98) Holiday 2-dr., $870*. ‘51 
(88) 4-dr., $225°. 

PLYMOUTH — '56 Belvedere (8) 
Suburban, $1,750°. ‘55 Savoy (8) 2-dr, 
$895. '54 Savoy 4-dr., $680*°; Plaza, $610, 
"53 Cranbrook 2-dr., $470; Belvedere 
Hardtop, $445. °51 Cranbrook 4-dr,, 
$130. ‘50 Sport Deluxe 4-dr., $105. 

PONTIAC—'55 Star Chief (8) coupe, $1, 
400*. '53 Catalina (8) 2-dr., $725. '51 2 
dr., $150*. °48 (8) 2-dr., $100°. 

MISCELLANEOUS—'S4 Ford ‘%-ton pick- 
up, $530. °53 Henry J, $250, $125. ‘52 
Studebaker %-ton (6), $400; Chevrole 
carryall, $220. '51 Ford (8) %-ton pick- 
up, $310; Chevrolet i1-ton panel, $150. 
"49 Studebaker %-ton pickup, $200. ‘41 
Cadillac Hearse, $275. '32 Durant coupe, 
$115. 


Sport 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 

Prices are for sale of Aug. 23.) 

(Market appeared to be just a little 
soft, although cars were not selling be- 
low last week's prices. Sold 200 cars out 
of 277 consignments.) 

BUICK—’57 Special 4-dr. Riviera, $2,320°. 
‘56 Super 4-dr. Riviera, $1,920° (ps); 
Century, $1,890°, $1,685°; Special, $1,- 
815*. °55 Special sedan Riviera, $1,355*; 
4-dr., $1,215°; Century conv., $1,105* 

(Continued on Page 47, Col. 1) 


NORTH CAROLINA 
RALEIGH — Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!” 


“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 
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(ps). "54 Century sedan Riviera, $1,085. 
'53 Special 2-dr., $645*, $525, 2 at $500. 

CADILLAC—’'56 coupe de Ville 4-dr., $3,- 
150% (ps); (62) coupe, $3,135*, °54 (60) 
Super 4-dr., $1,945* (ps); (62), $1,785* 
(ps). °52 coupe de Ville, $740*. 

CHEVROLET—’57 Bel Air (8) coupe, $1,- 
970*; 2-dr., $1,700. °56 Two-ten (6) 4- 
dr., $1,245. °55 Two-ten (6) station 
wagon, $1,295*; 2-dr., $865, $780; (8), 
$930, $900, $895, $820, $810, $805; Bel 
Air coupe, $1,180°; 4-dr., $1,025*, $860°, 
$795. '54 Bel Air conv., $830; 4-dr., $800, 
$770*, $750, $630°; Two-ten 2-dr., $685, 
$620, $590, $550. °53 Bel Air 2-dr., $615, 
$565", $490*, $475; Two-ten, $495*, $460. 
RYSLER—’56 Windsor conv., $1,945*. 

aa Windsor coupe, $1,470* (ps), $1,450*° 
(ps). °53 Windsor club coupe, $550*. "51 
Windsor 4-dr., $270*; Imperial, $250°, 
$225°. 

DODGE—’56 Coronet (6) 
$965. °55 Coronet (6) 
Coronet (6) 2-dr., $355*. 

FORD—’57 Fairlane (8) sedan Victoria, 
$2,185*, $1,940°; Ranch Wagon, $1,800; 
Custom 4-dr., $1,730. °56 Thunderbird, 
$2,500*; Fairlane (8) Victoria, $1,420°; 
2-dr., $1,320%; Custom 4-dr., $1,340°, 
$1,160, $1,140, $1,120, $1,095, $1,090°; 
(6), $1,115, $1,110. ‘55 Fairlane (8) 
sedan Victoria, $1,285*; Custom 2-dr., 
$905*, $860, $820, $795. i 

HUDSON—’53 Hornet 4-dr., $365°*. 

MERCURY—’57 Monterey 4-dr. Hardtop, 
$2,325*. °55 Montclair 4-dr., $1,245°* 
(ps); 2-dr., $1,040. 54 Monterey coupe, 
$940*, $900°, $760°. ‘53 Monterey coupe, 

70°; 4-dr., $575°, $550°. 2 

NASH "53 Statesman (6) 4-dr., $345. "51 
Ambassador 4-dr., $105°. 

OLDSMOBILE — '57 (88) Holiday sedan, 
$2,540° (ps). '56 (98) Holiday 4-dr., $2,- 
210° (ps). "55 (88) Super 4-dr., $1,435°* 
(ps). "54 (98) 4-dr., $1,195°. °52 (98) 
4-dr., $595*. °51 (98) 4-dr., $200°, $170°, 
$155°. "50 (88) conv., $185°. 

PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 
850°. "56 Savoy (8) 4-dr., $1,105, $1,- 
075. °55 Belvedere (8) coupe, $1,065; 
Plaza 2-dr., $700. "54 Savoy 2-dr., $610; 
Belvedere 4-dr., $485°. ‘53 Cranbrook 
4-dr., $480°; Cambridge, $300. 

PONTIAC — '54 Star Chief (8) Catalina 
sedan, $975*; 4-dr., $785*. '53 Chieftain 
(8) Deluxe 4-dr., $505°; Chieftain (6) 
2-dr., $380°, $295. "50 Star Chief Cata- 
lina sedan, $135°; 4-dr., $150. 

BLER 


$1,185*, 


2-dr., 
$725. °53 


2-dr., 


RAM — °'55 Cross Country station 
wagon, $1,300°, $1,175*, $1,125°. 
STUDEBAKER—’'55 Champion (6) 4-dr., 


$815*. "51 Commander (8) 4-dr., $110*. 
MISCELLANEOUS—'57 Borgward station 
wagon, $1,825. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 

day. Prices are for sale of Aug. 27.) 
(Sold 283 cars out of 407 offered.) 

BUICK—'57 Super Riviera, $2,650° (ps); 
Special Riviera, $2,200* (ps). '56 Special 
Estate Wagon, $2,160° (ps); Riviera, 
$1,805* (ps), $1,760° (ps); 4-dr., $1,775*, 
$1,700°; Super Riviera, $2,085° (Ps) ; 
Century Riviera, $1,950° (ps), $1,845 
(ps); RM Riviera, $1,830° (ps). '55 RM 
Riviera, $1,370° (ps); Century Riviera, 
$1,320*, $1,175° (ps). "54 Super Riviera, 
$1,000* (ps), $980*; RM Riviera, $920 
(ps); 2-dr., $935° (ps); Super 4-dr., 
$915*. "53 Super Riviera, $645°; Special 
Riviera, $570°. ‘52 Special 4-dr., $355. 
‘51 RM Riviera, $300*, $285°. 5 

CADILLAC—'57 (62) conv., $4,300° (ps). 
"56 sedan de Ville, $3,495° (ps), $3, 
















. 
(ps), 235° (ps); (62) coupe, $3,135 
ined: fe. $2,800° (ps). ‘55 (62) coupe, 
$2,450° (ps). "53 (62) 4-dr., $1,165 


(ps), $1,085* (ps); coupe, $900°. ‘52 4- 
dr., $865*. '50 4-dr., $300°. . 
CHEVROLET—’57 Bel Air (8) 2-dr., $2,- 
175* (ps); 4-dr., $2,030°; Delray, $1,- 
’56 Bel Air 2-dr., $1,975° (ps), 
4-dr., $1,785* (ps), $1,545 
Air’ (6) 4-dr., $1,535°; Two- 
4-dr., $1,365°; 2-dr., $1,245; 
(6) 4-dr., $1,260. "55 Bel Air 
(8) 2-dr., $1,460°, $1,230°; 4-dr., $1,195, 
$1,120*, $915; Bel Air (6) 2-dr., $1,200°; 
Delray (8) 2-dr., $1,150°; Two-ten (6) 
4-dr., $865. ‘54 Bel - ae ee 
station wagon, $975; -dr., 
$780; Two-ten (6) 4-dr., $820°, $685, 


$660; 2-dr., 50. °53 Two-ten 4-dr., 
$655, $535, seo; Bel Air 2-dr., $595, 
$495. °52 Two-ten 2-dr., $360, $290; 


One-fifty 2-dr., $240. a 
CHRYSLER—’55 Windsor Nassau, $1,475 
(ps), $1,460°; 2-dr., $1,325°, $1,290°, "53 

Windsor 2-dr., $600°, $490°. a 
DeSOTO—’54 Powermaster 4-dr., $570 ™ 
DODGE—’56 Coronet (8) Hardtop, $1,550 : 
"55 Coronet (8) 2-dr., $1,225%, $1,045; 
Coronet (6) 2-dr., $830. "54 Royal (8) 
2<dr., $810%. ‘53 Meadowbrook station 
wagon, $360; Coronet (8) 4-dr., $325°; 
2-dr,, $250, "52 2-dr., $335. a 
FORD—’57 Retractable Hardtop, $2,715*; 
Country sedan, $2,255° (ps); Fairlane 
(8) 500 sedan, $2,050*° (ps). "56 Country 
sedan, $1,870; Ranch Wagon, $1,320°; 
Country Squire, $1,315; Fairlane (8) =f 
dr., $1,700*; Victoria, i $1,605°, 
$1,585° (ps), $1,470*; conv., $1,490°; 
Sedan Town, $1,440*, $1,300; 2-dr., $1,- 
250; Custom (8) conv., $1,240; 4-dr., 
$1,150, $1,140. ’55 Fairlane (8) Victoria, 
$1,335, $1,275, $1,180; Ranch Wagon, 
$1,295; Country Squire, $1,225; Sedan 
Town, $1,205* (ps); Custom (8) 4-dr., 
$925; Custom (6) 4-dr., $895*, $565. °54 
Crest 4-dr., $820; Custom (8) 2-dr., 
Main (8) 4-dr., $805°. 
*; Custom (8) 


Wi 4-dr., $415. '53 Hornet 4-dr., $285; 
Wasp 2-dr. S255; Super Jet 4-dr., — 
Ps); 


LINCOLN—’53 Capri 2-dr., $750* 
$350* ( 


. "54 Monterey 
4-dr., $725°; as 4-dr., — 
2-dr., $615. "53 2-dr., $550°; 4-dr. 

NASH’$6 Statesman’ 4-dr., $1,235*. ’54 
4-dr., $630*, 52 4-dr., $215°*. 

OLDSMOBILE —’'56 (88) Super Holiday, 
$2,100* (ps), $2,095* (ps), $2,050°; (88) 
Holiday, $1,970* $1,955*; (98) 
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Holiday, $1,055*; (88) 2-dr., $715*. ’53 
(88) Super Holiday, $785* (ps), $690* 
(ps); (98) Holiday, $635*; 4-dr., $540* 
(ps). '52 (88) Super 2-dr., $250* (ps). 

PACKARD—’55 ‘‘400’’ 2-dr., $1,385* (ps). 
’53 Clipper 4-dr., $300*. 

PLYMOUTH—’57 Belvedere (8) Hardtop, 
$2,115* (ps); Plaza (6) 2-dr., $1,500. 
"56 Fury (8) 2-dr., $1,675*; Savoy (6) 
4-dr., $970. '55 Savoy 2-dr., $750; Plaza 


(6) 2-dr., $635. °54 Savoy 4-dr., $410. 
’53 Cranbrook 4-dr., $475; Plaza 2-dr., 
$280*. 


PONTIAC—'56 Star Chief 4-dr., $1,765* 
(ps). '55 Star Chief 4-dr., $1,415* (ps). 
"54 Star Chief 2-dr., $1,025*; Chieftain 
4-dr., $705*, $485*, $450, '53 Star Chief 


Catalina, $570* (ps); Chieftain 4-dr., 
$400*, $330*, $300. '52 Catalina, $355*; 
4-dr., $260°. '50 Catalina, $200*. 


STUDEBAKER — '56 Golden Hawk, $1,- 
495°. 

MISCELLANEOUS—’56 Ford %-ton pick- 
up, $1,100; Volkswagen 2-dr., $1,455, 
$1,425. '55 Chevrolet Carryall, $775. 


FLINT, MICH. 


(Flint Auto Auction, Inc, Sale every 
Wednesday. Prices are for sale of Aug. 28.) 
(Despite a steady rain all day the ac- 


cial Riviera, $2,350*. °56 Special conv., 
$1,650*, $1,645; 4-dr., $1,110*. °55 Cen- 
tury 4-dr., $1,395*; Riviera, $1,295* (ps); 
Super Riviera, $1,290* (ps). °54 Special 
2-dr., $1,035*. 53 Super Riviera, $670*. 
"51 Super Riviera, $245*; 4-dr., $245°. 

CADILLAC—’55 (62) 4-dr., $2,250* (ps). 
"54 (60) 4-dr., $2,185* (ps). 

CHEVROLET — ’'57 Two-ten (8) station 
wagon, $2,225*. '56 Bel Air (8) 4-dr., 
2 at $1,600*, $1,400*; Two-ten (6) 2-dr., 
$1,245. '55 Two-ten (8) club coupe, $1,- 
140*; 2-dr., $1,075, $1,025*; 4-dr., $870*, 
$640; Bel Air (6) 4-dr., $1,035*; Two- 
ten (6) 2-dr., $910, $890; One-fifty (6) 
4-dr., $905. ‘54 Two-ten 4-dr., $680*, 
$640°; 2-dr., $650; Delray, $650*, °53 
Bel Air club coupe, $725*; Sport coupe, 
$575; 4-dr., $400; One-fifty club coupe, 
$540, $500; Two-ten 4-dr., $485; club 
coupe, $455. '52 2-dr., $375*, $285; 4-dr., 
$200. °51 4-dr., $135*. 

CHRYSLER—’52 Windsor sedan, $105*. 

DeSOTO—’55 Firedome (8) 4-dr., $1,195*. 
‘54 Firedome (8) club coupe, $635*. '53 
Firedome (8) club coupe, $480* (ps); 
Powermaster 4-dr., $415*. 

DODGE—’54 Royal (8) club coupe, $500*. 
"53 Coronet (8) 4-dr., $380, $200. 

FORD—’57 Custom (6) 2-dr., $1,620. 56 
Fairlane (8) Hardtop, $1,570* (ps); 
conv., $1,570* (ps), $1,430* (ps); Ranch 
Wagon, $1,495*, '55 Country sedan, $1,- 
430; Fairlane (8) club coupe, $1,275* 
(ps), $1,150; 4-dr., $1,090* (ps); 2-dr., 
$975*; Custom (8) 4-dr., $1,075*; conv., 
$1,030* (ps). '54 Country Squire, $1,225*; 
Custom (8) club coupe, $795. ’53 station 


wagon, $815; Custom (8) 4-dr., $580*; 
conv., $470, $400. °52 station wagon, 
$705; Custom (8) 4-dr., $375. °51 Vic- 


toria, $340*; 2-dr., $185. 


tivity on the block was very good. Sur- | HUDSON—’51 Hornet club coupe, $100. 


prising thing is that prices are still very 
good on clean and sharp cars. Sold 120 
cars out of 174 consignments.) 

BUICK—’57 Century Riviera, $2,500*; Spe- 


How much of your overhead does your service department pay for? 
Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 
tion department. Sometimes a simple change can speed up job turn- 





MERCURY—’55 Montclair club coupe, $1,- 
305*. °54 Monterey Sun Valley coupe, 
$930°; Custom 4-dr., $600, $335. '53 Cus- 
tom club coupe, $555, °51 4-dr., $170. 





Model Breakdown 
Of Auction Averages 








Sept. 1957 Aug. July 
Model To Date 1957 1957 
1957 $2,140 $2,172 $2,213 
Bh cssevsverreve 1,551 1,523 1,553 
1955 1,211 1,195 1,202 
863 816 830 
523 529 538 
356 330 345 
231 236 248 
206 182 199 
Average $ 885 $ 873 §$ 891 





NASH—’55 Ambassador Hardtop, $1,250*. 

OLDSMOBILE—’56 (88) Super 4-dr., $1,- 
815*; (88) club coupe, $1,750* (ps). '55 
(88) 2-dr., $1,505* (ps), $1,215*. °54 (98) 
4-dr., $1,090* (ps), $1,025* (ps); conv., 
$1,050* (ps); (88) Super 2-dr., $1,040*, 
$955*. °52 (88) Super 4-dr., $250°, ’51 
4-dr., $200*. 

PACKARD—’51 Clipper 4-dr., $140*, 

PLYMOUTH—’ 57 Savoy (6) 4-dr., $1,630*. 
"56 Belvedere (8) conv., $1,050; Savoy 


(6) 2-dr., $980. 55 Plaza (8) station 
wagon, $1,210, $1,050. ‘53 Belvedere 
Hardtop, $300; Savoy 4-dr., $285. °51 


club coupe, $200. 

PONTIAC—'56 Chieftain 2-dr., $1,100. ’55 
Chieftain 4-dr., $1,000* (ps). '54 Chief- 
tain 2-dr., $700°, °53 Catalina, $645°. 
"51 coupe, $240°. '50 4-dr., $105°. 

RAMBLER—’55 station wagon, $1,175*. 


Will Socony Mobil do more 
than train my personnel in 
proper lubrication techniques ? 
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STUDEBAKER — °52 Commander Land 
Cruiser, $215°. 

WILLYS—’52 Aero Lark 2-dr., $120, 

MISCELLANEOUS—’55 Volkswagen Ssun- 
top, $1,175. ’53 Kaiser 4-dr., $170. ’29 
Essex coupe, $170, 


PORTLAND, ORE. 


(Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Aug. 27.) 
BUICK—’56 Century Hardtop, $2,025* (ps); 

Special conv., $1,800* (ps). '55 Century 


2-dr, Hardtop, $1,475*, $1,475* (ps), 
$1,345; Special Hardtop, $1,200*. °’54 
Special conv., $980*; 2-dr., $900*, ’53 


Special 4-dr., $705*. 52 Super Hardtop, 
$600*; RM 4-dr., $465* (ps), '51 4-dr., 
$325*; 2-dr., $230*. '50 2-dr., $165, 

CADILLAC—’55 (62) coupe de Ville, $2,- 
700* (ps). °51 4-dr., $700*, $650*, $600*, 
"50 4-dr., $540*. 

CHEVROLET—’57 Bel Air (8) 4-dr, Hard- 
top, $2,205*, $2,070*. °56 Two-ten (8) 
2-dr., $1,360, $1,300, $1,260; One-fifty 
(8) 4-dr., $1,150, $1,140. °55 Two-ten 
station wagon, $1,565*, $1,440*, 2-dr., 
$1,165, $1,100; 4-dr., $1,090*; Two-ten 
(6) 2-dr., $1,175*; 4-dr., $1,055; Delray 
2-dr., $1,320*; Bel Air (8) 4-dr., $1,250*; 
Bel Air (6) 4-dr., $1,120. ’54 Bel Air 
4-dr., $840*; Two-ten 4-dr., $795, $700, 
$675. °52 station wagon, $695*; 4-dr., 
$500*, $475°; 2-dr., $460*, $385. 

CHRYSLER—’53 Windsor 2-dr., $600*, 


—_ Custom 4-dr., §435*, $320, 
125°. 
DODGE—’56 Royal (8) Hardtop, $1,700* 


(ps). °53 station wagon, $680. 
FORD—’'57 Fairlane (8) 500 Hardtop, $2,- 
310° (ps); station wagon, $2,300*. °56 
Custom (8) station wagon, $1,675*, $1,- 
585*, $1,495; Fairlane (8) 2-dr., $1,585, 
$1,510*, $1,225*. '55 Fairlane (8) Hard- 
top, $1,350, $1,315* (ps), $1,310*; 2-dr., 


(Continued on Page 50, Col. 1) 
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Socony Mobil can help boost your 
service absorption in many important ways! 


over .. . increase volume. 


We're ready to give you the benefit of years of merchandising ex- 
perience . . . suggest sales tips . . . give you vital retailing information 
that can change labor and parts sales figures from red to black. 

And, of course, there’s our lubrication training program. We'll in- 
struct your men on the most up-to-date equipment . . . show them 


proper lubrication techniques on the make of car you sell. 


personnel. 


Mobil means business ...more business for you! 
Leader in lubrication for 91 years 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO.,-GENERAL PETROLEUM CORP. 


Here's why it’s good business 
to do business with Socony Mobil 
© You get America’s top sellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 


© You get the help of experienced men to 
help you boost service absorption. 


© You get expert on-the-job training for your 
e You get the benefit of merchandising and 


lubrication knowledge unsurpassed in the 
petroleum industry. . 
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1. Champ Terry Townsend streaks to victory in the 1957 All-American. His triumph 
earned him free trip to Europe and $5,000 college scholarship from Chevrolet. 


Celebrities— Roy Rogers, Dale Evans, Dinah Shore, 





RECORD-BREA 





Akron, Ohio, hosts 20th anniversary race— 
greatest spectacle in Derby history! 


A record 70,000 spectators overflowed Derby Downs, Akron, Ohio, to 
watch the 20th Anniversary running of the All-American Soap Box 
Derby on August 18, 1957. And a record field of 159 city champions from 
the U.S.A., Canada, Alaska, Western Germany and the Philippines went 
down the hill in America’s greatest amateur racing event. Winner of the 
All-American and the new champion of champions was 14-year-old Terry 
Townsend, of Anderson, Indiana. The special U.S. Guest Trophy Race 
for boys outside of the United States was won by Andy Vasko, 15, of 
St. Catharines, Ontario, Canada. 


The 20th All-American is over, but its effects will help build the character 
of each boy. Through the years, the Derby has become one of America’s 
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George Montgomery, James 
—help eliminated champs cheer on other boys still competing. 


20™ ALL-AMERICAN SOAP BOX DERBY 








KING CROWD OF 70,000 
CHEERS 159 BOYS IN 20th ALL-AMERICAN! 


most inspiring and constructive youth events. It couldn’t be so without 
the efforts of Chevrolet dealers, newspaper, television and radio people 
and civic and fraternal groups. All have given unsparingly of their time 
to make the Derby the great event it is today. 


To them is due sincere thanks. But their greatest thanks will come from 
the boys themselves and their achievements in later life. . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 





4. Champions carry their colorful city flags in the spectacular “Parade of Cham- 
pions” which precedes the running of the All-American Derby. 


2. K. E. Staley, executive assistant general sales manager of Chevrolet, presents the 
$5,000 college scholarship award to the winner at the Banquet of Champions. 


7. E. N. Cole, vice president of General Motors and general manager of Chevrolet, the coveted first-place trophy. Immediately after winning his championship 
presents the 1957 All-American Soap Box Derby Champion, Terry Townsend, with young Townsend was flown to New York to leave for his 14-day European tour. 


5. George Montgomery, winner of celebrities’ Oil Can Trophy Race, is shown 6. Over 2,500 people, including 27 bands from the United States and Canada, 
with James Stewart, W. G. Power, Chevrolet advertising manager, and Roy Rogers. marched in the gala ‘“‘Parade of Champions” during pre-race ceremonies. 
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$1,250°; 4-dr., $1,220; Custom (8) 2-dr., 
$925. '54 Custom (8) 4-dr., $790; 2-dr., 
$725, $675; Main (8) 2-dr., 2 at $615. 
52 conv., $600; Hardtop, $580; 4-dr., 
$525, $520*, $500; 2-dr., $420*. '51 4-dr., 
$305. °50 2-dr., $340; station wagon, 
$270; 4-dr., $170. ‘49 4-dr., $145. 

HUDSON—’55 Hornet 4-dr., $1,270* (ps). 

LINCOLN—’56 Premiere Hardtop, $2,800* 
(ps). 

MERCURY—’'56 Custom 4-dr., $1,500*. '54 
Monterey Hardtop, $1,090, $1,075; 2-dr., 
$985; 4-dr., $965. ‘52 Monterey 4-dr., 
$415. ‘51 club coupe, $550; 4-dr., $345. 
"50 4-dr., $200, $120. 

NASH—’'51 Statesman 2-dr., $150. 

OLDSMOBILE — '56 (98) conv., $2,130* 
(ps); (88) 2-dr., $1,650*%. °55 (88) 4-dr., 
$1,445*. ‘54 (98) Hardtop, $1,420* (ps); 


(88) 4-dr., $1,250° (ps). "53 (98) 4-dr., 
$890* (ps); (88) Super 4-dr., $800*. '52 
(98) 4-dr., $465. °51 (88) 4-dr., $355. 
"50 2-dr., $305*, $300*, $250*. ‘49 Hard- 
top, $250*. 

PACKARD—’'55 Patrician 4-dr, Hardtop, 
$1,560* (ps). °53 2-dr., $450. 52 4-dr., 
$325°. 

PLYMOUTH—’57 Belvedere (8) 4-dr., $2,- 
090° (ps). °55 Savoy (8) 4-dr., $1,000. 


"54 Belvedere Hardtop, $865*; Savoy 4- 
dr., $660; 2-dr., $650; Plaza 4-dr., $535. 
"51 4-dr., $325. 

PONTIAC—’56 Star Chief Hardtop, $1,- 


910° (ps). °55 Star Chief Hardtop, $1,- 
265°; Chieftain 2-dr., $1,200*; 4-dr., 
$990°. ‘54 Chieftain 4-dr., $725°. ’53 


Chieftain station wagon, $800* (ps); 
4-dr., $600; conv., $555*. °52 Chieftain 
4-dr., 2 at $480*, '51 2-dr., $350*; 4-dr., 


$310*. °50 Hardtop, $295*; 4-dr., $160*. 
RAMBLER —'55 station wagon, $1,435*, 
$1,335; 4-dr., $1,045, $1,040*. 
STUDEBAKER — ’'55 Speedster Hardtop, 
$1,605* (ps). 50 coupe, $325. 
WILLYS—’53 Aero Lark 4-dr., $365. 
MISCELLANEOUS—’55 Chevrolet cab and 
chassis, $875. °54 Dodge %-ton pickup, 
$685. °50 Ford panel truck, $225; Inter- 
national Metro van truck, §295; Metro 
=” truck, $350. °49 Ford pickup, 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 
day. Prices are for sale of Aug. 27.) 

(Sold 117 cars out of 210 consign- 
ments.) 


BUICK—’56 Special 4-dr. Estate Wagon, 
$1,985; Riviera sedan, $1,895*, $1,650*; 
2-dr., $1,665°, $1,535°; 4-dr., $1,585°*. 


’55 Special 4-dr. Riviera, $1,440*; 2-dr., 
$1,357, 2 at $1,350°, $1,200; Super 4-dr., 


$1,435* (ps), $1,290*%; Century conv., 
$1,350* (ps). ‘54 Super 2-dr. Riviera, 
$1,100*, $985°; 4-dr., $1,000*, $995*, 
$900*; Special, $1,055*. °53 Super 2-dr. 


Riviera, $585*, $565; Special 4-dr., 2 at 
$550*. 

CADILLAC — '57 coupe de Ville, $4,425* 
(ps). °54 (60) 4-dr., $1,710* (ps). ’53 
(60) 4-dr., $1,050*. 


CHEVROLET—’57 Bel Air (8) conv., $2,- 
235°; 2-dr., $2,020*; Two-ten (6) 4-dr., 
$1,975*. °56 Bel Air (8) Sport coupe, $1,- 
670°; 4-dr., $1,650* (ps), $1,635*, $1,- 
375; One-fifty 2-dr., $1,115. ’55 Delray 
(8) 2-dr., $1,195, $1,185*; Bel Air (6), 
$1,165*; (8) 4-dr., $1,030*, $1,000*, °54 
Bel Air station wagon, $875*; club coupe, 
$830*, $735*; 4-dr., $800. 53 Deluxe 2- 
dr., $510; One-fifty, $475* (ps), 2 at 
$425, $380; 4-dr., $445, $425. °52 2-dr., 
$195; 4-dr., $175*. °51 4-dr., $280*, $150. 

CHRYSLER—’56 Windsor 4-dr., $1,665". 
*55 Windsor 4-dr., $1,450*. 

DODGE—’53 Meadowbrook 4-dr., $245, ’50 
Wayfarer club coupe, $135. 

FORD—’ 57 Country sedan (8) station wag- 
on, $2,310*%, $2,200*, $1,920, $1,890; 
Fairlane 2-dr., $2,225*, $1,580; 4-dr., 
$2,185*. °56 Fairlane (6) club coupe, 
$1,405*; Mainline (8) 4-dr., $1,355*; 
Custom 2-dr., $1,250*; (6) 4-dr., $1,145*. 
55 Thunderbird conv., $1,905* (ps); 
Country Squire station wagon, $1,600*, 
$1,105; Mainline 4-dr., $980°. °54 Sky- 
liner (8) 2-dr., $900*%; Custom 4-dr., 
$675. °53 Victoria (8) club coupe, $725* 
(ps); Custom 2-dr., $607, $515*, $450*; 
4-dr., $550*, $520. °50 2-dr., $120. 

LINCOLN — ’56 Premiere 4-dr., 
$2,310* (ps). 

MERCURY—’57 Monterey 4-dr., $2,415* 
(ps), $2,410*; Montclair Phaeton, §$2,- 
400°. °56 Custom club coupe Hardtop, 
$1,500*. ’°54 Custom club coupe, $815*. 

NASH—’54 Statesman 4-dr., $875*. 

OLDSMOBILE — '57 (88) conv., $2,640* 
(ps); Holiday club coupe, $2,450* (ps). 
"56 (88) club coupe, $1,800*%; 4-dr., $1,- 
700*. °55 (88) 4-dr. Holiday, $1,610* 
(ps); club coupe, $1,490*. °54 (98) 4-dr., 

’ $1,125* (ps); (88), $1,055*; 2-dr., $1,- 
015°. 

PLYMOUTH—’57 Plaza (8) 2-dr., $1,535. 
’53 Plaza 4-dr., $275, $260. 

PONTIAC—’55 Chieftain club coupe, $1,- 
445°, $1,310*, $1,250°; 4-dr., $1,125*; 


Star Chief conv., $1,385* (ps). ’53 Chief- 

tain 2-dr. Deluxe, $530*, $475. 
STUDEBAKER — ’57 Commander (8) 4- 
¥%-ton 


dr., $1,775*. 

MISCELLANEOUS — '55 Ford (6) 
pickup, $750; Express, $575. °54 Ford 

1-ton Express, $550. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale Aug. 26.) 
BUICK — ’57 RM 4-dr. Riviera, $3,495* 

(ps). °56 Century 4-dr, Riviera, $1,850. 

55 Century 4-dr. Riviera, $1,325; Spe- 

cial, $1,220. °54 Special conv., $1,050; 

4-dr., $880; Century, $940. °53 Special 


4-dr., $350. 
CADILLAC—’57 (62) 4-dr., $4,800* (ps), 
(62) coupe de Ville, 


$4,185* (ps). °56 
$3,750* (ps). °55 (62) 4-dr.. $2,600* 
(ps); (60), $2,525* (ps). °54 (62) coupe 
de Ville, $2,100° (ps). °53 (62) 4-dr., 
$1,350° (ps). 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
350° (ps), $2,220*, $2,025, $2,015, $1,- 
990; 2-dr.. $2,100; Two-ten 4-dr., $1,- 
900; One-fifty (6) 2-dr., $1,800. ’56 Bel 
Air (8) 4-dr., $1,690, $1,655, $1,650, $1,- 
585; Two-ten (6) 2-dr., $1,275*; (8), 
$1,245. '55 Bel Air (8) 4-dr., $1,200. '54 
Bel Air 4-dr., $780, $620. '53 Two-ten 
4-dr., $625, $590. 

CHRYSLER—’57 Saratoga 4-dr., $2,950*. 
’53 Windsor 4-dr., $515. 

DeSOTO—’57 Firesweep 4-dr., $2,195*. °55 
Firedome 4-dr., $1,585. °52 Firedome 4- 
dr., $395. 

DODGE—’57 Coronet (8) 2-dr. Hardtop, 
$2,300, $2,200. °55 (8) 2-dr. station wag- 
on, $1,425. '52 Coronet (6) 4-dr., $350. 

FORD—’57 Country sedan (8) station wag- 
on, $2,295* (ps), $2,180; Fairlane conv., 
$2,225; 2-dr. Hardtop, $2,130°, 2 at $2,- 
125°; 4-dr., $2,130, 2 at $2,125; Custom, 
$2,000* (ps), $1,940*°, $1,725, $1,705. ‘56 
Fairlane (8) 2-dr., $1,615* (ps), $1,510; 





A New Mone 
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-Maker for 


Chevrolet and Pontiac Dealerships 


PY 


G. 
original, scientific car ap- 
pearance treatment that 
provides maximum beauty 
and protection with mini- 
mum of effort. With this 
complete, three-piece 
beauty kit, owners can 
give their cars a profes- 





M. Liquid Glaze is the 


sional job at a low “do-it- 
yourself” price. 


Effective, Easy- Exclusive Aerosol “ Attractive Self-Selling 


to-Use Cleaner 


Spray Polish 


Display Carton 


G. M. Liquid Glaze cleaner has 
exactly the right formula to re- 
move traffic film, road dirt, 
weather spots and oxidation— 
restoring the car’s original paint 
beauty, color and gloss—quickly, 
easily and most effectively. 


Part No. 987722 


G. M. Liquid Glaze in the 
“spraytainer” is amazingly easy 
to spray on and wipe off. By 
actual test its amazing secret 
Glazite ingredient provides 
more measurable protection and 
longer lasting brilliance than 
any other polish product. 


Displayed on parts counter, in 
showroom, or service depart- 
ment waiting room, this attrac- 
tive and complete kit will prac- 
tically sell itself. Tested in the 
laboratories of both Chevrolet 
and Pontiac. Sell your cus- 
tomers approved products. 


Group No. 8.800 


Order Through Your Normal Shipping 
General-Motors Parts Warehouse 


—— 


conv., $1,575, °55 Custom (8) Country 
sedan station wagon, $1,445. '53 Custom 
(8) 4-dr., 2 at $600, $565, $550. 

HUDSON — ’57 Custom Hornet (8) 2-dr, 
Hardtop, $2,350. °55 Hornet (8) 2-dr, 
Hardtop, $990. 

LINCOLN—’56 Capri coupe, $2,440* ps), 
’55 Capri coupe, $1,675*. 

MERCURY—’57 Montclair 4-dr. Phacton, 
$2,925; 2-dr. Hardtop, $2,325, $2,050 56 
Custom 2-dr. Hardtop, $1,590. '55 } ont- 
clair 2-dr. Hardtop, $1,420. °54 Mon‘clair 


4-dr., $975, $835. °'53 Montclair “-dr,, 
$680, '50 Custom 4-dr., $145. 

OLDSMOBILE — ’57 (88) Fiesta station 
wagon, $3,375*; Super 4-dr. Har itop, 
$2,950*. °56 (98) 4-dr. Hardtop, $2 250° 
(ps); conv., $2,080* (ps); (88), $1,995, 
$1,895, $1,730, $1,445; 2-dr., $1,750. °55 
(98) 4-dr. Hardtop, $1,550; (88) 2-dr,, 
$1,345. 

PLYMOUTH — ’'56 Suburban (8) station 
wagon, $1,450; 2-dr., $1,365. ’51 Cran. 
brook 2-dr., $180. 

PONTIAC — ’56 Safari (8) 2-dr. station 


wagon, $2,220; Star Chief Hardtop, $1,-. 
730° (ps), $1,580. °54 Star Chief (5) 2. 
dr, Hardtop, $1,050. 


STUDEBAKER—’55 Commander (8) 4-dr., 
$895. °54 Land Cruiser (8) 4-dr. sedan, 
$540. 

WILLYS—’'56 Jeep 4x4, $265. "50 Jeep 
4x4, $495. 

MISCELLANEOUS — '57 Chevrolet %-ton, 


$1,620, $1,600, 2 at $1,500; Dodge (8) 
%-ton pickup, $1,225. '56 Dodge (8) \- 
ton pickup, $905. °55 Ford (6) %-ton 
pickup, $720; (8), $665. °53 Dodge (6) 
%-ton pickup, $400. 


ALBANY 


(Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Aug. 26.) 

(Again today prices dipped, some lower 
than last week’s quotations. Sellers were 
complaining of losses, buyers complain- 
ing of prices being too high to resell, 
Nice ready-to-sell retail cars are still 
bringing around high book prices. Sold 
133 cars out of 183 consignments.) 
BUICK—’55 Century conv., $1,430°; Super 
Riviera coupe, $1,400° (ps); Special Rivi- 
era coupe, $1,325*. '54 RM Riviera coupe, 
$1,130*; Super conv., $950° (ps). ‘53 
Super Riviera, $700°; Special Riviera 
coupe, $675°*. '51 Super 4-dr., $210*. 
CADILLAC—’56 (62) conv., $3,625° (ps); 


4-dr., $2,950° (ps); sedan de Ville, $3,- 
500° (ps), $3,100° (ps). °55 (62) conv., 
$2.700* (ps). "54 (62) 4-dr., $1,800° 
(ps), $1,790° (ps). °53 (62) 4-dr., $1,- 
035° (ps). 

CHEVROLET — ’°57 Two-ten (6) Sport 
coupe, $1,800°. "56 Two-ten (6) 2-dr., 


2 at $1,150, 2 at $1,125, $1,120; One- 
fifty (6) 2-dr., $1,000; Bel Air (8) conv., 
$1,490°. '55 Bel Air (8) station wagon, 
$1,410*; Sport coupe, $1,280; 4-dr., $1,- 
275°; Two-ten (8) 4-dr., station wagon, 
$1,325*; Two-ten (6) 4-dr., $885; 2-dr., 
$860. ‘54 Bel Air 4-dr., $965° (ps); 2-dr., 
$840; Two-ten 4-dr., $830, $720; 2-dr., 
$700, $600, $500; One-fifty 2-dr., $550, 
$540. "53 Bel Air 4-dr.. $680; Two-ten 
2-dr., $610. '52 4-dr., $375; 2-dr., $290. 


(Continued on Page 62, Col. 3) 


Napco Receives 


Big Axle Order 
From Utica-Bend 


MINNEAPOLIS. — Napco Indus- 
tries, Inc., has received from Utica- 
Bend Corp. a contract for nearly 
$10 million worth of truck axles for 
the armed forces, according to Max 
E. Rappaport, Napco president. 

He said the contract runs for 10 
months and covers axles for about 
5,000 six-wheel-drive trucks. The 
first deliveries are scheduled for 
December. 


Rappaport also announced Napco’s 
acquisition of Detroit Bevel Gear 
Co. He said the company would be 
operated as a Napco division and 
would continue as a supplier to 
Republic Gear Co., a large ware- 
housing concern. 


Detroit Bevel has more than 
250,000 square feet of facilities 
housing 400 gear cutting and grind- 
ing machines; Rappaport said. 


L-O-F Net Dips 
To $14.2 Million 


TOLEDO.—Net earnings of $14,- 
279,561 for the first six months of 
1957 are reported by Libbey-Owens- 
Ford Glass Co. In the same period 
last year the company earned $15,- 
084,465. 

Sales for the first half of 1957 
totalled $118,732,939, a decline of 
approximately 12 percent from the 
corresponding period of the pre- 
vious year. This was ascribed 
largely to fewer housing starts, re- 
duced automotive glass orders and 
increased imports of foreign. glass. 

Automotive glass demand con- 
tinues approximately at the level of 
prior months this year, L-O-F said. 


New Atlanta Branch 


Opened by DeVilbiss 
ATLANTA.—The Atlanta factory 
branch of DeVilbiss Co. has moved 
to new and larger quarters at 1100 
Northside Drive, N.W. The con- 


tinued industrial growth of the 
Southeast made the expansion 
necessary, according to Henry M. 
Kidd, sales vice-president. 
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ndent George L. Glaser Writes .. . 





Auto Letter from Europe 


STUTTGART, Germany. — Flick 
and Quandt, two German indus- 
trialis's, now control most of Daim- 
jer-Benz, which produces the Mer- 
cedes automobiles. The firm 
recently declared an 11 percent 
dividend for 1956. 

The Daimler-Benz capital is 
rather low compared with that 
of Volkswagen and Opel, the lat- 
ter two having 274 and 228 mil- 
lion Deutschmarks, while Daim- 
ler-Benz has only 124.5 million. 

Among Germans with incomes of 
more than 7,000 Deutschmarks, 
Mercedes captured 62 percent of 
registrations last year. The com- 
pany appears to have two major 
objectives: Promoting export ac- 
tivities, and increasing production 
efficiency in order to hold the price 
line. , 
* * * 


Away from Wolfsburg? 


ee ae” the Volkswagen 
city, begins to be too small for 
the further growth of VW plants. 

The truck plant has been moved 
to Hannover, and the firm is con- 
sidering another plant where a 
work force would be easier to find 
than in synthetically created Wolfs- 
burg. 


* * * 


Ford’s Problem 
Because of Ford of Colognes’ 


* * * 
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Designed by Ferrari— 


Enzo Ferrari's latest creation is this Ferrari X racer, featuring a 200-horsepower 
V4 engine. The car, which is undergoing tests at Modena, italy, weighs 1,120 





twin problems of how to in- 
crease competitive ability and 
profits for shareholders, it ap- 
pears that the company’s small 
percentage of German shar e- 
holders will pass out of the pic- 
ture. In some quarters it is said 
that Ford has felt hampered by 
them. * * «* 


Films for Buick Dealers 


| IS reported that Opel’s prep- 


arations for sales through Buick 
* = * 





Ferrari Engine— 

The engine in the new Ferrari racer is 
this 200-horsepower, V-8 power plant with 
9.5 to 1 compression ratio, three dual car- 


buretors and four overhead camshofts. 


Rated at 9,200 r.p.m., the engine weighs 


138 pounds. 


pounds and hos a speed of approximately 180 m.p.h. 


* > > 





The New Hillman Estate Car— 





Shown is the new Hillman Estate car produced by Rootes Motors, Lid., London. 


Developed from the firm's four-door sedan, the car is powered by a 51-horsepower 


engine. It sells at the factory for approximately $1,750. 


Refrigerated Truck from Austria— 

This 12-ton refrigerated semi-trailer and truck-tractor is the product of a Viennese 
Plant, “Oesterreichische Automobile Factory, Inc."" The trailer is covered with aluminum 
sheeting. The outfit is powered by a diesel engine. 


* * > 





oi 


dealers include the production of 
sound slide films in English. 
+ * = 


Renault Truck Due? 


a news from Renault of 
France has it that the Dauphine 
engine soon may power a light 
panel delivery truck. The engine 
will be in the front, it is said. 
> + + 

Disappointing News 
| paged has some disappoint- 

ing news for the fans of this 
sports make. 

The company has abolished and 
reportedly destroyed the racer with 
the engine in the rear, crosswise, 
with power taken out between the 
four cylinders of the eight-cylinder, 
in-line job. 

The performance is said to have 
disappointed the Bugatti people. 


* * * 


Fangio Defended 

UROPEAN papers are shocked 

at an open letter which ap- 
peared in America about Juan 
Fangio, world champion race 
driver. The letter branded Fangio 
a coward because he did not start 
in race against the best of Indian- 
apolis, 

Fangio is no coward. In the 
Grand Prix of Germany, he proved 
that he has all the courage a man 
can have as he won in record time. 

American racers made for In- 
dianapolis are not made for road 
racing. Conversely, European 
cars are not made for track rac- 
ing. Rather than start in a race 
that would be completely useless, 
Fangio and others declined. 

American drivers have what it 
takes, but they could not race In- 
dianapolis-type cars against Grand 
Prix cars. They could stay in the 
race, however, if they had Euro- 
pean-type cars at their disposal. 


Mercedes Tests Tires 


ERCEDES studied tires in 

high-speed runs at the Monza 
race track. In order to protect the 
drivers, dual wheel arrangements 
have been used in the rear. The 
outer tires, which were not under 
test, were a bit smaller in order to 
prevent accidents if blowouts oc- 
curred in the tires being tested. 


> > = 
Bulgarian Auto 
Tos production of a small car 
has been reported in Bulgaria. 
I believe this is the first time the 
name of this country has come up 


in regard to automotive activities. 
> > > 


Steering and Tire Wear 
ECENT discussions in Europe 
concerned the changes of steer- 

ing effort necessary when tires 

wear down. 

Since most steering systems work 
on a more direct basis than in the 
U. S., which means fewer turns of 
the steering wheel, even small in- 
creases in friction between tire and 
road are felt by the driver. 

I know of a car which steers 
like a truck every time the front 
tires have gone about 8,000 to 
10,000 miles. 

This increased friction in regard 
to turning the wheels on curves or 
for parking is not coupled with an 
increase in braking or adhesive 
efficiency. On the contrary, when 
the gripping rubber is worn, less 
braking occurs while turning and 
this creates more friction. 

It seems that the tire surface on 
the ground increases with wear, 
something the tire makers ought 
to watch. 

And, speaking of tires, I do 
not know if rotating the tires is 
the answer to equalizing the 
wear. I find that after each pre- 
ventive inspection when the tires 
have been changed, the feel of 
the car has changed also and so 
have the tire noises. 

They wear differently. Since the 
front tires usually have a little 
more weavy wear than rear tires, 
and since rear tires, especially on 
cars with swing axles in the rear 
have a very different wear pattern 
than front tires, it stands to reason 
that rotation does not always bring 
more joy to the car owners. 
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Showroom Without Pillars— 


One of the outstanding automobile showrooms in Europe is Kiffe's Opel Pavillion, 
a distributor for General Motors’ Opel in Muenster, Germany. The interior of the 
gymnasium-type building offers an unobstructed view and floor space. It combines 
a showroom and light services on the main floor with a parts department in the 
basement. The building has windows on all four sides. 





methods in terminating distribu- 
tors’ franchises were upheld by a 
Federal judge in comments on a 
jury’s decision to deny damages to 
M. O. Anderson in the termination 
of his franchise. 

Anderson sued for $4.5 million, 
claiming that he was first urged 
by GM to expand his Buick dis- 
tributorship and then had his 
franchise terminated in 1953. 

The jury voted against awarding 
Anderson damages and Judge Syl- 


Romney to Head 
Speakers’ List 
At Texas Parley 


AUSTIN, Tex.—For the first time 
in history, a top factory official 
will be a featured speaker at the 
Texas Automotive Dealers Assn. 
convention. 

George Romney, president of 
American Motors, will address the 
Texans during their convention 
Oct, 2-4 in Dallas. 

Other speakers listed include 
Frederick M. Sutter, NADA presi- 
dent; Dr. Kenneth McFarland, of 
General Motors; Texas Gov. Price 
Daniel; Frank Lovejoy, former 
vice-president of Socony Mobil Oil 
Co., Inc., and Dr. Arthur A. Smith, 
vice-president of the First National 
Bank of Dallas. 

Problems of the auto business will 
be discussed by a panel of dealers 
consisting of G. C. Dowell, Lubbock; 
Jay Smith, Austin; Sam H. White, 
Houston; C. C. Gunn, San Antonio, 
and R. M. Pearson, Houston. 


Brown Moves Up 


At U.S. Rubber 


DETROIT.—A p pointment of 
Walter F. Brown as general sales 
manager, U.S. Tires division, United 
States Rubber Co., 
was announced by 
Raymond C. Cuth- 
bertson, general 
manager of the 
tire division. 

Brown, formerly 
manager of mar- 
keting research 
and planning, will 
be responsible for i 
all replacement Ce 
sales of passenger, - 
truck, farm, off- W. F. Brown 
the-road and industrial tires sold 
under the U. S. Royal brand name. 


Also announced were the appoint- 
ments of James A. Napier and 
James R. Tully as assistant sales 
managers, U. S. Tires division. Na- 
pier will have charge of operations 
and Tully, products and merchan- 
dising. 

Napier was formerly sales man- 
ager of the north central division 
and Tully was manager of oil 
marketer sales for the U. S. Tires 
division. 











Judge Upholds GM Methods 


In Terminating Distributors 


SEATTLE. — General Motors| 
|the decision. He added: 


vester J. Ryan said he agreed with 


“It must be held as a matter of 
law that the agreements (distribu- 
tors’ franchises) were free and vol- 
untarily signed and that all 
elements of ‘business compulsion’ 
were absent, under the evidence 
presented, as a matter of law.” 

Ryan said it was apparent that 
provisions of the agreement “were 
known to the plaintiff, that it 
understood them and that it was 
familiar with them.” 

“The plaintiff stands bound in 
law by the terms of these agree- 
ments,” he said. 

Anderson was given a year’s 

notice that the agreement with 

GM would expire in June, 1953, 
and that Buick would be respon- 
sible for wholesale distribution of 
its products in the Northwest. 

Four other distributors in the 
area also were offered dealer con- 
tracts at the same time. Anderson 
elected not to accept a dealer fran- 
chise, and since has been associated 
with two other auto manufacturers. 
The other four elected to be Buick 
dealers. 

Anderson claimed that the firm 
was entitled to have the distributor- 
ship franchise continued indefi- 
nitely, or at least until a 15-year 
$500,000 loan he obtained in Janu- 
ary, 1952, was repaid. He claimed 
he obtained the loan at GM’s urg- 
ing. 

The notice of expiration of the 
franchise was in conformance with 
a nationwide trend by nearly all 
auto manufacturers at that time, 
GM officials testified. The action 
was taken, the company said, be- 
cause of inherent advantages from 
a distribution and servicing stand- 
point. Increased production as a 
result of a significant expansion in 
the market contributed toward the 
need for the revised system. 

GM introduced evidence to 
show that Anderson was familiar 
with the contract provision under 
which only the general manager 
or the general sales manager of 
Buick had the authority to vary 
terms of the agreement. 

Anderson admitted that these 
officials were never apprised by him 
that he believed the franchise would 
be continued indefinitely. Also, there 
were no protests, oral or in writing, 
on terms of the agreements. 


Williston Group Hears 
Talk on Dealer Problems 


WILLISTON, N. D.—NADA’s new 
territory security program, better 
ways to run a dealership for greater 
profit and the question of dealer vs. 
dealer competition were discussed 
at a meeting of the Williston Auto- 
mobile Dealers Assn. here. Dealers 
in surrounding communities were 
invited to attend the meeting by 
C. E. Roth, association president. 

Officers of the Automobile Dealers 
Assn. of North Dakota who 
attended the meeting were Paul 
Ingwalson, president, Crosby; Gil- 
bert Saxowsky, vice-president, 
Dickinson; Bill Davis, national di- 
rector, Bismarck, and George 
Dixon, manager, Fargo. 
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Technical Personnel: 


Austin R. Zender, Bridgeport 
Brass Co., has been reelected presi- 
dent of the Copper & Brass Re- 
search Assn. Named senior vice- 
president was James M. Kennedy, 
Revere Copper & Brass, Inc. 

Other vice-presidents are C. P.| 
Goss, Scoville Mfg. Co.; G. P. Bak- 
ken, Chase Brass & Copper Co.; 
W. M. Moffatt, American Brass Co.; 
Terry W. Kuhn, Bohn Aluminum & | 
Brass Corp.; W. W. Seig, Titan) 
Metal Mfg. Co., and D. W. Blend, | 
Wolverine Tube division, Calumet) 
& Hecla, Inc. 

Also reelected were F. L. Riggin| 
sr. Mueller Brass Co., treasurer; | 
T. E. Veltfort, manager, and Carl 
H. Pihl, secretary. 


Bozyk Joins Bendix Unit 

Edward E. Bozyk has been ap- 
pointed sales enginzer on the staff 
of Marshall-Eclipse division, Ben- 
dix Aviation Corp, His head- 
quarters will be in Detroit. Bozyk 
formerly was with Long Manufac- 





turing division of Borg-Warner 18 

years and Detroit Diesel Engine 

division of General Motors 15 years. 
+ * oe 


General Tire Appoints 


Marion Division Chief 

Appointment of Edwin A, Norris 
as general manager of General Tire 
& Rubber Co.’s 
Marion (Ind.) di- 
vision is an- 
nounced. 

Prior to joining 
General Tire 
three years ago, 
Norris was as- 
sociated with the 
Port Clinton divi- 
sion of Standard 
Products Co. as 
general manager. 
Among Marion’s Edwin A. Norris 
products is urethane foam. 

* + = 


Transferred by Clark 
Worley R. Stout has joined the 
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Pittsburgh sales staff of Clark Con- 
troller Co., Cleveland, manufacturer 
of standard and specially-engi- 
neered electric control devices and 
systems. 

+ om * 


Standard Products Boosts 


Nordstrom in Manufacturing 
Wilber C. Nordstrom has been 
promoted to general manufacturing 
manager of Standard Products Co., 
Cleveland. 
Nordstrom for- 
merly was manu- 
facturing mana- 
ger. He joined 
Standard Products 
in 1950, became 
head of the West 
Coast division a 
year later and 
then was ap- 
pointed manager 
| of the company’s 
| largest plant, Reid 
division in Cleveland. 
+ of * 


| Budd Division Appoints 
|Parker Research Manager 
Nuclear systems division, Budd 








W. C. Nordstrom 


'Co., Philadelphia, has named Wil- 
| liam E. Parker manager of product 


research and has appointed two/| International Telephone and Tek. 


district sales managers. 


Aaron V. Kelley will be in charge Aa. 
of sales in the West Coast district 
and Martin L. Dion has been placed 
in charge of the Southwestern dis-| pointed assistant district manage 


trict. 
+ + + 


Remington-Rand Names Fry 
Head of Univac Engineering 
Dr. Thornton C. Fry has been 
appointed vice-president and direc- 
tor of Univac 
engineering for 
the Remington 
Rand division, 
Sperry Rand 
Corp,. New York. 
Dr. Fry was 
formerly as- 
sistant to the 
president of Bell 
Telephone Labora- 
tories and in his 
new position with / 
Remington Rand Dr. T. C. Fry 
he will direct all research, develop- 


| ment and product planning of com- 


mercial and military Univac sys- 
tems and equipment. Since leaving 
the Bell Telephone System in 1956, 
Dr. Fry has been a consultant to 





Dressing...for a 320-Acre Garden 


Here’s one way farmers in Ohio, Michigan and Penn- 
sylvania boost their big incomes still higher. Heavy 
applications of commercial fertilizer are the rule in 
these “‘garden’’ states of profit-size farms. 

Farmers here buy truckloads—not just a few bags 
at a time. They have the extra capital to make big, 
money-making investments like this, Further, wise and 
wide diversification keeps cash intake high every month, 
puts all three states among the top-third in farm 







CLEVELAND, OHIO 


EAST LANSING, MICHIGAN 


In all three states, too, rural families prefer their 
home-edited farm papers. THE OHIO FARMER, MICHIGAN 
FARMER and PENNSYLVANIA FARMER are the magazines 
that serve their needs and interests best. 


You’re a three-way winner when you pick these 
popular farm papers to sell your products. You get top 


readership (high as 9 out of 


10), circulation twice 


monthly, and 4-color gravure printing to save plate 
costs. Need more facts? Write 1010 Rockwell Avenue, 


Cleveland 14, Ohio. 
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THE OHIO FARMER + MICHIGAN FARMER + PENNSYLVANIA FARMER 


HARRISBURG, PENNSYLVANIA 
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graph Corp. and Remington Rang 


Huizenga Promoted 
Marvin Huizenga has been 





ap- 


of the Chicago office of Bennet 
Pump division, John Wood Co, He 
formerly was manager of develop. 
ment engineering. 
+” + + 
GE Appoints Coe 

Jerome T, Coe has been appointej 
marketing manager for the Silicone 
products department of Genera 
Electric Co. He succeeds T, ¢ 
Ohart, who has been named genera) 
manager of General Electric's in. 


sulating materials section. 
+ * * 


Chevrolet Names Macfarland 

Ian C. Macfarland has been ap. 
pointed product quality and proceg 
engineer for Chevrolet’s assembly 
plant in Van Nuys, Calif. 


Plymouth Names Kristek 


Manufacturing Manager 
Marx L. Kristek has been ap 
pointed manufacturing manager of 
|'the Plymouth assembly plant in 
Detroit. 
| A veteran of 27 years with the 
| automobile industry, Kristek served 
|in a variety of engineering and pro- 
duction positions with other auto 
|mobile companies prior to joining 
|Plymouth in March, 1957. He was 
manager of final assembly opera- 
tions of the Buick plant in Fiint 
| from 1945 until he joined Plymouth 
* * * 


| Fageol Appoints Hilf 
|Experimental Director 


A. G. Hilf has been appointed a 
director of experimental develop- 
}ment and testing of Fageol Prod- 
| ucts Co., Kent, 0. 


ts 
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Affiliated with 
Twin Coach Co 
since 1942, Hilf 
w as elected vice. 
president of Fa- 
geol, a Twin 
Coach subsidiary, 
in 1948. Prior to 
joining the Twin 
Coach organiza 
tion, he served a 
sales engineer for 
Hercules Motors 
Corp., Canton, O. During World 
War II, he was in charge of en- 
gine installations and testing of 
various military vehicles at Camp 
Holabird and Aberdeen Proving 
Ground in Maryland. 


Joseph Hunter Promoted 


At Hunter Engineering 

The directors of Hunter Engin- 
eering Co. maker of automotive 
wheel balgncers, have elected 
Joseph Huriter as president. He has 
been executive vice-president for 
three years. 

Lee Hunter will assume the posi- 
tion of chairman of the board. 

7” +. 7 


Sheffield Advances Five 


In Management Duties 


Promotions assigning changed or 
additional management responsi- 
bilities to five executives of Shef- 
field Corp., a subsidiary of Bendix 
Aviation Corp., have been an- 
nounced. 

O. A. Ahlers, senior vice-presi- 
dent, has been given overall direc- 
tion of the machine tool, contract 
manufacturing and Threadwell- 
Conway tap and die product divi- 
sions. 

W. Fay Aller, previously vice 
president of the Autometrology 
division, has been appointed vice- 
president to supervise and coordi- 
nate the company’s Autometrology, 
standard production instruments 
and fixed gauge and inspection in- 
struments divisions. 

J. T. Welch, who previously 
served as general manager of the 
machine tool division, has been 
named assistant vice-president for 
coordinating the operations of the 
company’s national field sales or- 
ganizations. 

> ee 


Voelker Joins Parker 


Donald H. Voelker, formerly with 
Kalamazoo division of New York 
Air Brake Co. has joined Parker 
Appliance Co.’s industrial hy- 
draulics division as special sales 
engineer. 
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Affecting Factories and Dealers .. . 





Auto Advertising 


(Continued from Page 28) 


Francis Palms building. Nick C. 
Hatjioannou has been named to 
manage the firm’s new office. 
Prior to joining Magill-Wein- 
sheimer, Hatjioannou was in 
charge of printing and point-of- 
purchase procurement for one of 
the Big Three automotive com- 
panies in Detroit. 


* * * 


2 Chicago Agencies Merge 

Two Chicago advertising agen- 
cies, Gourfain-Cobb & Associates 
and R. M. Loeff, Inc., have merged, 
according to an announcement by 
the presidents of the two agencies, 
A. S. Gourfain jr., and Ralph M. 
Loeff. 

Gourfain will be chairman and 
Loeff will be president of the new 
firm, which will be known as 
Gourfain-Loeff, Inc., with offices at 
205 W. Wacker. 

> 


Milner Goes on TV 

Dumas Milner Pontiac, Tulsa, has 
signed for 52 weeks sponsorship of 
the 6:05 p.m. Weather Report, 
Monday, Wednesday and Friday on 
KOTV. 

> . = 

Data on Time Changes 

As a service to broadcasting ad- 
vertisers and agencies concerned 
with the bi-annual time change 
problem, Blair-TV, national tele- 


vision station representatives has | 


announced it will be mailing a spe- 
cially prepared “Time Change 
Guide Map” to time buyers and 
other agency personnel throughout 
the country. 

Research for this service was 
conducted by the National Time 
Research Institute with whom 
Biair-TV has signed a contract 
covering timie change information 
for the broadcasting field. 

Copies of the map are available 
upon written request from Blair- 
TV, 415 Madison Ave., New York, 
> ue 


> > . 


Wiseman in New Post 

Harry P. Wiseman has been ap- 
pointed publicity manager of Baker- 
Raulang Co., a subsidiary of Otis 
Elevator Co. Baker-Raulang is a 
Cleveland manufacturer of indus- 
trial trucks. 

Prior to his association with 
Baker-Raulang, Wiseman was the 
advertising manager of Cleveland 
Punch & Shear Works Co. and as- 
sistant director of advertising and 
public relations at F. C. Russell 
Co. 


POPAI Names Committee 


The first step in a program to 
implement the effectiveness of the 
voluntary Code of Ethical Trade 
Practices adopted last fall by the 
Point-of-Purchase Advertising In- 
stitute has been taken by POPAI’s 
executive committee with the ap- 
pointment of a new trade practices 
committee. 

William Melish Harris, Green- 
wich, Conn., eastern vice-president 
of POPAI, will service as chairman 
of the new group. 

> * = 


Brand Names Pick Treys 


Oliver E. Treyz, vice-president in 
charge of ABC Television Network, 
has been named chairman of the 
1958 celebration of Brand Names 
Week April 13-20. 

Announcement of his appoint- 
ment was made today by Thomas 
F. O’Neil, chairman of the board, 
RKO Teleradio Pictures, Inc., and 
chairman of Brand Names Founda- 
tion, Inc., which sponsors this an- 
nual promotional event. 

Treyz will head a committee of 
23 executives of the Foundation’s 
member firms, representing leading 
brand name manufacturers, adver- 
tising agencies and advertising 
Media. The committee, under his 
chairmanship, will develop and co- 
ordinate Brand Names Week ac- 
tivities including publicity, promo- 
tion and merchandising. 

* * 7 


AA Reorganizes Sales Unit 


_Reorganization of American Air- 
lines merchandising department 
has been announced by Shepard 
Spink, vice-president, who named 
two AA veterans to head up the 


major divisions under the re- 
alignment. 

Henry O’Neil has been appointed 
advertising director, and Meck 
Howlett sales promotion director. 
Both report to Spink. 

Spink also announced three 
other promotions within the de- 
partment. Joseph N. Comiskey 
moves up to administrative services 
manager; Frank O’Connor has 
been upgraded to promotion de- 
velopment manager, and Roger 
Pappin becomes local space adver- 
tising manager. 

= 


Spot TV for Peak 


Television spot commercials will 
be used to help sell the motoring 
public on the “expert dealer” pro- 
motion sponsored by Commercial 
Solvents Corp. for Peak antifreeze 
dealers. 

The program is spearheaded by 


full-page ads in Life, Saturday Hve- 
ning Post, Capper’s Farmer and 
Successful Farming. 

In addition to the TV spots 
created by Fuller & Smith & Ross, 
CSC’s advertising agency, the Peak 
“Expert Dealer” promotion will be 
supported locally by outdoor bill- 
boards and newspaper sports page 


advertisements. 
+ * * 


ANPA Data Available 


Research services available from 
newspapers, newspaper groups, and 
the Bureau of Advertising of the 
American Newspaper Publishers 
Assn. are listed and described in a 
30-page booklet titled “Newspapers 
At Your Service.” 

Published by the Bureau of Ad- 
vertising, the booklet is designed 
as a reference manual for adver- 
tisers and agency personnel. 

The booklet covers studies of 
various product classifications, ad- 
vertising case histories, presenta- 
tions for promoting local marketing 
action in conjunction with national 
newspaper campaigns, library serv- 
ices and services for retail chains, 
department store groups, buying 
offices and other retail advertisers. 

“Newspapers At Your Service” is 
available to advertisers and agen- 


cies without charge from the bu- 
reau’s offices in New York, Chicago, 
Detroit, San Francisco and Los 


Angeles. 
* * * 


2 PR Firms Merge 

Merger of Rogers & Cowan and 
Arthur P. Jacobs Co., public rela- 
tions firms, has been announced. 
The firm will be known as Rogers, 
Cowan, & Jacobs. 

The merger involves fully staffed 
offices in Beverly Hills, Calif., New 
York, London, Paris and Rome. 

* * * 


RAB Meeting Oct. 9 

The annual meeting of the mem- 
bers of the Radio Advertising 
Bureau, Inc., usually held late in 
November, has been moved up to 
Oct, 9 this year. 

Officers of the corporation and 
the board of directors for 1958 will 
be named at the meeting which will 
feature reports on RAB’s progress 
during the year. 

aa * x 


Chrysler to Up Ad Budget 
Chrysler division, it is under- 


stood, will increase its advertis- 
ing budget for its 1958 lines some 


$2 million over expenditures for 
its 1957 models. 


* * * 


Names 


John W. Andrews jr., has been 
named manager of the Chicago 
office of Hearst Advertising Serv- 
ice. Andrews joined the Chicago 
staff of the service in 1945 and 
since December, 1955, he has been 
national advertising manager of 
the Chicago American. John R. 
Mutti of the Hearst Advertising 
Service staff succeeds Andrews as 
advertising manager of the Ameri- 
can, and Andrews is succeeding 
Jeseph N. Morency, who is retiring 
after 33 years with the Hearst or- 
ganization. 

* * + 


Paul J. Bridwell has been 
named manager of industrial prod- 
ucts advertising, and J. A. Cunning- 
ham, manager of utility products 
advertising for Westinghouse Elec- 
tric Corp. Bridwell joined Westing- 
house in 1947; Cunningham in 1952. 

. * +* 

Ken Jones, former executive of 
Leo Burnett Co., Inc., Chicago, has 
been named creative director of 
radio-television at Campbell-Ewald, 
Detroit. 





AT OPEN THROTTLE 
HIGH SPEEDS AND AT 


HIGH VACUUM 
LOW SPEEDS 


CHROME CONTROL 
LEAK-PROOF PISTON 


RINGS HAVE 


CRACKED THE OIL 
MILEAGE BARRIER! 


INSTANT BREAK-IN! 


TOP PERFORMANCE 
IMMEDIATELY. 


. 


Chrome Control rails are 
prepared for instant mating, 
before installation, by the 
exclusive McQuay-Norris 
heat shaping process, followed 
by lapping. They start with 
perfect bearing on the cylin- 
der wall surface. To facilitate 
immediate top performance, 
Chrome top rings are used 
only where needed. 


NO OIL WASTE! 


AT HIGH SPEED DRIVING. 


Special patented flexible ex- 
pander prevents high speed 
ring “flutter” and “‘surfboard- 
ing.””’ Chrome Armored steel 
rails wipe oil from cylinder 
walls and safeguard cylinders. 


AT LOW SPEED DRIVING. 


Specially designed and 
machined separator ring sup- 
ports and stabilizes Chrome 
Armored steel rails— prevents 
rocking—seals the groove 
—prevents low speed oil 
“‘c-r-e-e-p”” around the ring 
due to high vacuum— yet per- 
mits free action in the groove. 
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and model. 
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640 Now Listed ... 


Edsel division last week named 
an additional 180 dealers for its 
new line of cars. The new names 
bring the number listed so far to 
640. 
Latest named dealers are: 

ARKANSAS 
: Humboldt Motor Co., Humboldt, 
Y Quentin Murphree. 

CALIFORNIA 

Howell & Barwick Edsel Sales, 
Napa, Edward Barwick and 
Richard Howell. 

CONNECTICUT 

Bragg Edsel, Inc., Danbury, John 
V. Bragg. 

DISTRICT OF COLUMBIA 

Tom Carr Edsel, Inc., Washing- 
ton, Tom Carr. 

FLORIDA 

Talcott Motors, Inc., Miami, L. E. 
Talcott; Dave Castleman, Inc., Sar- 
asota, Dave Castleman, and Brooks 


As 





Signing Sales Agreement— 

John J. Rehwald, seated, from left, and 
W. W. Danyluk, Studebaker-Packard deol- 
ers, are shown signing a new Mercedes- 
Benz sales agreement. Standing is B. F. 
Bennett, S-P zone truck representative. The 
firm's name is Rehwald & Danyluk, Inc., 
and is located in Glendale, Calif. 


180 Edsel Dealers Named 





Johns Edsel Sales, Inc., Lakeland, 
N. Brooks Johns. 
IDAHO 
Fred Albinola Motors, Kellogg, 
Fred Albinola. 
ILLINOIS 


Fred Leemhuis, Inc., Maywood, 
Fred C. Leemhuis; D and R Mo- 


tors, Inc., Elmwood Park, Anthony 


Sager Calls It a Career 
After 41 Years in Autos 


ALBANY. — Albertis A. Sager, 
sales manager for John D. Wendell 
Inc. (Cadillac), has retired. 


Sager had been in the automotive 
business 41 years in Albany. He 
started in 1916 as sales manager 
for the Albany branch of Willys- 
Overland and soon became a part 
owner of W. A. Carpenter, Inc., 
(Willys-Hupmobile). Then for five 
years he was president and treas- 
urer of Sager Motors (Hupmobile). 
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Ruggeri and Peter DeSalvo; S. P. 
Bradley Edsel, Pontiac, S. P. Brad- 
ley, and G, & C. Edsel, Inc., Spring- 
field, Elmer F. Carriger. 

Lloyd Eichhorst, Inc., Champaign, 
Lloyd Eichhorst, gen. mgr.; 
Johnson-Peel Edsel Sales, Hills- 
boro, Everett Johnson and Robert 
E. Peel, and Wonderlin-Summers, 
Inc., Decatur, H. G. Wonderlin and 
K. C. Summers. 

Brewster Edsel, Inc., Herrin, 
Clyde Brewster; Walker Edsel, 
Jacksonville, Howard Walker, and 
Shouse Motor Sales, Effingham, 
Lloyd, Paul and Theron Shouse. 


INDIANA 

Shanks Motor Co., Terre Haute, 
Clifford R. Shanks; Ruxer Edsel 
Sales, Jasper, Al Erny; Eastport 
Motors, Inc., Michigan City, Ashley 
M. Papineau, and New Castle Mo- 
tor Sales, Inc., New Castle, Kermit 
B. King. 

Bowen’s, Inc., Richmond, Robert 
Bowen; Hedin, Luck & Caddick, 
Inc., Evansville, Carl Hedin, Henry 
J. Luck and William Caddick, and 
Bob Walter’s Edsel, Linton, Robert 
C. Walters. 

IOWA 


Stivers Lincoln-Edsel Sales, Ce- 
dar Rapids, E. M. Stivers; Brown 
Motors, Washington, Maynard L. 
Brown; Lenthe-Edsel Co. Iowa 





Products advertised on WJR 
appeal to the “carriage trade” 


It figures. The people with the most money buy 
the most things. And they’re the best kind to 
reach if you’re selling something. If you’re selling 
in the rich Detroit-Great Lakes area, it figures 
that you’ll use WJR as your advertising medium. 


According to the Bureau of Census the 30-and- 
over age group controls 81% of the buying power. 
According to a survey by Alfred Politz, Inc., WJR 
has more listeners in this select group than the 
hext six Detroit stations combined. This group 
not only listens to WJR regularly, but they 


, The Great Voice of the Great Lakes 


WJ 


50,000 Watts 


RR .... 


CBS Radio Network 


35 years of service 


buy the products advertised on WJR regularly. 


In case you’re wondering, WJR also has more 
listeners in the 29-and-under age group than the 
next two Detroit stations combined. So whether 
you’re selling food, automobiles, cigarettes, soft 
drinks, or bubble gum—you’ll do a better job 
on WJR: 


Have your ad manager contact the nearest 
Henry I. Christal representative. He’s got all the 
facts on how much more WJR can do for you 
and your product. 


a F 


You’re never too young or too old 
to learn to prevent fires. 





City, E. F. Lenthe, and Mouw Im. 
plement Co., Sioux Center, Marinyg 
W. Mouw. 


KANSAS 
Carl Drennan Edsel Sales, Win. 
field, Carl W. Drennan; Burtis Mo. 
tor Co., Inc. Garden City, P. 4 
Burtis sr., and Tom Gorman Edse 
Sales, Fort Scott, Tom J. Gorman, 
Central Motors, Pittsburg, Victor 
F. Simoncic; Jack Fitzsimmon 
Motors, Colby, J. W. Fitzsimimong 
and Tri-County Motor Co., Manhat. 

tan, A. W. Torluemke. 


KENTUCKY 
Lou Edsel Motors, Newport, Louis 
and George Rosen. 


LOUISIANA 
Ed Taussig Edsel Motors, Ine, 
Lake Charles, E. H. Taussig, and 
Thompson Motors, New Orleans 
W. F. Thompson. 


MARYLAND 

M-G-K Motor Co., Cumberland 
D. G. Zembower; Gorham Edsel, 
Inc., Laurel, Lewis E. Gorham, and 
Noble Edsel Co., Easton, John W,. 
Noble. 

Penn Brothers, Inc., Baltimore, 
Soloman and Joseph Penn; Federal 
Motors, Inc., Baltimore, Leon Mohr, 
and Fleigh Motor Corp., Hagers- 
town, Robert B. Fleigh. 


MASSACHUSETTS 
Jack’s Edsel Sales, Lowell, Jacob 
Swartz; Stonberg Motors, Ine, 
Quincy, A. H. Stonberg, and Pie 
neer Edsel, Northampton, Roman 
J. Tozloski. 


MICHIGAN 

Underwood Edsel Co., Clinton, 
George V. Underwood jr.; Ernie 
Fox Motors, Inc., Saginaw, Ernest 
L. Fox; Cass Edsel Sales, Wyan- 
dotte, Cass Slubowski, and J. P. 
Schneider Edsel, Petoskey, J. P. 
Schneider. 


Joe Hayden Edsel, Inc., Niles, 
Joseph P. Hayden; Al Naylor, Inc, 
Jackson, Elwood J. Naylor; Leo 
Beard Edsel, Inc., Mt. Pleasant, 
Leo Beard, and Rademacher Edsel, 
Inc., Alma, Albin Rademacher. 


Joe Talarico Edsel Sales, Owosso, 
Joseph Talarico; Weidner Edsel, 
Cadillac, Auggie Weidner, and 
Steve Hicks, Grand Rapids, Stephen 
Hicks. 

Wagner Edsel, Inc., Detroit, Al- 
bert P. Wagner; Ham Kotcher Ed- 
sel Co., Detroit, Hamilton F. 
Kotcher, and Peterson Edsel Sales, 
Inc., Greenville, Merel Peterson. 

Smith Equipment Co., Howell, 
Russell D. and Robert G. Smith; 
Ottowa Edsel Sales, Inc., Alpena 
Charles A. Pinkerton, and R. E 
Barber Edsel, Inc., Holland, R. E 
Barber. 


MINNESOTA 
Young Motors, Inc., St. Paul, J. 
Raymond Young, and Pegg Edsel, 
Inc., Owatonna, Guel M. Pegg. 


MISSOURI 


Earle and Howard Motors, Inc, 
Bethany, E. S. Giegerich; Clyma 
Motors, Cameron, Ray Clyma, and 
Judd Edsel, Kirksville, Ronald C. 
Judd and P. O. Fenton. 

B & B Motors, Flat River, Lee 
Bollinger; Modern Edsel Sales, Inc., 
St. Joseph, J. R. Taliaferro, and 
Joe Strick Edsel Sales, North Kan- 
sas City, Joe Strick. 


MONTANA 


Pioneer Motors, Inc., Helena 
James K. Sheran. 


NEBRASKA 

Bernard Edsel Sales, Omaha, 
Charles E. Bernard jr. 

NEW HAMPSHIRE 

Roger Soucy Motor Co., Nashua, 
Roger Soucy. 

NEW JERSEY 

James Gorman, Inc., Summit, 
James Gorman; Sigrist Motor Co, 
Montclair, David Sigrist, and Alan 
Holsey Edsel, Inc., Jersey City, 
Alan Holsey. 

Mt. Kemble Motors, Inc., Morris- 
town, John C. Bannon, and Park 
Edsel Sales, Inc., Perth Amboy, 
Joseph R. Hrubec. 

NEW YORK 

Campbell Edsel Sales, Inc., El- 
mira, Kenneth H. Campbell sr; 
Power City Edsel Sales, Inc., Ni- 
agara Falls, John Pieroni; Tom 
Farnan Edsel, Inc., Troy, Thomas 
C. Farnan jr., and Meacham Sales 
and Service, Inc., Pittsford, Paul 
R. Meacham. 

Johnson Motors, Newark, Robert 
Johnson; Murphy-Parsons Edsel, 
Inec., Glens Falls, Thomas J. Mur- 
phy and Charles Parsons; Sidney 
Edsel, Utica, Sidney B. Geffen, and 
Zeidler Motors, Inc., Medford, 
Richard D. Zeidler. 

Monarch Edsel Co., Inc., Hemp- 
stead, M. C. Gale; Frank L. Lyon 

(Continued on Page 55, Col. 1) 
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640 Now Listed... 


180 Edsel Dealers Named 





(Continued from Page 54) 


& Sons, Inc., Coram, Frank L. 
n, and Edsel Colonial Corp., 
New Rochelle, Jack DiMaria. 


NORTH CAROLINA 

Brady Motors, Inc., Siler City, 
Everett Brady; Gardner-Graves 
Motors, Inc., Kinston, George F. 
Graves, and Hazlewood Auto Serv- 
ice, Roanoke Rapids, William L. 
Hazlewood. 

NORTH DAKOTA 
Westlie Edsel Sales, Minot, James 


Westlie. 
. OHIO 


Siddens Motor Co., Inc., Bowling 
Green, Joseph E. Siddens; Howard 
Hively, Inc., Cincinnati, Howard 
Hively, and Atzel’s, Cincinnati, 
Frank and Ivah Atzel. 

Rattermann Edsel, Inc., Cincin- 
nati, C. B. Rattermann jr. and Paul 
§. Rattermann; Northup Motors, 
Inc., Fostoria, Cecil E. Northup, 
and Park Motors, Inc., Dayton, 
George E. Schumacher. 

Daulton Ripley, Inc., Lima, For- 
est Ripley and Richard F. Daulton; 
Simeon Edsel Co., Columbus, 
George R. Simeon, and Krieger Ed- 
sel, Inc, Columbus, George A. 

er. 
ieenete Edsel, Inc., Columbus, 
Warren F. Germain; Dick Blosser 
Edsel, Inc., Athens, Dick Blosser, 
and Del Marshall Auto Sales, Inc., 
Xenia, Carl F. Kuhls. 

A. B. Grafton & Son, Inc., Mans- 
field, A. B. Grafton; Duane B. 
Smith, Ashland, Duane B. Smith, 
and Enscoe Ripley, Inc., Spring- 
field, Forest Ripley. 

Balderson Motor Sales, Zanes- 
ville, Nolan Balderson; Meindi Mo- 
tor Sales, Inc., Montpelier, George 
Meindi, and Grabski Edsel Co., 
Cleveland, Henry Grabski. 

OKLAHOMA 

Dawes Edsel Sales, Lawton, J. R. 
and Jim Dawes; Townsend Edsel 
Sales, Shawnee, Bob Townsend, and 
Hedlund Motor Co., Elk City, Paul 
R. Hedlund. 

Burtrum Motor Co., Miami, C. 
Burtrum; Holderby Ford - Edsel, 
Cherokee, Willard W. Holderby, 


7,000 Dealers 
Hold Chrysler’s 


Group Insurance 


DETROIT. — More than 7,000 
Chrysler Corp. dealers have elected 
to participate in the new life in- 
surance program being sponsored 
by Chrysler Corp.’s group market- 
ing organization. 

The participating dealers are in- 
sured for more than $150 million. 

Under the insurance plan, which 
went into effect on July 1, 1957, 
dealers may be eligible for up to 
$100,000 in group life insurance. The 
maximum amount of the policy is 
determined by the dealership’s 
sales volume and by the insured in- 
dividual’s percentage of ownership 
in the business, 

Details of the dealer group life 
insurance program were announced 
concurrently with the company’s 
new dealer sales agreement on 
Apr. 15. 


Walters Heads 
Simca Outlet 


ATLANTA.—Frederick J. Walters, 
general sales manager 

until 1953 and a former General 
Motors official, heads a company 
formed here to serve as distributor 
for the French Simca in North and 
South Carolina, Kentucky, Tennes- 
i ——s Alabama and Missis- 


His dealership, Fred Walters 
obile, will serve as Simca 


dealer here. 
A new building to house offices, 


the 
Simca Southern Distributors, Inc. 
is under construction at 3234 Peach- 
tree Rd. N. E. 


Machine 


A new belt-over-the-part static- 
dynamic balancing machine for 
parts of up to.100 pounds, has been 
announced by Tinius Olsen Testing 
Machine Co., Willow Grove, Pa. 


and Ken Milburn Edsel, Ardmore, 
R. Kenneth Milburn. 


OREGON 
Agnew Motors, Salem, Harold W. 
Agnew, and Brodsky’s, Inc., Eu- 
gene, Albert M. Brodsky. 


PENNSYLVANIA 
Rush Edsel Sales, Inc., Butler, 
W. D. Runkle; Jess Haynes Agency, 
Stroudsburg, Jess Haynes, and 
Smetana Edsel Sales, Shenandoah, 
Michael Smetana. 


Wayne Motor Co., Waynesboro, 
Albert J. McGarity; Eidam Edsel 
Sales, Hazleton, George P. and 
Charles E. Eidam, and Singer Ed- 
sel Motor Co., Barnesboro, Joseph 
P. Singer. 

White Auto Sales, Inc., Pitts- 
burgh, Frank E. White; Joe George, 
Inc., Bethel Park, Joseph J. George, 
and Motor Sales Co., Wilkinsburg, 
Nat D. Hopper, Joseph A. and Bar- 
ney Smith. 

Sonnett & Sirocky Edsel, Neville 


Now — offer the new-car guarantee that outvalues all others! 
Here is protection so broad, so sweeping, that nothing has 
even approached it in all automotive history! This amazing 
Alemite guarantee lets you offer five full years of free repair 
or replacement of all lubricated parts on every new car you 
sell. No mileage restrictions . . 
extra cost to you or your customers! Backed in writing by 
Alemite — world leader in lubrication. Use this revolutionary 
sales advantage to sell more cars . . . to build profitable service 
and accessory business. Get all the details from your Alemite 


Island, Frank Sonnett and William 
J. Sirocky; John P. Mooney Co., 
McKeesport, John P. Mooney, and 
Beglin Edsel Auto, Inc., Beaver, B. 
Wayne Beglin. 

East End Motors, Bradford, 
Henry A. Satterwaite and Robert 
B. Bromeley; Peeples Edsel Sales, 
Oil City, Lyle W. Peeples, and 
Baum-Melwood, Pittsburgh, Con- 
rad Dougles sr., Meredith R. Jacobs 
and Russell A. Peterson. 

Henderson Motors, Bedford, Jane 
and Carl E. Henderson; Davis 
Motor Sales, Kittanning, W. R. 
Davis and James E. Gilligan, and 
Hood Edsel Motors, Inc., Vander- 
grift, Mrs. Blanche Hood. 

Park Motor Car Co., Williams- 
port, M. L. Moore; Greenwald Auto 
Co., New Kensington, Fred I. Lyle, 
and Richard Motors, Peckville, 
Harold Jacobson. 


RHODE ISLAND 

John Ahr Ford Co. Westerly, 

John Ahr. 
SOUTH CAROLINA 

E. & H. Motors, Inc., Orangeburg, 
Dr. Homer M. Eargle, and Gatling- 
Newman Motors, Inc., Sumter, 
Theodore A. Ross. 


SOUTH DAKOTA 
Larscheid Edsel Co., Sioux Falls, 
Lloyd Larscheid. 


ON EVERY NEW CAR 


Representative today! 


ALEMITE 


Division of STEWART-WARNER CORPORATION 


REG. U. S. PAT. OFF. 


. no strings attached . . 


TENNESSEE 
McInturff Edsel Sales, Inc., John- 
son City, Carl McInturff. 


TEXAS 

Parsley Motor Co., Olney, Elwain 

Parsley; Cantrell Motor Co., Kil- 
leen, Billy R. Cantrell, and Earl 
Cosby Motor Co., Tulia, Earl B. 
Cosby. 
.Brownfield Motor Co., Inc., 
Brownfield, John H. Portwood; 
Menefee Motor Co., Center, Richard 
Menefee, and Burson Motor Co., 
Levelland, Otis Burson. 

Smith-Day Motors, San Angelo, 
Robert C. Smith and Gene Day; 
McQuire Motor Co., Lamesa, Gor- 
don McQuire jr., and Davis Motor 
Co., Hillsboro, Oscar E. and Joe B. 
Davis. 

Clay-Tucker Motor Co., Sham- 
rock, J. D. Clay and L. H. Tucker; 
Tucker-Duncan, Corsicana, Reuben 
Tucker and Charlie E, Duncan, and 
Pagan-Lewis Motors, Galveston, 
Jack Pagan and Raymond Edsel 
Lewis. 

Martin Motor Co., Plainview, 
James E. Martin; McKenzie Motor 
Co., Brownwood, K. P. McKenzie, 
and Lone Star Motors, Fort Worth, 
Bennie Goldstein. 

VERMONT 

Warren Motors, Inc., St. Johns- 

bury, Harold F. Warren, and La- 


YOU GIVE IT 
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regular inspection . 


pairs to accessory sales! 


Dept. A-97, 1826 Diversey Parkway, Chicago 14, Illinois 


WHAT THE 
ALEMITE GUARANTEE 


DOES FOR YOU: 
1. Offers every one of your prospects another strong 
reason for buying his new car from youl 


2. Brings your new car owners back to you regularly, 
at intervals specified by the car manufacturer! 


3. Uncovers additional service opportunities 
. « to increase service volume! 


4. Builds business in all your departments — from car 
sales to lubrication service . . . from parts and re- 


Montagne Motor Sales, Bradford, 
Lionel R. LaMontagne. 


Kern Motor Co., Winchester, 
Richard D. and Henry P. Kern, 
and Burke Edsel, Fredericksburg, 
John W. and Hazel B. Burke. 

WASHINGTON 

C. and V. Auto Service, Moses 
Lake, Larry H. Van Keulen and 
Jack H. Childress; Renshaw Edsel 
Sales, Port Angeles, R. E. Renshaw, 
and Hutchings Edsel Sales, Ever- 
ett, G. A. Hutchings. 

Eddins Edsel Sales, Inc., Cen- 
tralia, Leo C, Eddins; Wid John- 
son Motors, Walla Walla, A. W. 
Johnson, and Curry Motors, We- 
natchee, William K. and William 
H. Curry. 


WEST VIRGINIA 
Bostic & Jeffries, Inc., St. Albans, 
Bruce P. Rollysch; Woodward Ed- 
sel Co., Fairmont, Joseph J. Wood- 
ward; Del Hub Motor Co., William- 
son, Delmar Hubbard, and Modern 
Motors, Martinsburg, E. R. Fry. 


WISCONSIN 

Morrick Auto Sales, Baraboo, J. 
M. Morrick; Williams Motor Co., 
Inc., Schofield, Jack R. Williams; 
Stauffacher Motor Co., Monroe, A. 
P. Stauffacher, and Monarch Mo- 
tors, Madison, Kenneth R. Kim- 
port. 
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In the Letterbox 





(Continued from Page 10) 


seems to come from the metropoli- 
tan dealerships against the outlying 
or suburban dealers selling into the 
cities. 

Conceivably if they could collect 
a bonus of $100 from the out-of- 
city dealers for selling into the city 
this would be a nice thing and they 
would be more than pleased to pay 
the little country guy $100 in turn 
when they sold in his territory. 

BUT—there is another side to 
this story that I have failed to find 
covered in any article so far. 

Being a small country dealer— 
50 miles from a big city, I have had 
numerous opportunities of selling 
into the city and have done so for 
a variety of reasons: 1. Because I 
have friends there. 2, Because some 
people do not like the local dealer. 
3. Because there is always the 
shopper. And other reasons. 

By endeavoring to cover my own 
trade area completely, I have been 


cost can be the last cost. 


Find out how you too, can service your customers 
better with ECO TIREFLATORS. 


JOHN WOOD COMPANY. sonnet: pump division « uses 


Proper servicing of modern cars requires modern equip- 
ment and modern methods. ECO Tireflators help keep 
customers coming back because they put air where you 
want it for fast service and inflate tires automatically to 
the precise pressure needed for best performance. No 
need to “inflate and check” or waste time hunting for 
gauges. Tireflators save money too, because the first 


fairly successful in keeping outside 
competition under control, but— 

I am forced to meet metropolitan 
high-pressure volume dealing 
through the medium of their news- 
paper advertising. Our local paper 
is a weekly (Thursday) yet every 
day 650 metropolitan newspapers 
(250 morning and 400 afternoon) hit 
my trade area carrying the adver- 
tising of the big city dealers—their 
special deals, fast deals, etc. and in 
order to maintain my own business, 
I am forced into dealing on the 
same basis, Conservatively, I would 
say it has cost me $50 a car during 
the past year. In addition to the 
papers, we have the metropolitan 
radio and TV slam-banging con- 
stantly. 

Certainly cross-selling is a prob- 
lem but so is cross-advertising and 
one should not be considered with- 
out doing something about the 
other. I believe the same situation 
is prevalent in other parts of the 
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country, and I would like to see 
some comments on this phase of a 
matter that so far seems to pin the 
little country dealer down as noth- 
ing but a chiseler, and leaves the 
big city dealer as a fair-haired 
paragon of virtue.— Martin E. 
KemmMer.e, Martin Motors (Ford), 
Gardnerville, Nev. 
+ + * 


A Salesman’s Solution 

A lot of cross-selling is caused by 
movement of salesmen from one 
area to another through their own 
attempt to better their positions 
and for various other reasons such 
as trying to meet quotas required, 
causing tremendous cross-selling. 

I would suggest that in order to 
keep dealer prices in line a mini- 
mum charge of $250 be established 
for smaller models and additional 
higher charges for larger and more 
expensive models be charged on all 
cars sold to dealers. 

Then on all cars sold in their 
own area this money would be re- 
funded them but on all cross-sales 
—75 percent of this sum would be 
sent to the nearest franchised 
dealer. This would eliminate price 
gouging — cutthroating — bootleg- 


Michigan 


IN CANADA: JoHN Woop COMPANY LIMITED « Toronto « Montreal « Winnipeg * Vancouver 














“Just sell—don’t declaim!” 





ging and almost establish an equal 
pricing range in the industry. 

The reason for the 75 percent only 
(money) turned over to the dealer 
nearest the cross-buyer or shopper 
is that the manufacturer is entitled 
to 25 percent to establish the neces- 
sary checking — bookkeeping — and 
allotment personnel required to per- 
form this work. 

Checking on cross-sellers is not 
as easy as you may think and can 
become quite expensive to the man- 
ufacturer. 

I would suggest that any money 
left over each fiscal year from this 
25 percent be used to educate auto- 
motive personnel either through 
practical or theoretical methods or 
else should be turned over to a 
worthy college or charity.—FRancis 
Yanxkers (auto salesman), Butzville, 
N. J. 

> * > 
Stevens’ Views 

The perceptive engineering arti- 
cle in the July 29 issue of AvurTo- 
motive News concludes that ban- 
ning references to power and 
speed in automobile advertising 
promises to be “good for every- 
body.” It will, you predict, tend to 
restore the proper balance among 
engineering objectives, and _ the 
public “may hope to purchase auto- 
mobiles well-suited to the prime 
purpose of serving as all-around 
family vehicles.” 

Who can deny that if the proper 
balance should be attained, safety 
would be elevated to the position 
of primary consideration among 
engineering objectives? Assignment 
of primary importance to safety is 
demanded by the appalling record 
of the automobile in killing 40,000 
and injurtng 2,300,000 in the last 
year alone. 

If the industry now admits 
that it has been wrong in stress- 
ing power and speed, when will 
it admit it has been wrong in 
designing and building cars that 
rob the driver of so much of his 
essential vision of the road and 
its hazards, cars that so violate 
the laws of engineering that im- 
plied warnings must be issued 
against anything but “straight- 
line stops?” 

We have been advocating safer 
cars for 20 years. In that time the 
automobiles as designed, built and 
sold in America have killed 700,000 
and injured 30,000,000 Americans. 

If any other machine in the 
world—and the auto is a machine— 
had such a continuing record of 
killing and injuring its operators 
and others, there would be an over- 
whelming demand that it be made 
safe to operate. 


The driver of today’s car is ] 


robbed of his view of the road close 
up ahead and at the sides by the 
sheet metal of the long, high hood, 
fenders and corner posts. He is 
seated far back toward the rear of 
his car, in defiance of nature’s law 
that has placed the eyes of every 
living thing in front. He is actually 
lured on to drive too fast for 
safety. 

The operator should be up 
front where he can see all the 
road practically from front 
bumper to horizon and where the 
road flashing before his eyes will 
make him aware of the dangers 
of driving too fast for existing 
conditions. The law of self pres- 
ervation will tend to make an 
operator drive his car carefully 
and safely at all times—some- 
thing beyond the capabilities of 
all the police in the world, 


Not only should the driver be| high-temperature use, company engineers 





—. 


should be in the rear for safer ay 
well as more efficient propulsion 
and braking. The heavy engin»: ang 
its accessories have been overload. 
ing the front end of passenger 
automobiles and making them 
front-end-heavy in defiance 0° the 
laws of gravity and momentum. Ag 
a result, when a car is decelerated, 
the weight is thrown forward. The 
lighter rear end tends to lift ang 
lose traction. So today’s cars have 
60-40 braking, or even up to 70 per. 
cent of the braking on the front 
wheels at maximum retardation, 
and the makers advertise their 
powerful brakes for “straight-line 
stops.” 

That means if you want to stop 
quickly in an emergency you can't 
steer to one side or the other to 
avoid hitting someone or something 
without taking the chance of your 
rear wheels losing traction and 
throwing you into a skid. 

What justification can there be 
for discharging the lethal waste 
gases, from the engine, down and 
out close to the ground through 
what amounts to an upside-down 
chimney? No licensed engineer in 
the country would run automobile 
sewage around people’s ankles. Yet 
the auto industry continues to expel 
the deadly gas from 60,000,000 in- 
ternal combustion engines down 
where most liable to affect pedes- 
trians and occupants of following 
cars—to say nothing of contribut- 
ing to the much publicized smog. 

No one can question the wisdom 
of planning for expanding highway 
needs, but why is it universally as- 
sumed that there is no other an- 
swer to traffic congestion than the 
continuing expenditure of astro- 
nomical sums by the public? 

If the auto industry is to keep on 
pouring out millions of huge cars, 
with the emphasis on “larger,” 
“longer,” “wider,” it is indeed 
doubtful if roads can be built fast 
enough, or cities rebuilt speedily 
enough, to prevent traffic strangu- 
lation, to say nothing of automo- 
bile accidents. 

Suppose the auto makers de- 
cided to turn their plants to 
manufacturing some other prod- 
uct, say household furniture. If 
they then started to mass pro- 
duce living room, bedroom and 
dining room suites, would they 
keep making the furniture larger 
and larger and then call on the 
public to finance a multi-billion 
dolar program of enlarging pres- 
ent houses and building ever big- 
ger new houses to accommodate 
the furniture? That sounds silly, 
but isn’t it just about on a paral- 
lel with what is happening in the 
case of the automobile? 

Today’s car averages to transport 
two persons. Motionless, it occupies 
on the road the space of more than 
30 pedestrians. In motion, it takes 
up an inexcusably large area in 
view of the traffic congestion that 
has now been a national problem 
for more than a quarter of a cen- 
tury—Artuur W. Stevens, presi- 
dent, Automobile Safety Assn, 
Boston. 


Testing Alloys— 


Life in a vacuum—for resistance wire— 
being checked with an optical pyrometer 
by a research technician at Hoskins Mfg. 
Co., Detroit. Company engineers designed 
and built this special vacuum-atmosphere 
“life test’ equipment—which tests multiple 
resistance wire specimens in vacuum as 
low as 0.5 microns, throughout a resist- 
ance heating test range of 1,600 to 2,600 
degrees Fahrenheit. While designed spe- 
cifically to test alloys for vacuum atmos- 
phere operation, this equipment has also 
furnished basic data helpful in the de- 
velopment of improved alloys for general 


positioned up front, but the engine | point out. 
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Port-of-En 





« following imported-car prices are 
gat of Entry figures at New York, They 
include ocean freight, U. S, excise tax 
and import duty. They do not include 
“emergency freight’’ charges, U. S. trans- 

tion fees, state and local taxes or 
optional equipment, 
ASTON-MARTIN—DB24-Mark III cpe., 
$6,995 
AUSTIN—A-35 deluxe 2-dr. sed., $1,553; 
a-55 deluxe 4-dr. sed., $2,127, (Heater 


standard.) 
AUSTIN-HEALEY—conv., $2,919; deluxe 
conv., $3,195. (Heater standard on deluxe.) 


BENTLEY—Series S — Standard Steel 
galoon, $12,200; 2-dr. or 4-dr. sed, (Mul- 
liner), $19,316; conv., $20,383. Continental 
_4-dr. sed, (Mulliner), $20,035. (Series 8 
chassis, $9,160.) 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298. Panhard 4-dr. sed., $1,995; 4-dr. de- 
juxe sed., $2,195. DS-19 4-dr. sed., $3,495. 
(Overdrive standard on 2CV; heater stand- 
ard on Panhard deluxe: power brakes, 

x steering and automatic clutch stand- 
ard on DS-19.) 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 


FIAT—600 Series—Multipla 4-dr. sed., 
$1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,655; 4- 


dr. TV (Fast-Touring) sed., $2,035; stat. 
wag. $2,069; TV roadster (hard top op- 
tional), $2,498. (Heater standard on all 
models. ) 


FORD (England)—Anglia Series—Anglia 
2-dr. sed., $1,539; Prefect 4-dr. sed., $1,-| 
639; Escort 2-dr. stat. wag., $1,629; Squire| 
2dr. stat. wag., $1,739. Mark II Series— 


Vehicle Sales Fall 
4 Pct. in Canada 
In First Half of °57 


OTTAWA.—Vehicle sales dropped 
off 4 percent in the first half of 
1957 in Canada, the Government 


reported. 

Total sales were put at 264,522 
units, compared with 275,688 units | 
in the first half of 1956. Due to 
higher prices per unit, dollar sales | 
fell off by a smaller margin than 
unit sales. 

Vehicle sales in June declined) 
even more sharply than the six- 
month totals. Sales for the month 
were placed at 45,396 units, com- 
pared with 58,587 in June, .1956. 

Contrary to the pattern of falling 
sales, a gain was shown for Euro- 
pean-made vehicles. June sales were | 
4,588, up from 3,681 for June of 
last year. 











Legislative 


RED BANK, N. J.—A bill sétting 
a 75-cent hourly minimum wage} 
has been introduced in the Ala- 
bama Legislature to highlight de- 
velopments in the wage-hour law) 
field. | 


In Indiana, the attorney general 
has ruled that county prosecutors, 
rather than the State Labor Divi- 
sion, are responsible for enforcing 
the prevailing wage law. 


A law requiring payment of pre-| 





vailing wages on public construc-| 


tion projects has been signed in 

Missouri. Studies which may result 

in higher wage floors on public 

construction are under way in New 
co. 


The Massachusetts Senate de- 
feated a House-approved bill to 
Taise the minimum wage to 90 
cents an hour from 85 cents. 

* - 


On Imported Cars 





Michigan Studies Problem 


Of Uninsured Drivers 


Michigan Secretary of State 
James M. Hare has asked an 18- 
Member study commission to come 
up with recommendations by 
Christmas for a solution to the 
Problem of uninsured drivers. 


W. O. Hildebrand, the secretary- 
Manager of the Michigan Assn. of 
rance Agents, suggested the 
commission should consider the 
need for a compulsory motor vehi- 
cle inspection law and consider 
what to do about non-insurable li- 
censed drivers. 
* ” + 


Gas-tax Hike OK’d 


The New Hampshire House has 
&@pproved an increase of one cent 
On the states gasoline tax, for a 
total of 6 cents, to raise an esti- 
mated $1.9 million annually to help 
Pay for highway expansion. 
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try Prices 





$2,351; 
$2,552; 
Zodiac—4-dr, sed., $2,365; conv., $2,910. 


Consul—4-dr. 
Zephyr 4-dr. 


sed., 
sed., 


$2,012; 
$2,193; 


conv., 
conv., 


HILLMAN—4-dr. sed., $1,849; conv., $2,- 
099; 2-dr. stat. wag. (Husky), $1,535; 
4-dr. stat. wag. (Minx), $2,299. 


ISETTA 300—$1,048. (Heater standard.) 


JAGUAR—Mark VII 4-dr. sed., $5,470. 
3.4 Liter sed., $4,420 (overdrive); $4,505 
(automatic transmission). XK-150 cpe., 
$4,475; XK-150 conv., $4,595. 


MERCEDES-BENZ—180 4-dr. $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5,020; 190-SL cpe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; 
220-S conv., $7,641; 300-C 4-dr. sed., $7,- 
559; 300-SL ecpe., $8,905; 300-SL roadster, 
$10,928; 300-SC conv. or roadster, $12,- 
272. (Power brakes standard on 219 sed.; 


sed., 


automatic transmission standard on 300-C 
sed.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
567.15; conv., $1,591.15. 

MG—MGA roadster (disc wheels), $2,- 
389; roadster (wire wheels), $2,473; cpe. 


(dise wheels), $2,684; cpe. (wire wheels), 
$2,774. Magnette 4-dr. sed., $2,663, (Heater | 
standard on Magnette.) | 

MORRIS—4-dr. sed., $1,743; 4-dr. deluxe 
sed., $1,809; 2-dr. sed., $1,656; 2-dr. de- 
luxe sed., $1,713; Tourer sed., $1,638; 
Tourer deluxe sed., $1,695; stat. wag., $1,- 


863; deluxe stat. wag., 
standard on deluxe models.) 


RENAULT —4CV 4-dr. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
ard on both models. ) 


ROVER—90 4-dr. sed., $3,295; 105S 4- 
. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 


ROLLS-ROYCE—Slilver Cloud—Standard 
Steel Saloon, $12,500; 4-dr. sed, and 2-dr. 
sed, (Mulliner), $19,630; conv., $20,657. 


Silver Wraith — touring lim. (Mulliner), 
$20,858. (Silver Cloud chassis, $9,480. Sil- 
ver Wraith chassis, $9,976.) 


SAAB—2-dr. sed., $1,895. 


$1,918, (Heater 


(Heater stand- 


ard.) 

SIMCA — Aronde Series — Deluxe 4-dr. 
sed., $1,595; Elysee 4-dr. sed., $1,745; 
Chatelaine 2-dr. stat. wag., $1,899; Grand 
Large 2-dr. hardtop, $1,999; Plein Ciel 
sport cpe., $2,688; Oceane conv., $2,888. 


Vedette V-8 Series—Trianon 4-dr. sed., $1,- 
999; Versailles 4-dr. sed., $2,199. (Heater 
standard on Grand Large, Plein Ciel and 
Oceane. ) 


SUNBEAM — Rapier 2-dr. sed., 
(Heater and overdrive standard.) 
TEMPO — Matador — 12-passenger stat. 
wag., $2,575. (Heater standard.) 


TRIUMPH TR-3—softtop, $2,625; hard- 
top, $2,790. 

VOLKSWAGEN—2-dr. sed., $1,495; 2-dr. 
sunroof, $1,575; conv., $1,995; Combi stat. 
wag. (8-passenger), $1,995; deluxe stat. 
wag., $2,095; sunroof stat. wag., $2,235; 
Karmann-Ghia sport cpe., $2,395; deluxe 


$2,499. 


camper, $2,712. (Heater standard on all 
models. ) 

VOLVO — 2-dr. sed., $2,170; 2-dr. stat. | 
wag., $2,345. (Heater standard on both 
models.) 


57 








Used-Car Managers Attend Conference— 


Twenty-two used-car managers from all parts of the country attended a used-car 
management and merchandising conference at the Chrysler Corp. Training Center in 
Detroit. Among those attending were, from left, front row, John B. Reynolds, Evanston, 
| lll.; Frank A. Condon, Brodhead, Wis.; Arthur F. Ennis, Milwaukee; Harry Salvat, 
Chicago. Second row: Paul G. Wertsch, Oshkosh, Wis.; W. S. Reid, Chrysler Corpora- 
| tion; Howard J. Drew, Aurora, Iil.; Harry Gralnek, Marshalltown, la. Third row: Gerald 
IL. Friday, Conrad, la.; Emil K. Van Kulich, Fayette City, Pa.; J. T. Neely, Rock Hill, 
| S. C.; H. S. Wright, Fort Madison, la. Fourth row: Frank L. Ebert, Seymour, Wis.; 
| Merle Comfort, Omaha; Robert F. Marcotte, Kankekee, IIl.; Harold J. Boehm, Sigourney, 
la. Fifth row: Jerry Brickner, Marathon, Wis.; Bob Richards, Oelwein, la.; Joseph E. 
Mach, Racine, Wis.; Robert C. Doris, Greenfield, Mass.; A. C. Mclaughlin, Dishman, 
Wash.; Dick Evers, lowa City, la. Standing is instructor Bert Simons. 





Why are GMC trucks getting 


the 


There’s only one reason: These GMC 
users are typical of many others—the 
country over — who have discovered 
that the GMC brand of ruggedness 


THE BETTER YOU 


ru 


KNOW 


ged jobs like these? 


pays off in more reliable performance 
and bigger earnings. 

Each case history furnishes a com- 
pelling reason why any truck-buyer 


interested in top performance at 
‘lowest cost should put his money on 
GMC’s. And each one’s a compelling 
new reason, too, why it’s great to be 
a GMC dealer! 


GMC TRUCK &'COACH-—A General Motors Division 


GMC —THE BETTER THE TRUCK BUSINESS LOOKS 
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What's New... 
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Shatterproof Glass Aide 


Nears End of Latin Tour 


DETROIT.—The last portion of a 
Latin American sales trip is now 
being made by Carlos A. Blume, 
export manager for Shatterproof 
Glass Corp. and its subsidiary, 
Shatterproof Trading Corp. 

Blume has travelled thousands of 
miles since the beginning of the 
year, visiting representatives, cus- 
tomers and prospects throughout 
} the Central and South American 
i countries. a 


| 3-Dimensional Display— Victor Mfg. Makes Available 


§ This Dodge chassis was built in the| Gasket Assortment Display 
8 service department of J. E. French Co. CHICAGO.—A new water outlet 
5 (Dodge-Plymouth), Oakland, Calif. by| gasket assortment and display 
H. W. Ittel. Each _| board, and a companion display as- 
— ae —— . en Bach com! sortment of exhaust system gaskets, 
% ponent is in a different color. Not only have been announced by Victor 
; does it serve as a visual aid to salesmen, 


Mfg. & Gasket Co. 
but it attracts floor troffic as well. 





Available now, the gasket assort- 
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: 

offers a motor oil 
| that auto engines 


thrive on... 


a reliable 33.000 
mile guaranty that 


honors claims promptly... 


PLUS 
’ satisfied customers 


| who keep coming back... 


Here is the positive way to give your cus- 
tomers 33,000 miles or 24 months of trouble- 


about the 33,000 Mile Guaranty. 
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VALVOLINE TREASURE CHEST 





Write Valvoline today, Dept. AN-957, for the big new 36-page, 
fully illustrated book which will give you every fact and detail 


ments are designed to be of greatest 
help to busy repairmen in handling 
the hundreds of change-over jobs 
which will come their way in the 
fall-winter tuneup period. 

The Victor water outlet gasket 





Boston Assn. Postpones 


Decision on GM Suit 


BOSTON —A decision on 
whether to sue General Motors 
has been postponed until Sept. 
15 by the board of directors of 
the Greater Boston Automobile 
Dealers Assn. 

The Boston association has 
charged GM with refusal to join 
in financial sponsorship of the 
Greater Boston Automobile Show, 
scheduled for Nov. 30-Dec. 8. The 
association has threatened to sue 
GM for $1 million damages on 
grounds of restraint of trade. 

















free chassis and engine repair motoring, 
when Valvoline lubricated—at no cost to you. 





VALVOLINE OIL COMPANY 


(DIV. OF ASHLAND OIL & REFINING COMPANY) 
FREEDOM, PENNSYLVANIA 





AUTOMOTIVE NEWS, SEPTEMBER 9, 1957 


In Parts and Accessory Distribution 





large assortment JV137F and 
JV138E small assortment include 
gaskets for water outlets, thermo- 
stat housings and water by-pass for 
popular makes of cars including 
1957 models. 

These gasket assortments may be 
mounted on 25” x 20” hardboard 
display boards JV147, which are 
equipped with chrome-plated dis- 
play hooks. The display board must 
be ordered separately from the 
gasket assortments. 

> = 


More Apprentices 
Given Deferments 


To Finish Training 


WASHINGTON. — An increasing 
number of apprentices are receiv- 
ing military deferments to permit 
them to complete their training in 
the skilled trades, according to 
Edward E. Goshen, executive di- 
rector of apprenticeship service, 
Department of Labor’s Bureau of 
Apprenticeship and Training. 

“According to the national selec- 
tive service, 4,353 apprentices had 
been deferred from military service 
as of June 30,” he said. “This repre- 
sents an increase of 170 over the 
May 31 total.” 

An executive order provides for 
the deferment of apprentices on a 
basis similar to that provided for 
the deferment of college students. 
On completion of his training, the 
apprentice is still liable for military 
service up to age 35. 

“If an apprenticeship program has 
been in operation for a year, the 
employer may make application for 
the deferment of individual appren- 





Tamperproof Ignition 
Urged by Locksmiths 


MILWAUKEE. — A national 
campaign to install tamperproof 
ignition locks for autos was rec- 
ommended by delegates of 
the Associated Locksmiths of 
America at a regional meeting 
here. 


The matter is expected to be 
taken up by the association’s na- 
— convention in Chicago next 

uly. 








—_ 


tices working under the prog-am’ 
he said. 

“Postponement of induction ty 
allow the apprentice to complete his 
training as a craftsman gives him 
an opportunity to acquire skills tha 
will be not only of value to the 
military, but will facilitate read. 
justment to civilian life. Presen; 
shortages of skilled workers are 
causing many employers to give 
added attention to the need for the 
deferment of young men in training 
in their plants,” he said. 

oa * ok 


National Carbon Offers 


Cooling-System Manual 
NEW YORK— The Engine 
Cooling System,” a pocket-sized, 
48-page service manual, has been 
published by National Carbon Co, 
maker of Prestone antifreeze, 
F. A. Gundlach, head of the com. 
pany’s automotive engineering de 
partment, said it took two years of 
research to prepare the manual, 
Each page is illustrated, and every 
picture is keyed by a number toa 
corresponding number in the text 


IH Establishes 
Inventory ‘Pool’ 


To Speed Delivery 


CHICAGO. — International Har- 
vester’s motor truck division has 
established an inventory “pool” of 
heavy-duty dump trucks to meet 
immediate needs of contractors en- 
gaged in highway construction 
work, it was announced by L. W. 
Pierson, manager of sales. 

A range of models with factory- 
installed dump bodies, up to 33,00 
pounds gross vehicle weight, is 
available from the pool at the com- 


pany’s Springfield (O.) and Fort 
Wayne (Ind.) plants. 
“The increase in Federal and 


state highway building ha 
prompted establishment of this pool 
of trucks especially adapted to road 
construction work,” Pierson said 
“The pool will enable road contrac- 
tors to purchase fully - equipped 
dump trucks that can be delivered 
to them in a few days, thus avoid 
ing costly delays caused by equip 
ment shortages.” 

Pierson pointed out that other 
units may be added to the popular 
models now available in the pool 
Both four and six-wheel models 
and conventional and cab-forward 
designs currently are offered, with 
dump bodies ranging in capacity 
from four to eight cubic yards. 





Le Friec Signs L-M Franchise— 


New Lincoln-Mercury dealership in Spokane is Empire Lincoln-Mercury, following 
the signing, above, of the Mercury sales agreement by Frank Le Friec, president 
the new firm. Looking on are William Nottley, left, sales manager and secretary 
treasurer; and W. A. Lytle, Mercury Seattle district sales manager. Le Friec is @ 
former Davenport (Wash.) Ford dealer and owner of a Moses Lake (Wash.) dealership. 
The new firm succeeds Wendle Bros., Inc. as an L-M dealership. 
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Bulletin Board... 





DeVilbiss Manual 


A service manual containing a 
full parts list and general informa- 
tion on installation, operation and 
maintenance—405 pages, $2.50. De- 


, 


Vilbiss Co., 300 Phillips Ave., Toledo 
1, ; + + a 
Direct-Mail Ideas 


A booklet with direct-mail ideas, 
plus samples of a self-mailer piece 
—free. Direct Mail Printing Co., 15 
W. Twentieth St, New York 11, 


N, Y. 


* * * 


Rotameter Data 


A bulletin describing the Sho- 
Rate rotameter with its 150-mm. 
scale length — free. Brooks Rota- 
meter Co., Lansdale, Pa. 

* * * 


Packaging Costs 
A brochure citing case histories 
on industrial packaging—12 pages, 
free. Celotex Corp., 120 S. LaSalle 
St., Chicago, Ill. i 
- 


Testing Proceedings 


“ASTM Proceedings,” a book re- 
cording the accomplishments of the 
American Society for Testing Ma- 
terials and including technical re- 
ports and papers with discussions 
—1,510 pages, $12. American Society 
for Testing Materials, 1916 Race 
St. Philadelphia 3, Pa. 

= = > 


Fork-Lift Features 


A brochure containing specifica- 
tions, operating characteristics and 
design features of the Clarklift Y- 
200, a pneumatic-tire fork truck de- 
signed for heavy-duty outside work 


Fiat Expects 
10,000 Sales 
In U.S. This Year 


NEW YORK.—Sales of the Italian 
Fiat in the U. S. are expected to 
reach 10,000 this year, twice the 
original estimate, according to Dr. 
Franco Prosio, director of sales 
here. 

He said some early difficulties 
had been overcome, notably the 
fact that some distributors took an 
overly large percentage of their 
quotas in Multiplas, a small station 
wagon. 

Sales in the U. S., he said, have 
leaned more toward the “600,” a 
small, rear-engine car. Prosio_ said 
demand for the 600 is running equal 
to or ahead of the supply. 

With initial difficulties out of the 
way, he said sale of 20,000 Fiats in 
the U. S. is expected in 1958. 

The U. S. is not the largest ex- 
port market for the Fiat, Prosio 
said. Sales in Germany are higher 
where the Fiat competes with the 
Volkswagen. He said Fiat hopes to 
become a leading competitor to 
Volkswagen here. 


Willys Claims 
Sales Increase 


TOLEDO. — Willys Jeep sales in 
July were the highest, with one ex- 
ception, for any month since No- 
Vember, 1955, according to C. A. 
Watson, general sales manager. 

Watson said that while total 
commercial-vehicle registrations 
dropped 7.1 percent in the first 
half, Willys registrations increased 
1.1 percent. 

Jeep vehicles accounted for 2.5 
Percent of all first-half commercial 
Tegistrations, he said, compared 
— 2.3 percent in the first half of 


Hawk Honored 
Studebaker Product Wins 


Award in Vienna 


SOUTH BEND. — Grand prize 
honors awarded by the fashionable 
Vienna Concours d’Elegance were 
won by a Studebaker Silver Hawk. 

The Silver Hawk swept all 
categories of American and Euro- 
Pean automobiles in winning the 
coveted grand prize of the Austrian 
Capital’s automobile-fashion show. 





—six pages, free. Clark Equipment 
Co., Battle Creek, Mich. 
* * = 


Plastics Conference 


A report on questions and 
answered engendered by 82 papers 
presented at the annual conference 
of the reinforced plastics division 
of the Society of the Plastics In- 
dustry, Inc. The proceedings volume 
and a 562-page book containing 
texts of the 82 papers—combined 
price, $7 plus postage, Society of 
the Plastics Industry, Inc., 250 
Park Ave., New York 17, N, Y. 

+ > . 


Rotary Piston Pump 
Bulletin TR-57-A, an illustrated 
technical reference describing a 
rotary piston pump for lubrication 
of verticle-shaft machinery — free. 
“Service,” Bijur Lubricating Corp., 
151 W. Passaic St., Rochelle Park, 
N, J. 
> * > 
Grinder Cooling 
A folder describing a variable- 
volume, pressure-compensating sys- 
tem for removing hydraulic heat 
on surface grinders—free. Thomp- 
son Grinder Co. W, Main at Zisch- 
ler, Springfield, O. 
= > 


Stainless-Steel Metallurgy 


A special issue of Technical In- 
formation Digest, discussing the 
metallurgy of different stainless 
steels—12 pages, free. Technical in- 
formation Service, Eutectic Weld- 
ing Alloys Corp., 40-40 172nd S&t., 
Flushing 58, New York, N. Y. 

> > = 


Electric Motor Starters 


A brochure on the “100 Line” 
manual starters for fractional and 
integral-horsepower motors up to 
7% horsepower—eight pages, free. 
General Electric Co., 1 River Rd., 
Schenectady 5, N. Y. 

> > 


1957-58 Prise Book 


Prize book for 1957-58 for sales 
incentive plans—72 pages, free. 
Maritz Sales Builders, 4200 Forest 
Bivd., St. Louis 8, Mo. 


> > > 
Welding Tips Reprinted 
Fifth reprinting of “Guide to 
Better Welding”—40 pages, free. 


Marquette Mfg. Co., 307 E. Henne- 
pin Ave., Minneapolis 14, Minn. 
a. > > 


Stainless Steel Data 


“Type 430 General Utility Stain- 
less Steel”—28 pages, free. Wash- 
ington Steel Corp., Washington, Pa. 

> + > 


Hydraulic Jack Repairs 
Illustrated folder on Jack-Pack 
“Repair-It-Yourself” hydraulic 
jack repair kits—free. Jack-Pack 
Mfg. Co., 2115 N. Marianna Ave., 
Los Angeles 32, Calif. 
ce * > 


Steel Industry Trends 


The fourth annual edition of 
Charting Steel’s Progress, a book- 
let which presents significant iron 
and steel industry statistics in 
chart form—72 pages, free. Ameri- 
can Iron and Steel Institute, 150 E. 
Forty-second St. New York 17, 
 * 2 


o > = 
‘Surfacing Maintenance’ 
“Hard Surfacing Maintenance— 

Industry’s Economy Weapon,” a 
new free 20-page technical publica- 
tion on overlays (TIS 2821), is now 
available from Technical Informa- 
tion Service, Eutectic Welding 
Alloys Corp., 40-70 172nd St., Flush- 
ing 58, N. Y. 

= > * 

Bushing Types, Sizes 
A catalog listing bushing types 

and sizes, drill sizes with their 
decimal equivalents, concentricity 
of bushings and rockwell hardness 
—3 pages, free. American Drill 
Bushing Co., 5107 Pacific Blvd., Los 
Angeles 58, Calif. 

7 


‘Modern Lubrication’ 

A four-page, two-color bulletin 
entitled “The A.B.C. of Modern 
Lubrication” is offered by Bijur 
Lubricating Corp., 151 W. Passaic 
St., Rochelle Park, N. J. 

* + 


partment has issued a 12-page 


booklet on cleaning, brightening 
and protecting the appearance of 
truck - trailers, Fruehauf Trailer 
Co., Service Division, Detroit 32, 


* * * 


Construction Maintenance 


A “Construction Maintenance 
Issue” of the semimonthly Techni- 
cal Information Digest, dealing with 
industry's maintenance problems 
with welding—32 pages, free. Eutec- 
tic Welding Alloys Corp., 40-30 
172nd St., Flushing 58, N. Y. 

= + = 


Carburetor Parts, Service 


A manual on Rochester carbu- 
retor parts and service 
so additional pages can be added 
later—free. United Motors Service, 
General Motors Building, Detroit 
_ — * +. 


= 
Elastomers and Latices 


Available at 30 cents a copy each 
from the American Society for 
Testing Materials, 1916 Race St. 
Philadelphia 3, Pa, are: “Tenta- 
tive Recommended Practice for 
Nomenclature for Synthetic Elas- 
tomers and Latices” (D-1418-56T); 
“Tentative Recommended Practice 
for Description of Types of Sty- 
rene Rubbers” (D-1419-56T), and 





A windshield with a “peep hole” 
was introduced in 1912 so a driver 
could see ahead if heavy rain and 
mud darkened the glass. 





“Tentative Recommended Practice 
for Description of Types of Sty- 
rene Rubber and Butadiebe Rub- 
ber” (D-1420-56T). 

= 


= = 
Ceramic Cutting Tools 
“Increase Production with 
Ceramic Cutting Tools”—No. 55 in 


59 


the Small Business Administra- 
tion’s technical aid series. Copies 
available from all SBA offices. 

* a = 


Materials Handling Data 
“Packaging and Materials Han- 
dling, 1941-57” — 118 reports, 10 
cents. Office of Technical Services, 
U. S. Department of Commerce, 
Washington 25, D. C. 
* * + 


Accessories Catalog 


“1958 Automotive Catalog”’—free. 
Newhouse Automotive Industries, 
5805 E. Beverly Bivd., Los Angeles 
22, Calif. 


= +. = 
Pinhole Detector 
“New Pinhole Detector”—Bulletin 


6520-A, four pages, free. General 
Electric Co., Schenectady 5, N. Y. 
+. + * 


Tubular Heaters 


“Metal Sheathed Tubular 
Heaters”—16 pages, free. Publica- 
tion GEA-5866. General Electric 
Co., Schenectady 5, N. Y. 

= - + 


Bulk Gas Delivery 


“Bulk Gas Delivery System” — 
16 pages, free. Air Reduction Sales 
Co., 150 E. 42nd St., New York 17, 
N. Y. Specify form ADC-663A. 





It’s the “‘Jiffy"’ Hook 
that does the trick! 


Amazing—but she does it! So did thou- 
sands of others last winter in the areas 


where Campbell “Jiffy” Chains were introduced. You—and your 
customers—can put on these new “Jiffy” Chains just as fast. 


With “Jiffy” Chains there’s no need to jack the car—no need to 
move it. And there’s no hard-to-fasten inside lock. No dirty work, 
either—free plastic sleeve guards come with every pair. 


So stock up now—demonstrate and sell these revolutionary “Jiffy” 
Chains before the snows fly. Call your Campbell distributor, or 
write direct. 









CAMPBELL LUG-REINFORCED STANDARD CHAINS 


Patented Lug-Reinforced construction digs in for better trac- 
tion—greater protection against skids and side slips—long 


wear. Free applier included 
with every pair. 


Water-resistant, 
colorful box 

stores chains easily 
—keeps them neat 
and clean. Makes 
attractive display. 
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Doing Business With Local Firms— 

Clyde F. Applegate, president, Applegate Chevrolet Co., Flint, helped support Flint 
economy in 1956 by spending $415,000 with 351 local firms. One of the firms gets a 
share of the expenditures by servicing the dealership's signs. 


TS IRS Ce PEN AT PE 


ISS 


ene eee een 


before a service problem arises. 
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FLINT.—To what extent does a 
dealership support other local firms 
by buying their products and serv- 
ices? 

Clyde F. Applegate, president, 
Applegate Chevrolet Co, began 
wondering about that when he read 
about the number of suppliers Gen- 
eral Motors had in the Flint area. 


500 local pplegate 
said, “I thought I'd look over our 
books to see how we rated.” 

In 1956, Applegate learned, his 
dealership spent $415,000 with 351 
local businesses. 

“The figures would be even higher 
if we counted cash payments for 
goods and services,” he said. “The 
figures include only those firms for 
whom we wrote checks.” 

Admittedly, all the local firms 
counted are not confined to local 
ownership. But in each case, the 
local branch supports Flint 


economy through employment of 
workers living in this area, Most of 


When the Car Manufacturer’s Service or Service Engineering depart- 
ment sees the need for a new tool, Manzel specialists are called upon 
for consultation. 


WORKING FROM ADVANCE BLUEPRINTS — usually six to twelve months 
ahead of release dates for new car models — Manzel’s Engineering 
Staff designs the tool. A prototype is made and submitted to the 
Manufacturer. Alterations are made if necessary, and only when final 
approval is given, is the tool produced in quantity. 

CONTINUOUS PRE-PLANNING between the Car Manufacturer and 
Manzel enables Service Manuals, Labor-Time Schedules, Training 
School Instructions . . . and required Service Tools ... to be ready 


351 Firms Serve Dealer 















the 351 companies, however, are 
locally owned, 

There are many unusual items 
on the expenditure list—things 
not generally thought of as ex- 
ease items in running a dealer- 

p. 
There’s a $45.67 item for purchas- 
ing Christmas trees and decorations 
for the showroom windows. Another 


Los Angeles Bids 
For ‘First’ Show 


LOS ANGELES.—The Los An- 
geles Motor Car Dealers Assn. has 
made its bid to sponsor the “first” 
auto show of the 1958 season. 

The show will be held Nov. 14-24 
in the Pan Pacific Auditorium. 

Prior to the Los Angeles an- 
nouncement, the earliest scheduled 
exhibition had been the St. Louis 
show, Nov, 22-Dec, 1. 





Born for a purpose... delivered on schedule 


Every Manzel-made service 
tool is fully warranted. Ade- 
quate stocks permit tools to 
be obtained years after their 


original manufacture. 


@ Factory-authorized manufacturer and supplier of 
approved tools and equipment for servicing Ford. 
Continental, Lincoln and Mercury vehicles. 


315 BABCOCK STREET @ BUFFALO 10, NEW YORK 
A DIVISION OF HOUDAILLE INDUSTRIES, INC. 
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is $7.20 for rubber galoshes for th, 
car washer. 

A men’s clothier received $40 fo 
@ sport coat won by a salesman jp 
a car-selling contest. More tha 
$500 went to a grocer to supply 
Christmas turkeys as gifts to em. 
ployes. 

One firm received $290.15 fy 
maintaining fire extinguishey 
around the service department 
Keeping the windows clean g 
Applegate earned another company 
more than $1,400. 

Clean overalls supplied free t 
employes who require them brought 
more than $16,000 to another firm 
A drugstore sold $11.23 worth of 
first aid kits to Applegate for em. 
ploye use. 

Half a dozen different plumbers 
were called last year to make re 
pairs. Used-car repairs brought 
business to several other new-car 
dealerships. Floral gifts were sup- 
plied by a number of florists. 

Amount of Business Applegate 
did last year ranged from $1.38 for 
@ used-car part to around $22,0m 
to several companies dealing in 
auto supplies. 
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Incentives Aid 


Salesmen, Boss 
At Spitzer Deal 


LITTLE ROCK, Ark.—aA hard. 
working sales force and a compre. 
hensive incentive plan hav 
produced outstanding results fo 
Spitzer Motors (Dodge-Plymouth) 
in the 18 months it has been ip 
business. 

The firm has boosted Dodge pene. 
tration in the area from 1.6 to? 
percent, has hiked service absorp 
tion to 110 percent and is netting 
$4,000 a month on used-car sales. 

J. V. Burhle, general manager, 
said his 16 salesmen receive $% 
for a “break-even” deal and 25 per 
cent of the gross profit difference 
between the break-even point and 
the final selling price. 

In addition, two teams compete 
each month for bonuses in the form 
of unsigned checks which become 
payable if the sales goals ar 
reached. 

An extra $1,000 goes to any sales 
man who accumulates 1,000 sales 
points in a week. Salesmen get 18 
points for a new-truck sale, 18 
points for a new car and 90 points 
for a used car priced at $500 o 
more. 
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Auction Group Formed Jol 
BUFFALO.—New York Automo § de 
bile Dealers Exchange Auctioneers§ 1 
of Buffalo has been established at eq 
273 Irving Terrace, Tonawanda, by § co: 
Alton W. Clements. the 
= » ear 

New Lot in St. Paul dir 

ST. PAUL.—The Center, a used I 
car lot, has been opened on Uni- ti 
versity Ave. near Rice St. by Tom Ju 


O'Donnell and Joe Pignato. 
” . - 


Rose Opens Lot 
ST. PAUL. — Mickey Motors, 
a@ used-car lot at 1164 University 
Ave. here, has been opened by 
Mickey Rose. 
= * * 


Florida Used-Car Dealer 


Swims Lake Ontario 
TORONTO. — Florida used-car 
dealer Jim Woods swam Lake Ow 
tario from the mouth of Niagaré 
River to Toronto, wiping out the 
memory of five previous failures. 
The 48-year-old Orlando ath- 
lete covered the 32-mile distance 
in a little over 19 hours. He is the 
fifth swimmer to achieve the feat. 

* + * 
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Trotter Opens Lot 
PINE BLUFYF, Ark.—H. F. 
Trotter, Inc., has opened a useé 
car lot. 


| 
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* * * 


Teague Moves Lot 


STAUNTON, Va.—Teague Motor 
Co., 108 S. New St. has moved it# 
used-car lot from 250 N. Central 
Ave. to 835 Greenville Ave. 


Wondering how new-car and truck pre 
duction and sales are making out? A 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts conce 
the automotive industry, every 
throughout the year. 
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The following advertised - delivered 
es include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
gnd-handling charges, Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment, 

BUICK — Special — 4-dr., sed., $2,659.83; 
gar, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2.703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4dr, 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr, hardtop, 
$3,354; 2-dr, hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr, hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; - conv., $4,066.33. Roadmaster 
«75”"—4-dr. hardtop, $4,483.33; 2-dr. hard- 
“75."" Power steering standard on Super, 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
Roadmaster and Roadmaster ‘‘75.’’ Power 
brakes standard on Roadmaster ‘‘75.’’) 
CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr, hard- 
top, $13,074. Sixty Special—4-dr. hardtop, 
$5,614.32. Series 75—8-pass, sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 


Current Prices on U. S. Cars 





4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr, 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr, sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr, hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-de, 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32, Bel Air— 
4-dr, sed., $2,290.32; 2-dr. sed., $2,238.32; 


4-dr. hardtop, $2,364.32; 2-dr,. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat, wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 


cpe, or conv. (V-8 only), $3,465.32, 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr, hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575; 
Saratoga—4-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr, 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 


CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbo-Drive, power steering, power 
brakes standard.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr, hard- 
top, $2,835.75; 4-dr. 2-seat stat. wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr. hardtop, $3,084.75; 
conv., $3,361.25. Fireflite—4-dr, sed., $3,- 
486.75; 4-dr, hardtop, $3,670.75; 2-dr, hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat stat. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. -sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
hardtop, $2,665; 2-dr. hardtop, $2,580; 





Not Like Old Days ae 


New-Car Break-In Passe 


LANSING. — It takes less time 
today to break in a new car than it 
does to break in a new pair of 
shoes. Gone are the days when 
“long break-in or early breakdown” 
was a standard for the automobile 
industry. 

In the days of the curved-dash 
runabout, the break-in period was 
optional. The driver either con- 
sidered the life of his car the 
break-in period or he believed 
there was no such thing as a 


White’s Earnings 
Slightly Below 
56 First Half 


CLEVELAND.—White Motor Co. 
sales in the first six months of the 
year totalled $109,817,968, compared 
with record first half sales a year 
ago of $112,525,457, according to 
Robert F. Black, chairman, and 
John N. Bauman, company presi- 
dent. 

Net income of $3,350,746 was 
equal to $3.27 a common share, 
compared to $3.48 a year ago. In 
their report, the two men said 
each of the company’s three major 
divisions —White, Autocar and 
diesel engine—contributed to first 
half figures. Results of Reo opera- 
tion have been included only since 
June 5. 


registrations by states 


break-in period. In either case, 

anything over eight miles an hour 

was “high” speed and the needle 

never went beyond 30. 

With the advent of multiple 
cylinder and high compression en- 
gines, however, it became necessary 
to break in gradually automobiles 
before operating them at what are 
considered normal speeds today. 

By the time the early 1930s rolled 
around, a car was thoroughly 
broken in after only 2,500 miles, or 
approximately the distance from 
Detroit to Los Angeles. 

According to a 1931 Oldsmobile 
owner's manual, it was 35 miles 
per hour for the first 500 miles, not 
over 50 miles per hour for the next 
500 miles, and then “somewhat 
higher speeds for very short dis- 
tances” until after the car had been 
driven 2,500 miles. 

Today the break-in period is re- 
garded as an “assurance factor,” a 
run-in period during which the new 
owner gets to know his car and 
the way it functions. 

In modern cars, engineers say, 
the break-in period has almost 
been eliminated, thanks to tech- 
nical advancements and improved 
lubricants. 

Today they recommend not over 
50 miles per hour for the first 100 
miles and not over 65 for the next 
400 miles—and this is just “extra 


insurance” for the long life of the) 


engine. 



















conv., $2,841.50. Royal V-8—4-dr. sed., $2,- 
711.50; 4-dr. hardtop, $2,818; 2-dr, hard- 
top, $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr, hardtop, $2,991; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,861; 
4-dr, 2-seat Sierra, $2,946; 4-dr 3-seat 
Sierra, $3,073; 4-dr, 2-seat Custom Sierra, 
$3,087; 4-dr, 3-seat Custom Sierra, $3,215. 


FORD—(Prices are for 6-cyl. models. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 
$1,878.64. Custom 300 — 4-dr. sed., $2,- 
156.56; 2-dr. sed., $2,105.28 Fairlane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
2-dr. sed., $2,281.40; 4-dr. hardtop, $2,- 
403.76; 2-dr, hardtop, $2,339.12; conv., $2,- 
505.32; retractable hardtop cpe, (V-8 only), 
$2,942.05. Station Wagons — 2-dr, 2-seat 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 2-seat 
Country sedan, $2,451.32; 4-dr, 3-seat Coun- 
try sedan, $2,556.08; 4-dr, 3-seat Country 
Squire, $2,683.64, Thunderbird — hardtop 
epe. (V-8 only), $3,408.12, 


HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hornet 
Custom V-8—4-dr. sed., $3,010.75; 2-dr. 
hardtop, $3,100.80, (Power brakes standard 
on Custom.) 


IMPERIAL — Imperial — 4-dr. sed., $4,- 


837.50; 4-dr. hardtop, $4,837.50; 2-dr, hard- 
top, $4,735.50. Crown—4-dr., sedan, $5,406; 


4-dr. hardtop, $5,406; 2-dr. hardtop, $5,- 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50; 4-dr., hardtop, $5,742.50. 


Limousine prices not available. (TorqueFlite, 
power steering, power brakes standard.) 


LINCOLN—Capri—4-ar. sed., $4,794; 4- 


dr. hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr, hard- 








top, $5,293.50; 2-dr, hardtop, $5,148.50; 
conv., $5,381. (Turbo-drive, power steering, 
power brakes standard.) 


MERCURY — Monterey — 4-dr, sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr, hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montclair—4-dr. sed., $3,187.80; 
4-dr, hardtop, $3,316.80; 2-dr. hardtop, $3,- 
235.80; conv., $3,429.80. Turnptke Cruiser— 
4-dr, hardtop, $3,848.80; 2-dr, hardtop, $3,- 
757.80; Pace Car conv., $4,102.80. Station 
Wagons — Commuter — 2-dr. 2-seat, $2,- 
902.80; 4-dr, 2-seat, $2,972.80; 4-dr. 3- 
seat $3,069.80. Voyager — 2-dr. 2-seat, 
$3,402.80; 4-dr. 3-seat $3,569.80. Colony 
Park 4-dr. 3-seat, $3,676.80. (Mere- 
O-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser. ) 


NASH — Ambassaa 
$2,820.80; 2-dr. 


or Super V-8—4-dr. 


sed., hardtop, $2,910.80. 
Ambassador Custom V-8—4-dr. sed., $3,- 
010.75; 2-dr, hardtop, $3,100.80. (Power 


brakes standard on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2,854.47; 
conv., $3,182.47; 4-dr, 2-seat stat. wag., 
$3,202.47; 4-dr, 2-seat hardtop, stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, $3,- 
257.47; 2-dr, hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr, 2-seat hardtop, stat. wag., 
$3,541.47. Series 98—4-dr. sed., $3,740.55; 
4-dr, hardtop, $4,012.55; 2-dr. hardtop, $3,- 
936.55; conv., $4,216.55 (Jetaway Hydra- 
Matic, power steering, power brakes stand- 
ard on Series 98.) 


PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighto- 
matic standard.) 


PLYMOUTH—(Prices are for 6-cyl. mod- 
els. For V-8s, add $100.) Plaza—4-dr. sed., 
$2,054.75; 2-dr. sed., $2,008.50; bus, cpe., 
$1,898.75. Savoy—4-dr. sed., $2,193.50; 2- 
dr. sed., $2,147.25; 4-dr. hardtop, $2,317.25; 
2-dr. hardtop, $2,229. Belvedere—4-dr,. sed., 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr, hard- 
top, $2,418.50; 2-dr, hardtop, $2,348.50; 
conv. (V-8 std.), $2,638. Fury—2-dr. hard- 


61 


top, $2,925.25, Station wagons—2-dr, 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, $2,- 
440; 4-dr, 2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr. 2-seat Sport, 
$2,621.75; 4-dr, 3-seat Sport, $2,776.75, 


PONTIAC — Chieftain — 4-dr, sed., $2,- 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
$2,614.39; 2-dr. hardtop, $2,529.39; 2-dr. 
2-seat stat, wag., $2,441.39; 4-dr. 3-seat 
stat. wag., $2,898.39. Super Chief—4-dr. 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr, 2-seat stat. 
wag., $3,021.39. Star Chief—4-dr. deluxe 
sed., $2,839.39; 4-dr, custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr. hardtop, $2,- 
901.39; conv., $3,105.39; Bonneville conv. 
(fuel injection), $5,782.39; 2-dr, . 2-seat 
Safari stat, wag., $3,481.39; 4-dr, 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matic, 
power steering, power brakes standard on 
Bonneville. ) 


RAMBLER — Deluxe Six — 4-dr. sed., 
$1,961.45. Super Six—4-dr. sed., $2,122.65; 
4-dr, hardtop, $2,207.65; 4-dr, 2-seat stat. 
wag., $2,409.65. Custom Six—4-dr. sed., 
$2,212.65; 4-dr. 2-seat stat. wag., $2,499.60. 
Super V-8—4-dr. sed., $2,252.60; 4-dr. 2- 
seat stat. wag., $2,539.65. Custom V-8—4- 
dr, sed., $2,342.65; 4-dr, hardtop, $2,427.65; 
4-dr, 2-seat stat. wag., $2,629.65; 4-dr. 2- 
seat hardtop stat. wag., $2,714.60. Rebel V- 
8—4-dr. hardtop, $2,785.90, 


STUDEBAKER—NScotsman 6—4-dr. sed., 
$1,826; 2-dr. sed., $1,776; 2-dr. 2-seat 
stat. wag., $1,995. Champion 6—4-dr, cus- 
tom sed., $2,048.99; 4-dr. deluxe sed., $2,- 
170.79; 2-dr, custom sed., $2,000.59; 2-dr. 
deluxe sed., $2,123.09. Commander V-8— 
4-dr, custom sed., $2,173.29; 4-dr. deluxe 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,246.09, President V-8 
—4-dr. sed., $2,407.29; 2-dr. sed., $2,357.99, 
President ie — 4-dr. sed., $2,538.82, 
Station Wagons—2-dr., 2-seat Pelham 6, 
$2,381.59; 2-dr. 2-seat Parkview V-8, $2,- 
504.69; 4-dr. 2-seat Provincial V-8, $2560.72; 
4-dr, 2-seat Broadmoor V-8, $2,665.97. 
Hawks—Silver Hawk 6 cpe., $2,141.59; 
Silver Hawk V-8 cpe., $2,263.17; Golden 
Hawk V-8 2-dr. hardtop, $3,181.82. (Over- 
drive standard on Golden Hawk, Heater 
standard on Scotsman.) 


New Commercial Car Registrations, 


All States for Seven Months, 1957-1956 


Truck registrations by states 
are released here weekly, as 
compiled by R. L Polk repre- 
sentatives in state capitals. 
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32 States Previously *57| 15; 12776} 156 1897; 12051 2470! 4678 608 83 251) 522 953 737 
Reported for July 56) 18} 13186) 201] 2551] 12461) 3724; S24e a7, 129) 418 ton 969 339| soit 
Alabama ‘57) 739 i “4 490 15! 137 56 I 22 9 19 1669 

ay 56) 429) 3 61; 363) 154 108 15} 1 6 is| 12| 1167 
Arizona ‘57) 267 52 242) 7 76 4) I 6) 13 to 28 778 

56) | 251 4 56 173 80 47 3| 13| i 20 10! 668 
California "57 | 3317) 44,522; 3064, SOP) S19) 46 20 45 6 176| 499, 8909 
56) | 2631} 7\ 592} 2564) 689) 602 40 18) 57) | 218 pd 7807 
Indiana ‘57 | 677) 24) ~=«110)—Sts«C75A4 114) (350 40 8) a 49) 21 2) 272 
‘56! 774 r-3 132} 661/150) 402 25 7 43 56 34 16| 2325 
lowa ‘57 | 418 iT 58,448 3| ~~ -26i 7) 3 8 18 7 15) 17 
‘56! 426 10 66} 383 83} 262 2) 1 15 7 Hi | 1309 
Kentucky "57 | | 515 4 66,546 148 148 10; i 8 14 28 7| 145 

56) 433 6 64) 371 1G} 123 16) 3 10 13 4 1185 

Maine 7] 169 29 17 68 139 "i 2 7 6) 7 "i 656 
56 1} ‘107 38 % 41) 69 4 7 7 23) 10| 403 

Massachusetts 57 | 4 272) 2| 75 38! | 99; 148) 58 3 7 30 47 %| «1172 
rN ‘56! 5| 407 9 167) 535) 222) 307 54 9 20 70 57 2s 1890 
Mississippi 57) 626 38; 418) 8! 15? 18} | it} 2) it} 8} 1372 
‘56 721 | 58; Sazj_—St| tas 13 4] ial ta 

Missouri ‘57| 736 i 7ij 534) —«dS) 28S 17| 3| "i 45 is} 2] Ss«908 
56) 684 3 115) 505 178} 247 1} 6| 16 45) 13} 8} 1821 

New York ‘57 | 17; ‘1155 19} 308) «4 293; «57% ” 2 25 107 155, «153| 4347 
'56| 42| 1076 15| _442|_—«sN 187} 460} 640) 169) | 2} 19! 164) 75| 4525 

Oklahoma "57| 656 1 50; 642 123; «192 7 | 8) 21 "i 22| «178 
‘56| 636 | 53} 442) 128 180 7 6 7 19 13 9} 1502 

Oregon ‘57 | 460 2 73; 414 7 182) 26 3 24 19 52 Bi; 1433 
56) 379) 12 87| 476 182; 216) 24 4| 19 62 6! 62| 1584 

Pennsylvania b4 21; «1163 22; 284) —«1120;—S—i2BjSCS12)~——«*130) 14) 28 8 14) 79| 38% 
56 11] 1054) 25| 339/ + =945| + =348) = 585} «09 12) 36 106 124| | 3722 

South Carolina 57) | 37 27| 262} 65 65 16) | 4| iT 9 4 oo 
> ae ‘56| 260 | 46| 22 67 75 4) 2) 22\ 9| i} 713 
Texas 57 2787 16) «1772071; 280) S85 61 5 2 128) 73; 2t| aa 
56) 1969 13 146} 1307) 325) = 44 56) A 7 77) 50) 20) 4417 

Washington ‘57| | 621 5 134 555 1s? 208 35 6) 22) 15) 4) 88 1893 
‘56| |__313} 3 78| —-403 152] «157 13 12) 10} 14| 51| 31} 1237 

All States Reported ‘57| 57| 27725; 308} 4015| 25600)" 5292/9281 1257; —«90| S40) 165) —«1806| steel) 79117 
For July 56) 77\_ 25738} 402|_—SOV!| 23640) 7244) «9854/1165 244) = 755| 1388) ~—«*1874| ~=—«932| | 78404 
Year ‘S7| — 408| 173565) 2027| 28246 161151) 37339) 54336) 7824/1386, + 4329/7940) -«12513| 10865) 501929 
To Date ‘56| 613] 178995} 2432} 34522) 158047! 50570) 64535, 7743; 1789) 5776, 9477| 12460; 6452] 53341! 
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~_ New Passenger Car Registrations, 36 States for July, 1957-1956 
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“The information contained in this report has been compiled from official state documents. Every reasonable 
Precaution has been exercised to insure accuracy of this report to the extent of the registrations received and 
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inaccuracies or ommissions.""—R, L. Polk & Co. 
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56) 213 25) 19 58; 315} 341; ~—31| 266] ~—867|_—«*1840 38] bail 3) 126 1244| 9784 24| 516) 9713 1886 | 1903} 16362 0, 354 434) in| sai) 
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Publications advertised 





in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


PUBLICATIONS PROVIDE COMPLETE 


‘ Fundamentals 
Diagnosis 
On-the-Car Service 
Overhaul Instructions 


Coa covers all Dual-Range 


Hydra-Matic Transmissions 
through 1957. 


iy covers all Fordomatic, 


Merc-O-Matic and Turbo-drive 
Transmissions through 1957. 


Over 200 pages $A .50 ach 
and 450 illustrations sees 


Please order by Manual Number 





Shieh hatedienis hated 
he 


_» Mail orders with check or money order to: 








YOU CAN START YOUR OWN 
FINANCE COMPANY 


Today, dealers are discovering that the real profit from selling cars 
comes from self-finance and insurance. A legitimate 
source of income, which grows and grows, is the reserve enjoyed 
from time selling. Why pass your profits on to finance companies 
when you con start your own? 


Authoritative booklet “HOW TO RAISE CASH TO FINANCE YOUR 
AUTOMOBILE TIME SALES” covers all angles. This book is worth many 
thousands of dollars. Written by authorities who have had more 
then a quarter of experience! No dealer who pians to stay 
in the automobile business can overlook self finance. 


FREE WITH THIS INTRODUCTORY ORDER—Austhoritative 
Manual." 
Trace “skips” easily. Save money! Cut waste motion! 


Also free booklet on “HOW TO FINANCE AND INSURE YOUR OWN 
TIME SALES." Plus let with a straight forward explanation of 
@ new method of obtaining immediate cash when aditional working 
capital is required. 

All four for only $5.00. Ten day money back guarantee. 


Send check to—Herman N. Farrand, 320 Beaubien St., Detroit 26, 
Michigan, Vice President Farrand Publications, Inc. 





N Oo Ww Get Complete 


Accurate Wholesale Costs of 

All New 1958 Cars and Equip- 

ment in the 1958 Edition of 
“AUTO COSTS” 







AUTO COSTS PUBLICATIONS 


P. O. Box 224—Dept. 300 
New York 1, N.Y. 





Don’t lose a sale to a competitor becouse “think” 
you — we » costs = A wrong aican $25.00 
may sale. You'll sove many deals with thi 
valuable information! = -— 
The full price of “AUTO COSTS” is only $10.00 

which includes free supplements containing on a 
changes and model revisions that occur throughout the 


| 

te | 

----copies of the 1958 Edition of AUTO COSTS | 
paid). 


f 


Ne est et is os | model-year. You'll never want to be without it. 
I eit ea inciaick ps asi's | f# AUTO COSTS 
Ee eae P.O. Box 224 

ce ALSO INCLUDE FREE 1957 EDITION | New York I, N. Y. 
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Used-Car Auction Prices 





(Continued from Page 50) 


’51 4-dr., 2 at $310, $150; 2-dr., $270, 
$190. ’50 2-dr., $175. 
DeSOTO—’52 Firedome club coupe, $285. 
’51 4-dr., $120*. °50 4-dr., $190°*. 
DODGE— 54 Royal club coupe, $900* (ps); 


Meadowbrook 4-dr., $550, ‘53 Coronet 
2-dr., $400°. 

FORD—’57 Fairlane (8) Victoria, $2,080* 
(ps); Fairlane (8) 500 2-dr., $2,060° 


(ps); conv., $1,950*; station wagon, $1,- 
980° (ps). °56 Ranch Wagon, $1,360; 
Fairlane (8) 4-dr., $1,330*, $1,300°. ’55 
Ranch Wagon, $1,080; Fairlane (8) conv., 
$1,235; Custom (6) 2-dr., $840. °54 Cus- 


tom (8) Victoria coupe, $790; 2-dr., 
$635; 4-dr., $580 (police); Ranch Wagon, 
$650; Main (6) 4-dr., $600. 53 Custom 
Victoria, $670; 2-dr., $440. °'52 station 
wagon, $585; club coupe, $300; 2-dr., 
$185. °50 2-dr., $120. 
LINCOLN—’55 Capri 4-dr., $1,200°. ‘50 


Capri 4-dr., $175°. 

MERCURY —’55 Montclair Sport coupe, 
$1,280* (ps). °53 Monterey Sport coupe, 
$680; Custom 4-dr., $500. 

NASH—’54 Statesman 4-dr., $590. '52 Am- 
bassador 4-dr., $385. 

OLDSMOBILE — '57 (88) Super Holiday, 
$2,435° (ps). °56 (98) conv., $2,200° 
(ps). °54 (88) Super 4-dr., $1,140* (ps). 
53 (88) Super 4-dr., $635* (ps); (88) 
2-dr., $440*. '52 (98) conv., $350; 4-dr., 
$335; (88) 4-dr., $310, $185*. °51 2-dr., 
$190*. '50 2-dr., $150; 4-dr., $130. 

PACKARD—’55 Clipper 4-dr., $1,130°*. 

PLYMOUTH—’57 Savoy (8) 2-dr., $1,890°. 
'55 Belvedere (6) 2-dr., $1,140°; Plaza 
(6) station wagon, $1,050° (ps). °53 
Cambridge 4-dr., $420. ‘52 Cranbrook 
2-dr., $160. °51 4-dr., $220; Sport coupe, 
$200. '49 4-dr., $180. 

PONTIAC—’56 Star Chief (8) conv., $1,- 
810°. °55 Chieftain station wagon, $1,- 
020, $970*. °52 4-dr., $425°. °50 4-dr., 


$130°. 
$770; 2-dr., $600°. 


RAMBLER—’'54 4-dr., 
’53 station wagon, $510. 
STUDEBAKER—’53 Land Cruiser 4-dr., 
$360°. '51 4-dr., $200. 
WILLYS—’52 Aero Ace 2-dr., $185. ‘51 
station wagon, $290. 
MISCELLANEOUS—’57 MG roadster, $2,- 
$1,540. °55 Ford 
54 Ford %-ton 


000. °56 Volkswagen, 
%-ton pickup, $650. 
pickup, $525; Morris Minor conv., $400; 


Kaiser conv., $900. ‘51 Kaiser 4-dr., 
$140; MG roadster, $650. 
OMAHA 


(Richard Abel Auto Auction, Sale every 
Thursday. Prices are for sale of Aug. 29.) 
(Clean cars are bringing top prices.) 
BUICK—’55 Special 4-dr., $1,190* (ps). "52 
Super 4-dr., $480*°. '51 4-dr., $310°. 

4-dr.. $200°. 

CADILLAC—'56 Five-pass. sedan., $2,990*° 
(ps). "55 coupe de Ville, $2,635° (ps). 
CHEVROLET—’'57 Bel Air 4-dr., $1,895°; 
Two-ten 4-dr., $1,835. ‘56 Bel Air (8) 
Sport coupe, $1,635*. "55 Bel Air 4-dr., 
$1,295*; Delray coupe, $1,030. ‘54 Bel 
Air 2-dr., $890°. ‘53 Bel Air Hardtop, 
$755*; 2-dr., $605; Two-ten 2-dr., $495. 

"52 4-dr., $525°. °51 2-dr., $285°. 
CHRYSLER—’S4 Windsor 4-dr., "53 
Windsor 4-dr., $640°. "52 4-dr., $300°. 
DeSOTO—’55 Sportsman Hardtop, $1,475*. 





"52 4-dr., $295°. 

DODGE—’57 Coronet Hardtop, $2,290°. °55 
Royal (8) 4-dr., $1,295*; Coronet Hard- 
top, $1,190. "52 4-dr., $300°. 

FORD—’57 Fairlane (8) 500 Victoria, $2,- 
075*; Fairlane (8) conv., $1,980. ‘56 
Country sedan station wagon, $1,480*; 
Ranch Wagon, $1,450°, $1,390°; Custom 

2-dr., $1,240, $1,130; Main (8) 2- 

$1,180. °55 Fairlane (8) conv., $1,- 
Victoria, $1,400* (ps), $1,345°; 

., $1,125*; 4-dr., $1,055. "54 Custom 
(8) 4-dr., $815. "53 4-dr., $555. 

HUDSON—’'55 Hornet sedan, $840°. 

MERCURY—’'57 Commuter station wagon, 
$2,800* (ps). '54 Monterey 4-dr., $855* 
(ps); 2-dr., $835°. "53 2-dr., $495. "52 
2-dr., $540*. "50 sedan, $255°, $150°. '49 
coupe, $110°. 

NASH—’53 Statesman 4-dr., $600°. 

OLDSMOBILE—'56 (88) Holiday, $1,925* 


(ps). °54 (98) Holiday, $1,260° (ps); 
(88) Super conv., $1,100°; (88) 4-dr., 
$1,080°, "51 (88) 2-dr., $160°. "49 2-dr., 
$105°. 

PLYMOUTH—'55 Savoy 2-dr., $845; Plaza 
4-dr., $605. °54 Belvedere (6) 4-dr., 
$700*; Savoy 4-dr., $570°. ‘52 4-dr., 
$330. °49 4-dr., $120. 

PONTIAC—’56 Star Chief Catalina, $1,- 


745° (ps). '54 Chieftain 2-dr., $670. °53 
Chieftain 2-dr., $540. 
RAMBLER—’55 station wagon, $975. 
STUDEBAKER—'56 Champion 4-dr., 
090°. °49 4-dr., $205°. 
WILLYS—’50 station wagon, $180*. 
MISCELLANEOUS—'47 Ford pickup truck, 
$200. 


$1.- 


SEATTLE, WASH. 


(South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 
28.) 

(Retail slow, buyers reluctant to pay 
existing prices. Sold 107 cars out of 258 
consignments.) 

BUICK—’56 Special Hardtop, $1,695*. '55 
Century Sport coupe, $1,495; Special 
Sport coupe, $1,390*. ‘54 Super Sport 
coupe, $1,205* (ps). °'53 Super 4-dr., 
$740*; Sport coupe, $720. 

CADILLAC—’'57 (62) coupe, $4,250* (ps). 
*54 conv., $1,920* (ps). "52 (60) 4-dr., } 
$1,060* (ps). '47 (60) 4-dr., $170*. 

CHEVROLET —'57 Bel Air (8) conv., $2,- 
315*; Sport coupe, 3 at $2,230; 2-dr., | 
$1,900*; Two-ten station wagon, $2,150; 
Two-ten (6) 2-dr., $1,960. ‘56 Bel Air 
4-dr., $1,625*; Two-ten (8) 4-dr., $1,- 
330; Two-ten (6) 4-dr., $1,170, '55 Two- 
ten (8) station wagon, $1,320; Two-ten 
(6) 2-dr., $1,000; Bel Air (6) Sport 
coupe, $1,300*. '53 Two-ten station wag- 
on, $805*; Two-ten 4-dr., $500*; Bel Air 
4-dr., $770; Sport coupe, $680*. ’52 4-dr., 
$370. ’51 4-dr., $295*. °49 4-dr., $225, 
$135. 

CHRYSLER—’'53 NY 4-dr., $645* (ps). 

DODGE—'55 Coronet Suburban, $1,300*. 
*53 Coronet 2-dr., $550*; 4-dr., $495*. 
"50 4-dr., $125. 

FORD—’57 Fairlane (8) 500 Victoria, $2,- 
350° (ps), $2,260* (ps), $2,030; Country 
sedan, $2,290* (ps); Fairlane (6) station 
wagon, $2,230*; Custom Ranch Wagon, 
$1,905, $1,900; Custom (6) 2-dr., $1,495. 
*"5@ Custom station wagon, $1,580, $1,- 
445; 4-dr., $1,275*; Main (6) 2-dr., $1,- 
020, $995. °55 Fairlane Country sedan, 
$1,510; 4-dr., $1.310*, $1,260*; Custom 


2-dr., $865*, $825; 4-dr., $950°. ’54 Cus- 


tom Country sedan, $1,085*; Main (6) 
2-dr., $625, $620. ‘51 2-dr., $285. ’50 
2-dr., $160. 


HUDSON—’55 Wasp Sport coupe, $1,080*. 
LINCOLN—’53 Capri 4-dr., $670* (ps). 
MERCURY—’56 Medalist Sport coupe, $1 


- 
s 


620*. °54 Monterey Sport coupe, . 
"53 4-dr., $565*, ‘51 2-dr., $325. '50 4- 
dr., $295. 


NASH—’55 Ambassador 4-dr., $1,350°, °54 
Metropolitan, $520. 

OLDSMOBILE—’'56 (88) 2-dr., $1,435*. '55 
(88) Sport coupe, $1,665* (ps), $1,620*. 
"50 (88) 2-dr., $280°, $155*. 

PACKARD—’55 Constellation Sport coupe, 
$1,350* (ps). 51 4-dr., $185°*. 

PLYMOUTH—’56 Savoy (8) 2-dr., $1,225. 
"55 Suburban station wagon, $1,125; 
Savoy (8) 4-dr., $975. °54 Cranbrook 
4-dr., $625*. "53 4-dr., $510. '51 station 





wagon, $400. 

PONTIAC—’54 Star Chief conv., $1,150* 
(ps); Catalina, $1,030*. °51 Hardtop, 
$325*. °50 4-dr., $360*%; conv., $155*; 
2-dr., $125. 

STUDEBAKER — ’52 Champion Hardtop, 
$250°*. 

MISCELLANEOUS ’57 Chevrolet %-ton 
pickup, $1,350. °55 Chevrolet %-ton 
Pickup, $1,035*; GMC ¥%-ton pickup, 


$1,110. '54 Hillman Minx 4-dr., $515, °52 
Chevrolet %-ton pickup, $465. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale af Aug. 29.) 

(Sold 83 cars out of 128 consign- 
ments.) 

BUICK —’'57 Special 4-dr., $2,285*. °55 
Special 2-dr., $1,085*. °54 Special 2-dr., 
$825. '53 2-dr., $415. 

CHEVROLET—’57 Bel Air (8) conv., $2,- 
175* (ps); 4-dr., $2,075*. °56 Bel Air 
4-dr., $1,675*; station wagon, $1,875*, 
$1,550; Two-ten 4-dr., $1,550* (ps), $1,- 


265; 2-dr., $1,340°. °55 Two-ten 4-dr., 
$1,130; 2-dr., $940. '54 2-dr. $710. ’53 
4-dr., $520°; 2-dr., $600, $505*. ’49 4- 


dr., $155; 2-dr., $130. 

CHRYSLER—’53 Windsor 4-dr., $525*. '50 
4-dr., $130*. 

DODGE — '57 Coronet Hardtop, $2,200°*. 


"55 Custom Royal 4-dr., $1,255. ‘52 4- 
dr., $185. 

FORD—'57 Fairlane (8) 500 Victoria, 2 at 
$2,200* (ps), $2,175*; 2-dr., $2,045°; 
Custom 4-dr., $1,750*. ‘56 Country 
sedan, $1,750*, $1,455; Fairlane (8) Vic- 
toria, $1,650° (ps), $1,530*; Custom 


Victoria, $1,455; 4-dr., 2 at $1,375; Main 


2-dr., $1,225, $1,165. °54 Main 4-dr., 
$590; 2-dr., $615; Crest 4-dr., $750, 
$710°. °53 2-dr., Victoria, $785*. ‘51 
coupe, $300°*. 

HUDSON—’53 Hornet 4-dr., $375. 
MERCURY —'56 Medalist 2-dr., $1,345*. 
‘54 Custom 2-dr., $900; 4-dr., $745; 


Monterey sedan, $710. '52 Custom coupe, 
$500°; 4-dr., $305°*. 
NASH—’51 Statesman 4-dr., $105. 
OLDSMOBILE—'55 (98) Holiday, $1,285* 
(ps). ‘54 (88) 4-dr.. $1,140*, $1,030°. 
"51 (98) 4-dr.. $132°, '50 4-dr., $130*. 
PLYMOUTH—'56 Custom station wagon, 


$1,355. ‘55 Belvedere Hardtop, $1,300; 
Plaza 4-dr., $900, $875; Savoy 2-dr., 
$745. ‘53 Belvedere 4-dr., $455. 
PONTIAC—'50 4-dr., $155*, $150; 2-dr., 
$140, $110. 
STUDEBAKER—’52 4-dr.. $165, $150. 


MISCELLANEOUS—'54 Ford 2-ton truck, 
$700; GMC %-ton pickup, $695. °53 
Dodge %-ton pickup, $475; GMC %-ton 
pickup, $485. "51 GMC 2-ton truck, $400. 
"49 GMC %-ton pickup, $400, $220. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Aug. 29.) 

(Jim-dandy sale. Later models still a 
little harder to push due to early unvell- 
ing of °53 models. Clean cars holding 
their own. Sold 112 cars out of 160 con- 
sicnments.) 

BUICK—’56 Century station wagon, $1,- 
900° (ps); Special 4-dr., $1,575*; 2-dr., 
$1,475°. °54 Special conv., $1,005*. ‘53 
RM Hardtop, $640* (ps): Special Rivi- 
era, $550. ‘55 Super Riviera, $295*; 
conv., $220*, $210°. ‘50 Special 4-dr., 
$135; Super 4-dr., $125. 


CADILLAC — '55 (62) Hardtop, $2,425* 
(ps). "50 (62) 4-dr., $540°. ‘49 4-dr., 
$300°. 


CHEVROLET-~—'57 One-fifty (6) 2-dr., $1,- 
500. '56 Two-ten station wagon, $1,560*. 
‘55 Bel Air station wagon, $1,225; 2-dr., 


$1,130°; One-fifty 4-dr.. $740. '54 Bel 
Air sedan, $850. "53 Two-ten station 
wagon, $825; 2-dr., $800, $600; 4-dr. 


station wagon, $590; Bel Air 2-dr., $785, 
$615; 4-dr., $520, $475. °52 4-dr., $270, 
$260; club coupe, $250. °51 4-dr., $390; 
Hardtop, $270; 2-dr., $290, $220 $125. 
*50 conv., $255*; 4-dr., $240; 2-dr., $190, 
$125. '49 4-dr., $145, $130. 

CHRYSLER—’49 conv., $125. 

DeSOTO — '52 Firedome 4-dr., 
conv., $100*. 


$195. °51 










Sandusky, and E. Shaffer, Findlay. 


21st Service Manager Meeting— . 


Service policy discussions were the order of the day when service managers 
Toledo area Dodge dealerships met with factory representatives. The meeting 
the 21st of its kind to be held this year by Dodge. Shown, from left, first row, aft 
R. C. Loman, MoPar assistant general sales manager; R. H. Kline, Dodge field servic 
manager; R. K. Seely, Chrysler Training Center Conference coordinator, and S. 
Crane, Toledo district service representative. Second row: P. J. Westerholt, Sandus 
O.; R. Schneider, Jackson, Mich.; W. Hulsberg, Coldwater, Mich., and C. McCulloug 
Findlay, O. Third row: E. Allison, Bryan, O.; A. Koester, Sylvania, O.; C. Frybery 





ued 
DODGE — ’'56 Coronet 4-dr., $1,100, 
















Coronet club sedan, $855. ‘52 4.4 
$260*. °49 4-dr., $100. 5 
FORD—’56 Fairlane (8) 4-dr., $1,375» 


Ranch Wagon, $1,300; Custom (8) 4.¢,' 
$1,315*; 2-dr., $1,295*, $1,145. °55 : 
lane (8) Victoria, $1,265*; Custom (8) 
4-dr., $860. ’°54 Custom (8) 4-dr., 

°53 Custom 4-dr., $510, $440; Muin (9 
4-dr., $380; Main (6) 2-dr., $430, 'p 
4-dr., $330. °51 Victoria, $215*; 2-q 
$175*. °50 2-dr., $120. 7 





























































HUDSON—’53 Wasp 4-dr., $285. 

MERCURY—’ 50 2-dr., $155. 

NASH—’53 Statesman 4-dr., $380. Cc 

OLDSMOBILE—’56 (88) Super 2-cr., $1.9 wo 
815* (ps). '54 (88) Super 2-dr., $965 
53 (88) 4-dr., $690*, $560, °50 2d § pre 
$230*. mai 

PLYMOUTH—'56 Savoy (6) 2-dr., $1,095 
$980. '55 Savoy (8) 4-dr., $875. $7¢5. § som 
Plaza (6) 4-dr., $740*. '54 Belveden§ J 
4-dr.. $770; Savoy 4-dr., $650*. °53 4 
dr., $500*, $405*. '52 4-dr., $205, $20 § let, 
$175. '51 station wagon, $200. '50 4-dr his 
$120; 2-dr., $100. 

PONTIAC—’56 Chieftain Catalina, $1,499" . 
$1,210. '55 Chieftain 2-dr., $950. °54 ¢ 
dr., $610* (ps). °53 Catalina, $55. § P* 
conv., $580. '52 4-dr., $315. pr 

STUDEBAKER—’50 coupe, $120. 

WILLYS—’53 Eagle Hardtop, $215. 532.4 © 
dr., $105. °52 2-dr., $210. we 

MISCELLANEOUS—’55 Ford %-ton pic. 
up, $690; Austin sedan, $655. °53 Chey.| =F 
rolet %-ton pickup, $250; Ford %-tm triz 
pickup, $560. °52 Chevrolet cab an 
chassis, $450. ‘51 White tractor, $7% | ven 
$590. '48 Buick hearse, $295. '47 Dodg 
1-ton stake, $170. aC 

; cus 
VALDOSTA, GA. T 
(Tom Hewitt Auto Auction. Sale every{ dov 

Friday. Prices are for sale of Aug. 30.) he’ 
(Buyers get the high dollar for thetr | [© 
clean cars.) rep 

BUICK — '57 Special 4-dr., $1,550* (ps), an 
‘56 RM conv., $2,110* (ps). °55 Special 
Hardtop, $1,360*; 2-dr., $1,110*; Ce Vv 
turv Hardtop, $1,305°. Chi 

CADILLAC—’54 (60) 4-dr., $2,290*:; (6 d 
conv., $1.775* (ps). "52 (62) 4-dr.. gease, | 92 

CHEVROLET—'57 Two-ten 4-dr., $1,770" § the 
"56 Two-ten 2-dr., $1,325*. '55 Bel Af dea 
Hardtop, $1,140. '54 station wagon, $785: 

Bel Air 2-dr., $530%; One-fifty 2-dr, H 
$310. °53 club coupe $575. °52 4-dr, sto! 
$340*. 50 club coupe, $100* 

CHRYSLER—’53 2-dr., $285°. abo 

DeSOTO—'55 Firedome 4-dr., $1,175* (ps), | any 

DODGE—'56 station wagon, $1,660*. 'S T 
Royal (8) Hardtog $990. 

FORD—’'57 Fairlane (8) 500 conv., §2-] on 
150°; Hardtop, $2,080*; Country sedan gra 
$2,050*; Custom 4-dr., $1,540*. "56 Pair. 
lane (8) Victoria, $1,225; Custom 4-dr, in | 
$1,150*. "55 Fairlane (8) Victoria, $1, ] 
300°; 4-dr., $1,285*; conv., $1,070; Cu De 
tom 2-dr., $800; Main 4-dr., $760*. "h 
station wagon, $650; Custom 2-dr., $515. mi 
"53 Victoria, $600; 2-dr., $535. "52 conv. ad 
$500. °51 4-dr., $200°. °50 4-dr.. $210. | 
’41 2-dr., $120. ch 

IMPERIAL—'57 Hardtop, $3,900* (ps). ste 

MERCURY—’'56 Montelair 4-dr., $1,600". kn 
"55 Montclair 4-dr., $1,360°; Custom + 
dr., $1,145*. '52 4-dr., $230. stl 

OLDSMOBILE—'57 (98) Hardtop, $2,940". ime 
"56 (88) Super 4-dr., $1,700*° (ps); (88) 
2-dr., $1,550°. "55 (98) 4-dr. $1,400" 2. 
(88) 4-dr., $1,275°. °51 4-dr., $390° 8 nev 
$200°. wh: 

PLYMOUTH—’'55 Belvedere Hardtop, $1- 
040*. °35 4-dr., $210. the 

PONTIAC—'56 Chieftain Hardtop, $1,370 pat 
"55 Star Chief 4-dr., $1,450°; Catalina 
$1,250°. °53 2-dr., $330°. '52 2-dr., $25.8 3. 
"51 2-dr.. $220*, $200. arr. 

STUDEBAKER—’57 Golden Hawk coupe, or 
$2,250°. °54 Commander 4-dr., $43; 
Champion 2-dr., $400. ‘53 4-dr., $2% 


"51 2-dr., $180°. °50 4-dr., $150. 
MISCELLANEOUS — '55 Chevrolet %-to 
pickup, $550; Ford %-ton pickup, $570 
"52 -Chevrolet %-ton pickup, $225; For 
%-ton pickup, $240. 
* * * 
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— Auctions in Brief — 


NEW YORK CITY 

Skyline Auto Auction. Sale every Tue 
day (Aug. 27). Market very good on al 
clean and sharp cars regardless of the year 
or make. Dealers are buying to meet th 
shortage of used cars created by th 
slackening of new car trades. Sold 94 cam 
out of 127 consignments. 

* * * 


CHICAGO 
Greater Chicago Auto Auction, Sale every 
Thursday (Aug. 29). Sold 263 cars out @ 


454 consignments. 
* * * 


MASON CITY, IA. 

Central States Auto Auction, Sale every 
Wednesday (Aug. 28). Dealer buying wa 
strong, as many were stocking inventorieé 
for pre-Labor Day rush. Retail very goo 
here. Sold 74 percent of 219 cars co 
signed. 

* * * 


ATLANTA, GA. 

Dixie Auto Auction, Sale every Tuesday 
(Aug. 27). Another red-hot sale here t 
day. Largest consignment in recent weeks, 
and percentagewise also better though t 
was normal before. We could say tha 
prices were up here on some models aml 
steady to firm on others. 
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Dealer Fights 


By William M. McCarty 


Staff Correspondent 

CHICAGO.—An Illinois dealer is 
worried about the mistaken im- 
pression of auto dealers held by 
many persons and is trying to do 
something about it. 

Jim Mancuso, Mancuso Chevro- 
let, in suburban Skokie, sums up 
his proposal this way: 

“If every dealer would begin a 
public or community relations 
program in his own area, we 
could get rid of this black eye 
we're getting nationally.” 

He first became concerned on his 
trip to last winter’s NADA con- 
yention in San Francisco. He met 
a Californian who didn’t know Man- 
cuso was a dealer. 

The Californian began running 
down dealers. Mancuso finally said 
he was a dealer and the Californian 
replied, “Well, you don’t look like 
an automobile dealer.” 

When Mancuso got back to the 
Chicago area, he observed more 
and more newspaper stories about 
the tricks of the few unethical 
dealers. 

He said he could not find one 
story in a newspaper or magazine 
about the constructive activities of 
any dealer. 

That’s when he started working 
on his dealer-public relations pro- 
gram. Here’s what he says a dealer 
in a small community can do: 

1. Get the word of “The Auto 
Dealer’s Importance to the Com- 
munity” across to local groups by 
addressing the Rotary, Kiwanis, 
church groups and the like. The 
story should be told as the dealer 
knows it and sees it every day, 
stressing the importance of the 
industry locally and nationally. 

2. Get together with the local 
newspaper and let editors know 
what dealers are doing to assist 
the community and of their partici- 
pation in community activities. 

3. With other dealers in the area, 
arrange a “Local Dealers Week”— 
or weekend — during which the 
dealers would hold open house, not 


Car Leasing 


Opens Connie 
For Dealer Outlets 


DETROIT. — Executive Leasing 
System, Inc., has launched a re- 
cruiting campaign to obtain new- 
car dealers for a car-leasing pro- 
gram. 

The program calls for a dealer to 
lease his make of cars to customers. 
Louis Sayig, of Detroit and Miami, 
heads Executive. 

The company reports that it has 
signed eight dealers in the Detroit 
area and has a goal of 250 co- 
operating dealers in the nation for 
the first year. 

The firm said an extensive pro- 
motional campaign is planned with 
national advertising in consumer 
magazines to begin late this fall. 


General Develops 
New Synthetic 


AKRON.—General Tire & Rubber 
. has announced development of 
& new synthetic rubber which it 


claims is capable of outwearing 


&ny known rubber. 
The synthetic is a polyurethane 
Tubber called Genthane “S.” 
General said the synthetic is oil 
&nd ozone-resistant, is flexible at 
temperatures and stable at 
temperatures. 


Thornton-Fuller Honored 


By Commercial Credit 


PHILADELPHIA. — Thornton- 
Fuller Co. (Dodge-Plymouth) has 
been presented with a special an- 
niversary award by Commercial 
Credit Corp. to mark 25 years of 
business association. 

The finance firm noted that the 
Thornton-Fuller Co. had _ served 
Philadelphia 50 years. 


Jim Mancusco Believes Work on Local Level 
Will Heal Industry’s ‘Black Eye’ 
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Bad Publicity 





to emphasize the selling of cars, but 
to explain and to emphasize the 
contributions made to the public 
by automobile dealers and the auto- 
motive industry. Perhaps this could 
be supplemented witha special 
feature in the local newspaper. 

4. Be prepared to offset the bad 
publicity given any auto dealer with | 


the news of some constructive en-| 


deavor being undertaken by an- 
other dealer. 


5. Some of the dealer’s and the} 
industry's activities are so much| 
a part of his daily routine that} 

j 





‘Homeless’ Edsels 
Displayed in Auditorium 


CLEARWATER, Fla.—Because 
its new showroom has yet to be 
delivered, Sky Motors, Inc., put 
20 new Edsel models on display 
at the Clearwater Municipal Au- 
ditorium. 

Vv. L. Wikoff, the new firm’s 
general manager, said the But- 
ler-steel showroom was sched- 
uled to be erected at 1120 Cleve- 
land St. on Friday, two days after 
Edsel’s public showing. 





the dealer, might consider them of 
little importance. Much of the 
public, however, might need to be 
told, Mancuso says. 

6. As an example, Mancuso says, 
a dealer might remind the public 
that in the event of an emergency, 
local or national, the automobile 
dealer is ready to assist in many 
ways: The use of his showroom, 
aid in evacuation or maintenance 
of emergency equipment. 

The growth of the suburbs, and 
suburban shopping, is due to the 
automotive industry, and it’s the 
|dealer in the community who al- 
| ways is available to those in need 
of service. 
| Dealer profit is another subject 


tion. He says he is amazed at the 
| profits some people think a dealer 
makes. 

“A lot of people think the dealer 
| is just there to gouge them. They’d 
| be surprised to realize the amount 
of service and attention they get on 
the small profit most of us are 
making today,” he says. 

In carrying out such a program, 
Mancuso says the dealer will help 
| himself in the community and 
the industry in general. Too, he 
adds, he’ll regain the respect he 
deserves and has enjoyed. 

He'll find an improvement in his 
employes and the caliber of poten- 


“After all,” he says, “no one wants 
to work in a business the public 
doesn’t respect.” 





80 Million U.S. Cars 
Expected by 1967 


DETROIT. — The passenger-| 
car population in the U. S., which 
has almost doubled in the last 
decade, will climb more than 40) 
percent and reach 80 million by 
1967, according to the president of 
Universal CIT Credit Corp. 

“One of the most powerful | 
forces behind this rapid expan- 
sion,” said Alan G. Rude “will be 
the growth of multiple-car 
families.” 

In 1947, Rude said, the U. S. had | 
a population of 144 million persons. | 
The passenger-car population al- | 
most doubled in the next decade | 
while the number of people in-| 
creased to just over 170 million. 

The population in 1967 will be al- 
most 200 million, a rise of less than 
20 percent, while passenger car 
registrations will jump more than 
40 percent, he said. 

“America’s shift to the suburb 
has made a second car a necessity) 
instead of a luxury for the aver- 
age family,” Rude pointed out. “A) 
suburban family with teen-aged 
children finds one-car ownership | 
almost impossible. 

“And the fastest growth in the 
next decades will be in the | 
suburbs, as it has been since 
World War II. By 1975, it is es- 
timated, the suburbs will have 
grown by more than 150 percent, 
and central cities by only 29 per- 
cent.” 

Widespread multiple-car owner- 


Canada’s Dealers 
See Higher Costs 
Balking Price Cuts 


OTTAWA.—Dealers don’t expect 
prices of 1958 models to be reduced 
in Canada despite the United Auto- 
mobile Workers’ offer to consider 
modification of new contract de- 
mands next year. The dealers cited 
rising costs of production. 

The latest survey shows that 
Canada’s motor vehicle industry is 
paying more for labor costs this 
year. At midyear, the average 
weekly wages and salaries of 38,652 
employes climbed to $75.58, com- 
pared with $73.09 last year. 

The average hourly pay rose to 
191.8 cents from 184.2 and the aver- 
age work week dropped from 36.1 
hours to 35.7. 

Manufacturers of auto parts and 
accessories also are perplexed by 
rising labor casts. The average 
weekly wages and salaries reached 
$77.46 at midyear, compared with 
$73.61 a year ago. The average 
hourly earnings rose to 182.4 cents 
from 174.8, though the average 
hours of work per week remained 
the same at 40.4. 

Employment in both the automo- 
bile and parts fields has dropped 
considerably. 








ship is just as difficult to imagine 
today as a registration of 50-mil- 


|lion cars was 10 years ago, Rude 


said, but it is just as inevitable. 


Mancuso believes needs an explana- | 


tial employes, Mancuso believes. | 





Crushproof 
0WOFFERS 


FIVE SIZES OF NEOPRENE (1700-250) TUBING 








FOR ALL PASSENGER CARS AND TRUCKS 
PLUS: 


@ NEOPRENE TWIN TAILPIPE FITTINGS FOR ALL CARS 
@ NEOPRENE ‘Y’ CONNECTORS — UNIVERSAL ADAPTERS 


© NEW! NEOPRENE DOOR FITTINGS FOR 
FILLING STATIONS AND SMALL GARAGES 


Handled by Leading Automotive Jobbers Everywhere 


(Exclusive Canadian Distributor: 
B. F. Goodrich Canada Ltd., Kitchener, Ontario) 


. . Pe 7 
~ ae 1 Our New Factory: 1 
| CRUSHPROOF TUBING CO. | CRUSHPROOF TUBING CO. 
= Cleveland 22, Ohio 1 oe, Ohio J 





Want to project 


NEW CAR SALES in Cleveland 
for the ’58 models? 


You'll find many important clues in the 
Plain Dealer Automotive Report. Our 
market research department counted new 
ear sales by MAKE, by MODEL, by 
DEALER and by ECONOMIC SECTOR 


of the market. 


You can quickly see that most new car sales, 


You sell two great 
RETAIL MARKETS 
in the Plain Dealer 





RETAIL SALES IN CLEVELAND AND ADJACENT COUNTIES 


26 ADJACENT TOTAL 
COMMODITY cuvanDea cot COUNTY COUNTIES (000) 
(000) (000) 

Retail Food Sales 549,318 484,163 1,033,481 
Retell of Deva Sales 85,930 55,457 141,387 
382,082 390,920 773,002 
oe 120,031 157,081 277,112 
Furniture, Household Appliances 124,695 102,572 227,267 


in Greater Cleveland, were made in economic 
sectors where families have the most buying 
power. These are the areas where the Plain 
Dealer is the most widely read. 

If you haven't received your copy of this 
detailed report . . . write, wire or phone The 
Cleveland Plain Dealer. 


Cleveland *2% billion 
26 adjacent counties *2 billion 


TOTAL $44 billion 












*Akron, Canton and Youngstown’s Counties are not included in above Sales. 


The Cleveland Plain Dealer 


Represented by Cresmer & Woodward, Inc., New York, Chicago, Detroit, Atlanta, 
San Francisco and Los Angeles. Member of Metro Sunday Comics and Magazine Network. 
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self-centering 
and 
Super-accurate 


-»» John BEAN’S 


9 . 


uct @ tp of your wricte and 160 mounted’ 


You press John Bean’s new “1287” Balancer against the wheel, 
spin the self-centering rim with a flip of your wrists . . 
balancer is mounted and perfectly centered. A simple operation... 


no adapters, no studs, nothing to remove from the wheel. 





. the 


ee ee Co ee ee 


Easy reading scale shows the amount of weight required; an 
arrow points to the exact spot where needed. You precision balance 
the tire, wheel, hub, hub cap and drum as an integral unit... 
and do the job fast! 










a *._ —==="- & Now is the time to make wheel 
? A" _f 
é gS rece oo sas F balancing the most profitable 
——_=]}) port of your business. WRITE 
Seay 


FOR DETAILS TODAY. 





DD Self-Centering On-the-Cer C Off-the-Car Wheel 


send me Wheel Bolancer Boloncing Equipment 
0 New On-the-Truck (0 Wheel Balancing Tools 
data on Wheel Bcloncer ond Supplies 


ATTACH COUPON TO YOUR LETTERHEAD OR A POST CARD 


eer rerece 


' 
‘ 
‘ 
' 
' 
' 
' 
' 
‘. 
~ 
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"END WINDSHIELD GLARE 


Blinding reflection of strong sunlight from the top of instrument panel pads 
can be very dangerous and uncomfortable. 

Exclusively developed at the request of Engineering Departments of leading 
automobile manufacturers, our NON-GLARE VINYL COATING, Clear, will relieve 
this condition without detracting from the harmonious design and color of the 
panel. 

Applied by brush or spray, to your demonstrators and customers cars, it 
sells on sight—makes a fine profit and safety item for your Service Department 
—and your service customers happy. 

Order direct from the exclusive manufacturer: 


ARNDT-PALMER LABORATORIES, INC. 
17730 Dora St.—Melvindale, Michigan. 


Please ship ................ quarts @ $2.50 


West Coast Dealers Order from 


GEORGE W. SNIBBE SALES CO. 
3207 So. San Pedro St. Los Angeles !!, Calif. 








News to Note... 


LOS ANGELES.— Pit-Bar Mfg. 
Co., maker of lambs-wool cleaning, 
washing and buffing accessories for 
the auto industry, has appointed 
| sales representatives in New Eng-. 
|land, the East and the South. 
| They are: Kelsey, Bennett & Co., 
Newton Highlands, Mass. (Maine, 
New Hampshire, Vermont, Connec- 
ticut, Massachusetts and Rhode 
| Island); Wm. S. Kneavel & Associ- 
|ates and Mid-Atlantic Auto Co., 
Inc., both of Baltimore (eastern 
Pennsylvania, southern New Jer- 
sey, Delaware, Maryland, Washing- 
ton, Virginia, West Virginia, North 
Carolina, South Carolina); Jan 
Major Co. Memphis (Alabama, 
Tennessee and Kentucky). 

+ * 


License Plates by Mail 


For Some in Salt Lake City 


SALT LAKE CITY.—The Utah 
Tax Commission has announced 
that Salt Lake County residents 
who have not changed passenger 
cars or addresses will be able to 
pay the personal property tax and 
procure 1958 license plates by mail. 

This experiment is on a trial 
basis and if successful may be in- 
stituted statewide. 

+ + = 


Ingersoll Reappointed 


WASHINGTON.—Roy C. Inger- 
soll, Borg-Warner Corp. board 
chairman, has been reappointed 
chairman of the manufacture and 
industrial development committee 
of the U. S. Chamber of Commerce. 


Tire Valve Manufacturer 


Opens 4th Foreign Plant 


NEW YORK.—To meet overseas 
demand for rubberized tire valves, 
Schrader division of Scovill Mfg. 
Co., Inc., Brooklyn, has built a new 
vulcanizing plant at Cannock, Eng- 
land, its fourth foreign plant. 


The start of production at Can- 
nock represents the completion of 
the first stage in Schrader’s devel- 
opment program for the newly ac- 
quired site. Shipments will be made 
to tire manufacturers and other 
customers in over 60 nations of the 
world. 





Firestone Gets Exclusive 


In Goldblatt Store Chain 


be the only tires sold in Chicago's 











Goldblatt department store chain, it 
was announced jointly by Louis 
Goldblatt, executive vice-president 
of the stores, and Earl Hathaway, 
sales vice-president, Firestone Tire 
& Rubber Co. 

Goldblatt also announced an ex- 
pansion of the tire departments in 


the stores. 
> * 


Battery Firm Renamed 


OTTAWA.—General Dry Bat- 
teries of Canada, Ltd., has changed 
its corporate name to Mallory 
Battery Co. of Canada, Ltd. 

x ~ - 


Stewart-Warner Acquires 


National Governor Co. 


CHICAGO. — Acquisition of the 
assets and business of National 
Governor Co., Oak Park, IIL, has 
been announced by Stewart-Warner 
Corp. ; 

The National Governor business 
will be incorporated into the opera- 
tions of the Alemite and Instrument 
division of Stewart-Warner here. 
Frank Zimmerman, founder and 
president of National Governor, will 
serve in a sales advisory capacity. 

* . a 


Clark Equipment Acquires 


Interest in German Firm 


BUCHANAN, Mich.—Clark Equip- 
ment Co..has announced the acqui- 
sition of a 30 percent equity interest 
in the West German manufactur- 
ing concern which has been pro- 
ducing Clark fork lift trucks under 
license since 1952. 


The company, Ruhr Intrans Hup- 
stapler G.m.b.H., is located at 
Mulheim-Ruhr on the industrial 
outskirts of Dusseldorf. The equity 
interest was obtained in exchange 
for 18,000 shares of Clark common 


CHICAGO.—Firestone tires will | 
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Auto World in Brief 





stock, which has a present market 
value of approximately $1 million. 

Ruhr Intrans, Clark’s largest 
overseas licensee, will not only con- 
tinue the manufacture of diesel and 
battery-powered fork lift trucks, 
but also will produce the “Michi- 
gan” line of tractor shovels, accord- 
ing to Walter E. Schirmer, Clark 
vice-president in charge of interna- 
tional operations. 

+ *~ a 


Auto to Carry Wheelchair 
Presented to Sgt. York 
JAMESTOWN, Tenn.—The best- 
remembered hero of World War I, 
Sgt. Alvin York, was the proud re- 
cipient of a 1957 Pontiac especially 
designed to carry his wheelchair. 
The war hero was presented the 
new automobile during the “Sgt. 
York Day” celebration here. The 





a 


car was purchased by the 82n‘i Ajp. 
borne Division Assn. from 3 
Pontiac Co., Fayetteville, N. C. Org. 
nance Engineers removed the right 
front seat from the automobile, rm 
vamped the floor and modified the 
frame to make room for the whee. 
chair. York has been in a whee. 
chair since suffering a stroke jp 
1954. 
* + ca 


Goodrich Builds 


PORTLAND, Ore.—Construction 
has been started on a $500,000 ware. 
house for B. F. Goodrich Co. It also 
will house zone offices and is ¢&. 
pected to be completed next Jap. 
uary. 

* * * 


Hunter Deal in N. M. «+ 


Suffers $125,000 Fire 


SANTE FE, N. M.—A fire, be 
lieved started in the service depart. 
ment, caused about $125,000 damage 
at Hunter Motor Co. (Ford-Mer. 
cury) Espanola, N, M. 

Owners C. V. and C. L. Hunte 
said seven new cars were destroyed 


| other smoke damage, much equip. 


ment was lost and the building 
gutted, but no one was injured. The 
firm set up at once in quarters 
formerly occupied by a defunct 
auto agency. 














CMR 


Sell more cars 
with the 


2. 
3. 
a 


U.S.C. T. 


ONE YEAR 
WARRANTY 


100°% parts and !abor 


anywhere in the United States 


WHAT DEALERS SAY: 


1. PROFIT INCREASED $100 PER CAR. 
VOLUME: INCREASED 50 TO 100%. 
CUSTOMER REFERRALS INCREASED. 
CUSTOMER RESISTANCE REDUCED. 


UNITED STATES 
CAR TESTING CO. 


5327 WEST THIRD ST., DAYTON 7, OHIO 


MUrray 1658 


FOR MORE INFORMATION ... CALL COLLECT 


Atlanta, Ga. 
Boston, Mass. 
Chicago, Ill. 
Dallas, Tex. 
Denver, Cole. 
Detroit, Mich. 


Los Angeles, Cal. 
New York, N. Y. 


Oklahoma City, Okla. 


Philadelphia, Penn. 
Pittsburgh, Penn. 
Portiand, Oreg. 


Salt Lake City, Utah. 


San Francisco, Cal. 
St. Louis, Mo. 


Offices in Principal Cities 


1000 Peach Tree St. (Rm. 215) ___TR. 5-4157 
I or a races LI. 2-0121 
55 E. Washington (Rm. 201) DE. 2-4197 
528 Interurban Bldg. Ri. 7-5895 
234 Commonwealth Bldg. MA. 34776 
220 Bagley Ave., 

Michigan Bldg. (Suite 600) _____... WO. 1-0153 
6331. Hollywood Bivd. (Rm. 603) _ WE. 8-4562 
576 Fifth Ave. (Rm. 503)... PL. 5-4376 
126 Leonhardt Bidg. _...CE. 2-3719 
I I ecient Ri. 6-5153 
530 Sixth Ave. (Rm. 146) _.._. GR. 1-0282 
1224 S.W. Morrison 

212 Beason Bldg. __.... EM. 4-8363 
2166 Market St. YU. 6-2252 
818 Olive St. (Rm. 324) CE. 1-2483 
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— But Dealers Fear for Profits... 


Lusty Sales Seen for Rest of °57 
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(Continued from Page 1) 
out of operations in the first three 
quart rs. ; 

Others say the period should be 
“normal in comparison with other 
years.” One dealer summed it up 
this way: “The first three quarters 
were stinko but the last quarter 
will be OK.” 

+ * * 

OME dealers believe that intro- 

duction of the ’58s will bring 
owners of '55 models back into the 
new-car market in increasing num- 
bers. 

Several dealers expressed in- 
terest in how Edsel might affect 
fourth-quarter operations, The 
consensus is that many Edsel 
prospects will wait to examine 
other °58 offerings before they 
make their decision. 

Dealers in competing lines doubt 
that many of their own customers 
will switch to Edsel. Several pre- 
dict, however, that Edsel may 
“hurt” Mercury sales in 1958. 

In Chicago, dealers are generally 
hopeful about the cleanup and 
fourth-quarter operations. 

Chrysler-line dealers are especi- 
ally optimistic, feeling they have 
an edge in styling and will not be 
left with an “obsolete” or “old” 
style car at cleanup. They expect 
profits to be better than usual dur- 
ing cleanup. 
= = * 


CHEVROLET dealer said he 

expects a profitable cleanup be- 
cause of speculated 1958 prices, and 
though he is just getting into it, 
indications show a good cleanup 
saleswise. A Buick dealer said he 
had ordered 60 additional cars and 
expects a good cleanup and a good 
profit. 

A Pontiac dealer said he felt he 
might make even more profit 
during the cleanup. An Oldsmo- 
bile dealer said that while he 
may be left with some models, he 
expects an orderly, profitable 
cleanup. 

In Ford lines, dealers predicted 
a “good” cleanup with profits “all 
right.” There was a feeling among 
dealers—Mercury and others—that 
Mercury may be hurt by the Edsel, 
not only at cleanup time, but gen- 
erally. 

American Motors and Studebaker 
dealers also expressed optimism in 
regard to final quarter and clean- 
up. A Nash dealer said he is below 
his normal stock and expects his 
cleanup profit to be the same as 
the rest of the year. 

> * > 
T Seattle dealers anticipate 
in the way of fourth-quarter 
Sales and profits depends pretty 
much on where they have been sit- 
ting all year. 

Buick, Pontiac, Chevrolet and 

bile dealers — to whom 

1957 has been a disappointment— 
are pinning their hopes on ‘58 
models, They expect a definite 
turn for the better in the final 
quarter after a slim-profit clean- 


growing difficulty on credit ap- 
provals for the rest of the year. 
* * * 


N DENVER, dealers believe that 

Sales will be good in the final 
quarter, but that profits will be 
skinny. Many said they have oper- 
ated in the red all year, with one 
successful dealership predicting it 
would lose $17,000 for the year on 
a new-car sales volume of $2 mil- 
lion. 

New York dealers face the 
1958-model season with cautious 
optimism, They forecase a rela- 
tively easy cleanup and improved 
sales volume in the fourth quar- 
ter. 

Yet, they do not appear to an- 
ticipate a profitable final quarter. 
They are talking in terms of trying 
to hold the small profits they have 
garnered thus far this year. 

Costs continue to rise for the 
dealer in New York as they do in 
other cities—more rapidly than in 
most cities, some dealers say. They 
fear that increased costs will take 
care of any increase in profits. 

= = t 


Ss". LOUIS dealers, discouraged by 
their experience thus far in 


provement as the year closes out. 
Although the cleanup is progress- 
ing in an orderly fashion, profits 
are virtually nonexistent. . 

In Cleveland, the outlook ‘is 
poor on the ‘57 cleanup except 
for Ford and Cadillac, Hard 


middle-price lines, where sales 
resistance has been noted all year 
long. 

Many dealers are bitter about 
competition, not from opposition 
lines but “from dealers in our own 
factory group.” 

Birmingham dealers said that 
there will be no trouble on the 
cleanup, although profits are 
“dwindling.” They anticipate that 
in the fourh quarter both sales 
and profits will be “satisfactory.” 

One dealer said he expects the 
last quarter to be the best he has 
had in years. On the whole, dealers 
selling cars in the lower-price 
bracket seem more optimistic than 
those selling higher-priced units. 

= +. * 


i MIAMI, dealers say that the 
first month of the fourth quar- 
ter always finds sales sagging be- 
cause of the hurricane season. 
Dealers, however, express confi- 
dence that the cleanup will be less 
severe than in 1953, but small hopes 
are held for profits. 

Minneapolis and St. Paul deal- 
ers are looking forward to good 
business once the new models 
come out. An Edsel dealer, who 
previously handled another make 
of car, expects the final quarter 
to be “bigger than any quarter 
of the year.” 

A Chevrolet dealer said he ex- 
pects profits to improve after the 
introduction of 58 models. 

Dealers report that their cleanup 


sledding characterizes the |is proceeding at a good pace, al- 





Goodyear to Build Test Site 
On 7,300 Acres in Texas 


AKRON.—A _ multimillion-dollar, 
tire-test ground is to be built by 
Goodyear Tire & Rubber Co., 
San Angelo, Tex. 

The facility, said to be the 
largest of its kind in the rubber 
industry, will include a banked 
five-mile high-speed circle, a 
meandering 20-mile paved figure- 
eight turnpike road, a 2%-mile 
tractor-tire straightaway, a five- 
mile wandering gravel road and 
headquarters buildings. The circle 
will accommodate speeds to 160 
miles per hour. 

The test site covers 7,300 acres of 
rolling ranchland situated 14 miles 
northeast of San Angelo. 

Construction wil] culminate five 
months of engineering study and 
|three years of planning by Good- 
| year’s tire development department. 

Current planning calls for the 
five-mile test circle to be built first, 
followed by the headquarters build- 
ings, 20-mile turnpike road, farm 
tire straight-away and gravel road, 
in that order. 

Until the circle and buildings are 
| ready for use, Goodyear will main- 
tain its present tire-testing opera- 
tion in San Angelo. The operation 
is managed by C. F. Beckett. Wade 


1957, do not expect any great im- 
at 


| Cettiec dealer said 1957 had Johnson, manager of tire testing, 


been his best year ever and that 
he already has a backlog of orders 
for '58 models. He said he had no 
problem on cleanup or profits. 

Ford and Lincoln-Mercury deal- 
ers expect that the cleanup will 
eat into some of their profits, as 
do dealers in the Chrysler lines. 

A Studebaker-Packard dealer 
Said the outlook for the final quar- 
ter is favorable, adding that he is 
having his best year profitwise 
Since 1952. He has no cleanup wor- 
ries. 

+ . . 

ATLANTA dealers in every ma- 

jor line except Ford report that 
1957 has been a “disappointing” 
year. A Dodge-Plymouth dealer 
tempered his “disappointment” by 
Saying, “Compared with 1956, this 
year has been OK. But compared 
With 1955, it has not been good.” 

A GM dealer said, “This year 
has been about what we ex- 
Pected.” 

Dealer outlook for the final quar- 
ter is for increased volume and 
Profits. Dealers said they are not 
burdened with excessive .inventories 
and that the cleanup should be or- 
derly. Some dealers think they will 
carry a few cars into the 1958 sea- 
son. 


is in over-all charge of the opera- 
ion. 
Goodyear will continue to main- 
tain tire-testing facilities in 
> > > 





Goodyear Test Site— 


This. engineer's prospectus shows what 
Goodyear Tire & Rubber Co.'s new prov- 
ing ground near San Angelo, Tex., will 
look like when it is completed. Test fa- 
cilities will include a speed circle, en- 
durance road, gravel road and tractor 


A Ford dealer said he anticipated | road. 


| 


Akron, an operation which is be- 

ing expanded following the recent 

completion of a $300,000 experi- 
mental garage, as well as winter 
test headquarters in Wisconsin. 

“With its four types of roadway 
and open terrain, Goodyear’s ex- 
tensive proving ground will enable 
our development people to test 
tires of all types under a wide 
range of conditions,” related E. J. 
Thomas, Goodyear president, “Of 
particular value will be the high- 
banked speed track which will per- 
mit the running of tires at exces- 
sive speeds to accelerate test re- 
sults. 

“The tests, which will be made at 
much higher speeds than is possible 
or permissible on public highways, 
will be conducted under controlled 
and scientific conditions.” 

The 20-mile turnpike road, de- 
signed to simulate sustained driv- 

ing conditions, will meander over 
the proving ground in a wander- 
ing figure-eight pattern. It will 
include six two-mile straight- 
aways and banked curves rang- 
ing from 90 to 215 degrees. A two- 
lane road 24-feet wide, the turn- 
pike’s figure-eight layout will bal- 
ance left and right-hand turns. 
Two bridges will be built across 

Crownest Creek, which bisects the 
proving ground, and an underpass 
will be constructed to facilitate un- 
interrupted driving. 


The farm tractor testing strip; 


will be used for tread wear studies. 
The five-mile gravel road will wind 
around the ground’s rolling surfaces 
southeast of the high speed circle. 
Its 24-foot roadbed will permit ter- 
rain testing of both passenger and 
truck tires. 

The headquarters building, con- 
sisting of four wings, will include 
general offices, first aid room, 
kitchen, dining facilities, report 
room, shower and locker rooms, 
passenger-car tire changing facili- 


ties, repair, lubrication and wash|~ i 


racks, plus a machine shop. 


One wing will be set up as a 
receiving and storage section, 
while another wing will be a 
drive-through tractor-trailer re- 
pair and maintenance station. The 
overall facility will cover 45,000 
square feet. 

The outlying garage will be com- 
pletely equipped to repair and 
house ground maintenance equip- 

ment. Included in its 13,000 square 
feet of floor space will be room for 
additional tire and vehicle storage. 





“I'm waiting for 1960—I hear 
that’ll be the year!” 





though profits leave much to be 
desired. 

Philadelphia dealers are ex- 
tremely cautious about fourth. 
quarter predictions. Low profits 
and heavy inventories characterize 
cleanup effort, they said. 

“Too many dealers are blaming 
the factory for their troubles,” one 
dealer said. “I blame the dealers.” 


* * * 


HEVROLET dealers in Philadel- 
phia are rather uncertain as to 
public acceptance of their '58 
models. They consider final-quarter 
business as nebulous and uncer- 
tain. 

An Oldsmobile dealer predicted 
a downward trend in sales and 
profits in the final quarter. 

Dealers in several lines said they 
expected Edsel to cut into Mercury 
sales in the closing months of 1957. 

Dealers in the San Francisco 
area are generally optimistic about 
fourth-quarter operations from the 

standpoints of sales and profits. 

The principal exception is Chev- 
rolet dealers, who look for thin 
profits until the 1958 models go 
on sale. 

The major questions raised were 
the early availability in quantity of 
the 1958 models and the action that 
GM may take to regain portions of 
the market it lost in 1957. 

> > > 
—— dealers expect to do 
“all right” on sales and profits 
during the fourth quarter. On the 
cleanup, however, they report 
“things a little tougher” and “com. 
petition greater.” 

Said one dealer of the Cincin- 
nati new-car picture: “It’s 
chicken-feed business at this 
time of the year. The balance of 
the year should be profitable, 
though.” 

Said another dealer: “Things 
look a lot better now than they did 
60 days ago. We're enjoying a good 
cleanup and our profits are good. 
We're well satisfied.” 7 

A Cincinnati dissenter said: “Our 
cars are not moving at all. We're 
not showing a profit. We don’t have 


“ 


Cincinnati S-P Dealers 


Elect Officers— 


cars to meet competition. I’ve seen 
our new ones and, in my estima- 
tion, they’re not so hot either.” 
* * * 

N DETROIT, Buick, Chevrolet 

and Oldsmobile dealers are 
viewing the cleanup with resigna- 
tion. An Oldsmobile merchant 
summed it up this way: “We'll get 
‘em out, but we won’t make any 
money on ’em.” 


At Ford, Mercury and Chrysler 
Corp. dealerships, the picture is a 
little brighter. Many of these re- 
tailers see a smooth cleanup and 
feel they'll be able to hang onto 
the credit balances they’ve built 
up thus far this year. 

A Mercury man was especially 
optimistic. “We placed a big order 
with the factory late in August,” 
he said, “and we'll probably need 
more cars before the end of the 
year.” Mercury has done especially 
well in this area, holding fourth 
place in the seven-month registra- 
tion totals. 

A Dodge-Plymouth dealer said 
his firm had started the cleanup 
last February. 

“At that time,” he explained, 
“we began reducing our orders for 
plush models loaded with extras. 
We have a lot of cars now, but 
they’re the models people are look- 
ing for at this time of the year.” 

> + > 

=== by and large reported 

satisfactory or “improving” re- 
lations with their respective fac- 
tories. There were, of course, some 
dissenters, including the Buick 
dealer who said, “The attitude of 
factory officials is that there has 
been a change, but we haven’t 
noticed it.” 

An Edsel dealer in the West re- 
ported that his former factory 
had taken off its warrantees a 
month before he switched over 
to Edsel. 

Several dealers said it was dif- 
ficult to maintain good relation- 
ships with the factory because 
there was such a heavy turnover 
in field representatives that they 
had to become constantly re- 
oriented to thinking and opera- 
tional procedures, 

A dealer in the Southwest, un- 
happy with his factory, said, 
“Manufacturers are interested only 
in sales volume and don’t particu- 
larly care where it comes from.” 

Most dealers, in reporting good 
factory relations, spoke in terms of 
factory concern over dealer profits 
and bootlegging, and said that 
there is almost no factory pressure 
or coercion. 


Detroit Researcher Sees 


Sales Up 550,000 in 1958 


DETROIT. — A 550,000-unit in- 
crease in vehicle registrations (car, 
truck and bus) has been predicted 
for 1958 by John R. Stewart, di- 
rector of research for the Detroit 
Board of Commerce. 

He put 1957 registrations at 6,- 
850,000 units, the same as his total 
for 1956. His estimate for 1958 was 
7,400,000. He based the increase on 
normal growth and a backlog of 
sales not made in 1956 and 1957. 





tt 


Trustees of the Studebaker-Packard Dealer Advertising Assn. for the Cincinnati zone 
have elected officers and an executive committee. Trustees who attended the meeting 
are, seated, from left, |. Paul Wilson, Greenville, O.; Virgil Gray, Pikeville, Ky.; H. A. 
Keeling sr., Franklin, Ind.; Nathan Rust, Louisville, and Roy Gale, Indianapolis. Stand- 
ing: Earl L. Platt jr., S-P Cincinnati zone sales manager; Joseph Sheppard, Cincinnati; 
Wayne Edmonson, Evansville, Ind.; John Barton, Middletown, O.; Edgar Parsons, 
Beckley, W. Va.; Harry McNeer, Portsmouth, O., and Russ Paulson, Burke Dowling 
Adams account executive, South Bend. Burke Dowling Adams, S-P advertising agency, 
has announced a 100 percent sign-up of all local S-P dealer advertising associations, 
giving both factory and dealer advertising a centralized operation through one 


agency. 
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Are Wisin Disenchanted? . 


Anit-Union Votes Show Gain 


By Frank Gawronski 
Staff Writer 


LTHOUGH unions are winning 


the same high percentage of | 


representation elections as last 
year, the anti-union vote has sharply 
increased, according to the Na- 
tional Labor Relations Board, 
NLRB figures for the second 
quarter of 1957 show that employes 
chose union representation in 62 
percent of the elections, the same 
percentage as in the 
corresponding period 
the year before. 


However, the num-| 


ber of employes who 
didn’t want unions 
almost doubled in two years. In 
1955, 26 percent of the workers 
voted against unions; by the second 


quarter of this year that figure | 


was 41 percent. 

Both union activity and em- 
ploye interest were high. The 
NLRB conducted 1,404 elections, 
the most in any quarter in four 
years. Approximately 91 percent 


of the 111,969 eligible employes | 


voted. 


Union activity is also on the rise | 


in Canada, where Jack Robinson, | 





Need 





an official of the Teamsters Toronto 
Central Conference, announced 
that more than 200 of Toronto’s 
3,000 car salesmen have signed 
union cards. 

The latest union victory occurred 
last week in Kitchener, Ont., when 
Teamsters Local 879 was certified 
as bargaining agent for some 30 
employes of Wendell Motors, Ltd., 
by the Ontario Labor Relations 
Board. William Berry, union busi- 
ness manager, said the union would 
soon open negotiations for its first 


contract. 
* * + 


EANWHILE, in Buffalo, a nine- 

hour meeting of negotiators 
failed to end in agreement on a 
proposed contract for salesmen at 
Klepfer Bros., Inc. (Buick). 

Milton M. Goldberg, of the 
State Mediation Board, said talks 
will resume today (Sept. 9) in his 
office, Charles Cina, senior busi- 
ness representative for United 
Auto Workers Local 55, indicated 
a settlement is near. 

The UAW, which already has a 
contract for shop workers at the 


Compensation Plans? 


We've got them for you, galore. Yes, you can now have your choice— 
or make up a combination plan of your own from the more than 70 
plans which we can furnish you, covering the following positions: 


Assistant Service Manager 
Service Salesman 

Parts Manager 

Assistant Parts Manager 
Selesmen—New Car 
Solesmen—Used Car 
Salesmen—C ombination 


All taken from our research with currently operating dealers all over 
the nation. Mostly incentive type. It would cost you hundreds of dollars 


to obtain them yourself. 


THEY WILL MAKE YOU THOUSANDS OF 
DOLLARS ADDITIONAL PROFITS. 


DEALER PRICE ............0000000-00-- ONLY $17.95 


Mail your check today. 


Also write us about our annval 


Clulomolive 


Put them to work immediately. 
“Research Management Service” 


Grliypriited. 


Retail Research Specialists 


10600 Puritan Avenue 


Detroit 38, Mich. 





Clean Automatic Transmissions 


Without Brushing or Scraping! 








HYDRO-SEAL! 


Simply dunk transmission housings, turbine wheels, con- 
trol valves, and other parts into GUNK HYDRO-Seal, 
which will remove sticky carbonized oils, and gums, 
quickly and easily, and brighten parts too... without 
brushing and scraping . . . loosens frozen gaskets so they 
may be lifted off. U. L. approved. 


Sold in 5 gallon Pails (with dipping basket), 30 gal. 
and 55 gal. drums. At better automotive jobbers 


everywhere! 


“CURRAN 
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dealership, is seeking an increase 
in base pay from $50 to $75, free 
use of demonstrators, paid sick 
leave and a share in commissions 
when management makes insur- 
ance policy sales. 


The Minneapolis City Council 
last week refused to get involved 
in a union-dealer dispute over clos- 
ing hours by rejecting a union- 
backed ordinance that would pro- 
hibit car sales after 8 p.m. on Mon- 
day through Friday and after 1 p.m. 
on Saturday. 


Members of the Minneapolis Au- 
tomobile Salesmen’s Union Local 
1086A have been picketing dealers 
who continue to stay open until 10 
p.m. The union is objecting to its 
members having to work after 9 
p.m. as agreed to in the union’s 
contract. 

Leo B. Faricy, general man- 
ager of the Minnesota Automo- 
bile Dealers Assn., said that 
dealers are not “requiring” the | 
salesmen to work after 9 p.m., 
but “permit” them to do so if 
they want to. 

“Most salesmen want to work 
after hours,” Faricy said, “espe- 
cially if they are completing a 
deal.” 

In turning down the ordinance, 
the council termed it “unconstitu- 
tional” and urged both sides to 
settle their dispute over the bar-| 
gaining table. 

= > > 

NIONS received another set- 

back last week when the Park 
Forest (Ill.) council passed an or- 
dinance outlawing picketing where | 
labor disputes do not exist. 

The ordinance provides for an | 
election to be conducted by the | 
village president to determine | 
whether a majority of a com- | 
pany’s employes want to belong 
to a union. The law also bans 
picketing except where an em- 
ployer refuses to join with the 
employes in asking for an elec- 
tion. 

Park Forest is the second Chi- 
cago suburb to adopt such an ordi- 
nance. Evanston passed a similar 
law after a statewide anti-picket- 
ing bill was killed in the IDlinois 
House earlier this year. 

Supporters of the bill contend it 
is not against picketing itself, but 
against picketing for union repre- 
sentation when employes do not 
want it. 
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OX THE factory front, American 
Motors Corp. has invited 12 
leading economists to advise the 
company on aspects of 1958 collec- 
tive bargaining. 

Edward L. Cushman, AMC in- 
dustrial relations vice-president, 
said the company obtained the 
advice of a similar group in 1955 
when the UAW proposed the 
guaranteed annual wage. 

He said the advice will be “help- 
ful to AMC management in its 
efforts to arrive at the soundest 
collective bargaining decision in 
the interest of employes, stock- 
holders, customers and the general | 
public.” 

Economists at the First National 
City Bank in New York said last) 
week that the UAW’s proposed 1958 | 
collective bargaining objectives (a 
shorter work-week with increased 
take-home pay, more for pensions, 
more for insurance, hospital and 
surgical benefits, and more for 
supplementary unemployment pay) 


would increase automobile prices 
by 37% percent. 
The bank, in its September bank 


letter, said this would raise the 
price of a $2,000 car by $750. 


Auto Museum 


|Motors 





Nameplates and Licenses 


Also on Display 

HUNTINGDON, Pa.—The Swigart 
Museum for antique autos has 
opened here, with special displays 
of nameplates and license plates, in 
addition to vehicles. 

Members of the Antique Automo- 
bile Club of America, the Veteran 
Motor Car Club of America and the 
Horseless Carriage Club of America 
who drive to the museum in their 
own antique car can obtain a special 
brass plaque. 


Glamor in Sales— 


Jeannine Hagerty (left) and Dena Baker 
add glamor to the sales staff at Foster 
(Dodge-Plymouth), Cincinnati. 





— 


Illinois Cancels 
Truck Reciprocity 
With Colorado 


SPRINGFIELD, Ill. — Reciprocaj 
relations with Colorado on truck 
licenses have been terminated, ac. 
cording to Charles F. Carpentier, 
Illinois secretary of state. 

As a result, he said, Colorado 
truckers now must pay the same 
fees as Illinois truckers to operate 
in this state. The fees previously 
had not been charged in the hope 
that a reciprocal agreement could 
be negotiated. 

According to Carpentier, Colorado 
expected Illinois to waive its weight 
fees, but the western state agreed 
to waive only its specific ownership 
charge and a $17.50 plate fee. Color- 
ado refused to waive its ton-mile 
tax, Carpentier said. 

He said that under such an agree. 
ment, Illinois would waive $1,139 on 
a 72,000-pound tractor and semi- 


|trailer, while Colorado would give 


up only $217 in ownership taxes 
and the $17.50 plate fee. 

He added that Colorado then 
would collect a ton-mile tax from 


| Illinois-licensed vehicles, but Illinois 


Dealership officials say the pair adds sales | would collect nothing from Color- 


results, too. 


For Cincinnati Dealer... 





ado-licensed vehicles. 





Saleswomen Get Results 


CINCINNATI. — When the oppo- 
site sex rears its lovely face, sales 
can very often climb. At least that’s 
how it is working for Foster Motors 
(Dodge-Plymouth). 

It occurred to officials at 
Foster that the faces and figures 
that Dena Baker and Jeannine 
Hagerty tastefully display might 
not hurt their ability to sell cars. 
So Dena and Jeannine were added 
to the sales force. 

It turned out to be a master 
stroke. In three weeks, Dena de- 
livered three cars and had five 
deals pending, while Jeannine 
scored three deals in a single week. 

“Girls have advantages when it 
comes to selling,” Dena _ insists. 
“After all, if a woman can design 
interiors, she can sell cars. It’s been 


proven in real estate and other| 


fields that women can keep up with 

men. ; 
Her first contact with the auto 

business came when she began 


handling sales promotion for an-| 


other Cincinnati-area dealer. That’s 


where it occurred to her that girls | 


ought to get a crack at selling. 
Jeannine also had a previous 
link to the automobile business. 
“My father was a top service 
technician for years, so I’ve al- 
ways felt close to the business.” 
She gained selling experience as 





| Edsel Sales, Tupelo, Miss., 


an advertising saleswoman for the 
Cincinnati Post and has done 
modeling and radio work. Jeannine 
is also a painter, with her work 
scheduled to be displayed at the 
fall show of the Cincinnati Art Mu- 
seum. 


Edsel Dealers 
Form Ad Group 


MEMPHIS.—Edsel dealers in the 


|four-state territory covered by 
| Edsel’s Memphis district sales office 


have formed the Memphis Advertis- 
ing Assn., Inc. 

The organization will direct the 
advertising of all Edsel dealers in 
this Mississippi valley area. 

Hershal J. Littrell, a partner in 
Littrell Motor Co., Huntsville, Ala, 
was elected chief executive officer of 
the new organization at its found- 
ing. 

Paul G. Alexander, president of 
Alexander Edsel Sales, Inc., Jack- 
son, Tenn., is secretary-treasurer. 
Directors are Dan C. Mitchell, a 
partner in Mitchell Edsel Sales, 
Cullman, Ala.; W. T. Harris, part- 
ner of Harris, Shappley & Temple 
and D. 
H. O'Neal, president of Dutch 
O’Neal Edsel Sales, Inc., Little 
Rock. 











pers THIS SURE-CAR SEAL 


on your 


USED CARS 


inspires 
CUSTOMERS TO 


ONE YEAR WARRANTY by 


in your 


INTEGRITY 


ONE YEAR GUARANTEE 
100% Parts and Labor 





Nation-wide inspection 
and warrantee service 
guaranteed by well-known 
U.S. insurance company... 
for complete details 


WRITE TODAY 


SURE- CAR of AMERICA, Inc. 


MAIN OFFICE: SEA CLIFF, NEW YORK 
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New Leadership for the °58 Run... 
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'Y| Makers Juggle Executive Lineups 
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(Continued from Page 2) 
Nichols was named head of Chrys- 
jer Corp.’s group marketing setup. 

Buick’s new general sales man- 
ager is Edward C. Kennard, for- 
merly assistant general sales 
manager in charge of the home 
office. His predecessor, Albert H. 
Belfic, now is merchandising 
manager on the staff of W. F. 
Hufstader, GM distribution vice- 
president. 

In the year before the L-M 
merger, Mercury appointed George 
§ Coats general sales manager, 
and Lincoln picked R. R. Nadal to 
replace H. B. Daniels. Coats suc- 
ceeded Bayne. 

* * * 

THER top-level divisional ap- 
pointments have included: 
Chevrolet—J. E. Conlan, national 
truck manager, and Kenneth E. 
Staley, executive assistant general 
sales manager. 

Buick—Donald F. Taylor, general 
manufacturing manager, and O. K. 
Kelley, chief engineer. Taylor suc- 
ceeded Jesse L. Powers who retired 
after 41 years with Buick, and 
Kelley replaced V. P. Mathews who 
will retire at the end of the year 
and currently is on special assign- 
ment for the general manager. 

Ford division—W. A. Folsom, 
general manufacturing manager. 
Plymouth—Arnold W. Steckling, 
chief engineer. Chrysler division 
—Claude T. McClure, service 
director. 

At the corporation level, GM has 















named three vice-presidents during 
the last year. They are: Anthony 
G. DeLorenzo, public relations; L. 
G. Seaton, personnel, and Roche, 
Cadillac. 


+ * om 
— MOTOR CO. promoted five 
vice-presidents to group vice- 
presidents. They are: McNamara, 
R. H. Sullivan, John S. Bugas, 
Irving A. Duffy and John Dykstra. 

New vice-presidents are Wright, 
Beacham, Tom Lilley, Ford In- 
ternational general manager; A. 
R. Miller, controller, and Earl G. 
Ward, purchasing. In addition, J. 
E. Lundy was named corporation 
treasurer. 

Moving up to vice-presidencies 
at Chrysler Corp. were Paul C. 
Ackerman, engineering director; M. 
C. Patterson, Dodge division presi- 
dent; Virgil M. Exner, styling di- 
rector, and Thomas F. Morrow, 
group executive, defense and spe- 
cial products. 

James Cope, formerly Chrysler’s 
public relations vice-president, was 
appointed corporate market plan- 
ning vice-president. 

= - = 
7 corporation picked divisional 
sales executives to staff its new 
group marketing operation. As 
mentioned, Dodge’s Nichols is gen- 
eral manager. 

His first lieutenant is A. B. 
Nielsen, former DeSoto general 
sales manager. Nielsen’s new title 
is director of field operations, 
group marketing. 

There also are four area directors 





After Regional Meetings cee 


500 More Join ADSA 


(Continued from Page 3) 


was elected area chairman of the 
ADSA chapter organized. Hud- 
son Davis (Chevrolet), Borger, 
was elected chairman of the 
ADSA chapter which will repre- 
; sent the plains area. 

John Breedlove (Chevrolet), 
Amarillo, president of the Amarillo 
New Car Dealers Assn., took out a 
membership for himself. 

No official action has been taken 
yet by the association but Breed- 
love said he would present the rec- 
ommendation and details for ADSA 
at a forthcoming meeting. 

Horner told Automotive News 
that local groups and established 
organizations were sending in 
membership applications at the 
rate of two a day. 

A meeting in Kansas City Sept. 9 
will be attended by members of the 
Greater Kansas City Motor Car 
Dealers Assn. Mead Norton 
(Buick), chairman of ADSA, will 

ak 


Norton told Automotive News the 
ADSA was being called the “Simple 
Plan” across the nation. 

Norton said that since the inven- 
tion of automobiles, some 500 dif- 
ferent makes have been manufac- 
tured but only 17 have survived. 

“The principal reason the other 


»Proposal to Curb 


Their Hours Gets 
Dealers’ Support 


MINNEAPOLIS. — (UTPS) — A 
Proposal ordering Minneapolis au- 
tomobile dealers to close after 8 
Pm. week nights and after 1 p.m. 
Saturdays is winning support from 
some dealers. Petitions from 26 
dealers favoring such closing hours 
have been received by the City 
Council. 

The proposal was introduced by 
Alderman Byron Nelson as an 
amendment to the automobile deal- 
ets licensing ordinance. The ordi- 
Rance now requires the dealers to 
close only on Sundays. 

Nelson’s measure grew out of a 
dispute between the Automobile 

esmen’s Union and several deal- 
ets. The union objected because 
Some of its members allegedly had 
to work after 9 p.m. in violation of 
an agreement with the dealers. 

The dealers, who claimed sales- 
Men were not required to work 
after 9, were picketed, The union 
is backing Nelson’s proposal. 


483 failed,” Norton said, “was be- 
cause they did not develop a sub- 
stantial dealer body. All the 


R. T. Scott (Chevrolet), Okla- 
homa City, said the “simple plan” 
would save the few remaining qual- 
ity automobile salesmen. 

“Most auto salesmen of quality 
have quit in disgust,” Scott said, 
“but there is still time to develop a 
competent hard-hitting sales force 
which can and will sell cars on 
facts and merits.” 

“ADSA is an excellent idea and 


plished,” wrote Roy J. Weaver, 
Weaver-Beatty Motor Co., (Olds- 
mobile), Denver. 

Sax Lloyd NADA past president, 
wrote: “Plan is terrific. Something 
must be done to return sanity to 





Shown just béfore taking off on their 
prize winning four-day Las Vegas (Nev.) 
holiday are members of the Dodge Los 
Angeles regional office. From left are 
Stan Essert, city manager; Jack Hansen, 
regional manager; Mrs. Hansen; Jack Seeh, 
assistant regional manager; and Mrs. 
Seeh. The entire Dodge regional office 
went along for winning first prize in the 
Dodge “Swing 'Em to Swept Wing" sales 
contest in which four West Coast regions 
participated. During this period Dodge 
moved into fourth place in new-car regis- 
trations in the Los Angeles area. 





of field operations. 
area is headed by E. M. Braden, 
formerly Chrysler division general 
sales manager; Western area, E. 
P. Letscher, formerly Dodge sales 
manager; Eastern area, Charles P. 
Noonan, formerly Chrysler division 
sales manager, and Midwest area, 
Henry L. Schuster, formerly De- 
Soto Eastern zone sales manager. 

At Studebaker- Packard, M. L. 
Milligan has moved up to secretary; 
A. E. Gotsch now is treasurer, and 
B. A. Burlingame has been ap- 
pointed comptroller. 

a * * 

MERICAN MOTORS has chosen 
two executive vice-presidents 
during the last year. They are Roy 
E. Chapin jr., who heads AMCs 
automotive division, and B. A. 
Chapman, appliance division chief. 
Chapin formerly was vice- 
president and treasurer, and 
Chapman was operations vice- 

president. 

The company’s new treasurer and 
finance vice-president is Richard L. 
Purdy, formerly automotive export 
chief, E. W. Burnitt now is auto- 
motive operations vice-president. 

In another promotion, John L. 
Brown jr. added the duties of secre- 
tary to his posts of vice-president 
and assistant to the president. 


Vehicles in Use 
Top 4 Million, 
Canada Reports 


TORONTO.—More than 4% mil- 
lion motor vehicles are in use in 
Canada. 


The 1957 edition of “Facts and 
Figures of the Automobile Indus- 
try,” released last week, reveals 
that there were 3.2 million passen- 
ger cars and one million commer- 
cial vehicles registered last year. 
Since World War II, cars in op- 
eration have soared 167 percent 
from 1.2 million in 1946, and com- 
mercial vehicles have jumped 174 
percent, from 365,000. 


Last year the ratio of persons to 
vehicles was 38, compared to 7.6 
in 1946. In 1956, cars per person 
was 5.1 versus 10 in 1946. 


The booklet, issued by the Cana- 
dian Automobile Chamber of Com- 
merce, shows that Canadians 
bought more cars and trucks in 
1956 than in any previous year— 
407,710 cars and 91,660 commercial 
vehicles were sold, with a combined 
retail value of $1.45 billion. In the 
first year after the war, 77,742 cars 
and 42,302 commercial vehicles 
were sold. 

“Facts and Figures” also shows 
that 1.2 million vehicles have been 
scrapped since 1945—937,000 cars 
and 246,000 trucks and buses. In 
1956, scrappage was 37 percent of 
retail sales—151,541 passenger cars 
and 32,977 commercial vehicles. 


Finance Officials 
Convene Nov. 4-6 


WASHINGTON. — American Fi- 
nance Conference, the national 
trade association of independent 
automobile finance companies, will 
hold its 24th annual convention 
here Nov. 4-6. 

Featured speakers will include 
William McChesney chair- 
man of the board of governors, 
Federal Reserve Board; Gabriel 
Hauge, administrative assistant to 
President Eisenhower; Byron T. 
Nichols, general manager, group 
marketing, Chrysler Corp.; Fred M. 
Sutter, NADA president; Elmer E. 
Schmuss, cashier, First National 
Bank of Chicago, and Sen. Homer 
Capehart, Indiana Republican and 
member of the Senate Banking and 
Currency Committee. 


Albuquerque’s Galles 
Sets Up Rent-Lease Firm 


ALBUQUERQUE, N. M.—Galles 
Motor Co., Cadillac - Oldsmobile 
dealer here, has formed Galles 
Rental-Leasing Co. to handle its 
new franchise with Cars Rental 
System, Inc. 

Galles will specialize in renting 
and leasing turrent-model Cadil- 
lacs, Oldsmobiles and Chevrolets 
but will offer other makes, too. 


The Central |*# 
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Hills Motors’ New Headquarters— 


Shown is a sketch of the new $300,000 headquarters of Hills Motor of Buckhead, 
Inc. (Edsel), in Atlanta. Located at 3483 Peachtree Rd., the two buildings contain 
15,000 square feet, with an adjacent 16,000-square-foot paved parking area. Used- 
car and service departments are in rear building. The dealership is operated by 
Philip K. Hills. 





Lincoln, Mercury Merged; 
Nance and Bayne Move Up 


(Continued from Page 2) 


these functions, but Nance has not 
yet announced them. 

Upon appointing Bayne, Nance 
said: “Separate merchandising ac- 
tivities will be maintained in each 
line with sufficient specialization 
applied to each to meet individual 
requirements of the Mercury and 
the Lincoln.” 

Most dealers do not believe they 
will be affected by the consolida- 
tion, and many feel that the new 
setup will simplify their operation 
to a certain extent. 


MIDWEST L-M dealer ex- 
plained: “For the last two 
years, we've had two factory trav- 
elers calling on us. Now maybe 
there will be only one. Also there 
have been clerical duplications and 
we've been dealing with two dis- 
trict offices and two factories. This 
change could save us a lot of time.” 
Another question is what affect 
the remerger will have on Lin- 
coln’s goal of setting up 145 ex- 
clusive dealerships in major mar- 
keting areas. This goal was men- 
tioned last spring when the divi- 
sion moved into its new plant in 
Novi, Mich. 

Lincoln now has about 1,400 deal- 
ers, all dualled with other Ford 
Motor Co. makes. 

In announcing the consolidation, 
Henry Ford II, president, said, 
“Completion on schedule of the new 
Mercury and Lincoln product and 
facilities programs permits us to 
establish the new division as a uni- 
fied organization with full respon- 
sibility for highly competitive en- 
tries in both the medium-priced 
and luxury markets. 

> > > 
. E decision to make this move, 
and the introduction of the 
Edsel, are key elements of our pro- 
gram to advance the position of 
Ford Motor Co. and its dealers in 
the important market above the 
low-priced field,” he continued. 
Ford added that the company 
is entering the 1958 model year 
in its strongest position. “For the 
first time in our history,” he said, 
“we will compete as a full-line 
producer of passenger cars.” 

Mercury now operates five as- 
sembly plants, including a new 
plant in Los Angeles which will 
start production soon. All Lincoln 
and Continental production is lo- 
cated in the new Novi plant. 

Ford noted that in recent years 
Lincoln and Mercury have been 
concentrating on development of 
new models and expansion of their 
assembly plant systems. The ap- 
pointment of Nance indicated to 
many observers that the major em- 
phasis now has shifted to merchan- 
dising. 

> a7 * : 
ANCE entered the auto business 
in 1952 after winning fame in 
the appliance field. He had out- 
standing success after World War 
II as president of Hotpoint, Inc., a 
General Electric affiliate. 

He joined Packard as president 
and general manager and became 
Studebaker-Packard president after 
the 1954 merger. In joining Ford, 


he forfeited at least part of $286,000 
S-P was to pay him for giving up 
his $150,000 a year contract as 
president. 

Last week’s move marked the 
second time that Lincoln and 
Mercury had been merged, They 
led Ford’s divisionalization pro- 
gram when they were joined in 
1945. Ford division was set up in 
1949. 

In April, 1955, Lincoln and Mer- 
cury became separate divisions. A 
corporate realignment made Ben- 
son Ford group director of Mercury 
and Special Products, and William 

Clay Ford group director of Lin- 
coln and Continental divisions. 


ppmeesoss had been L-M general 
manager, and William Clay had 
been Continental general manager. 

At the same time, Mills and 
Reith were elected company vice- 
presidents and put in charge of 
Lincoln and Mercury divisions, and 
Richard E. Krafve was named Spe- 
cial Products (now Edsel) general 
manager. 

It is interesting to note that 
Lincoln and Mercury were split 
when Ford Motor announced 
plans to bring out a new line of 
cars. They were remerged when 
that new line—the 
a reality. 

Bayne was named Mercury sales 
manager in 1955, and H. B. Daniels 
took over as head of Lincoln sales. 
George S. Coats succeeded Bayne 
a year ago when the latter joined 
Ford’s Dealer Policy Board, and R. 
R. Nadal replaced Daniels in July, 
1957. 

Benson Ford left his Mercury- 
Special Products group director- 
ship to become chairman of the 
Dealer Policy Board. William Clay 
Ford’s group directorship was ter- 
minated in July, 1956, when Con- 
tinental became part of Lincoln 
division under Mills. William Ford 
now is corporation product plan- 
ning and styling vice-president. 


Dealers Briefed 
On Law Curbing 
Sales to Juveniles 


CONCORD, N. H.—(UTPS)—The 
State Motor Vehicle Department 
held a meeting with auto dealers 
here to explain the new state law 
barring juveniles from obtaining 
registrations without parental con- 
sent. 


Department officials warned the 
dealers they cannot put temporary 
license plates on any car sold to a 
person under 18 unless that person 
has a signed affidavit showing par- 
ents’ approval or proof that the 
vehicle is properly insured against 
liability. 

Deputy Commissioner Kennard 
Goldsmith said affidavit forms had 
been distributed to all auto dealers, 
and are available at the offices of 
town and city clerks and in many 
other public places. 


The new law was approved by 
the 1957 Legislature. 


a 
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From Old Rodeo Pal... 


Dealer Gets Bulls in Trade 


HENRYETTA, Okla. R. C. 
(Red) Holmes, owner of Progres- 
sive Chevrolet Co., which he started 
here in 1924, was awakened at 2 
a.m. by the telephone. 

He knew all his horses were 
safe in the corral but then his 
daughter was riding broncos in 
Madison Square Garden that 
week, and his son was bulldog- 
ging steers for prize money in 
Fort Smith, so he figured any- 

thing might have happened as he 
lifted the receiver. 

But it was an old rodeo pal. 
Holmes started riding bucking 
broncos in the rodeo arena in 1923, 
and he sells cars to this fraternity 
almost all over the world. 

The caller said he needed a new 
pickup the worst way but was short 
of cash. 

“What have you got to trade?” 
asked Holmes, who by this time 
was buckling on his belt and slip- 
ping his feet into his $50 high- 
heeled boots. 

“‘T’ve got eight of the meanest, 
contrariest Brahma bucking bulls 
that ever lived,” the man answered, 
“and they’re tearing down fences 
and causing me a lot of trouble. 
Right now I've got ’em leased to a 
rodeo for $65 for the week’s stand. 
You can go over there to see ’em.” 

“I don’t want to see ’em,” said 
Holmes, “and I couldn’t get 
within a 150 feet of them any- 
way but Ill take ’em if you'll 
make the price right and you can 
come in and get your new pickup 
in the morning.” 

The man came in and with a lit- 
tle dickering a price was agreed 
upon and the pickup was delivered. 

Holmes had to do something with 
these mean bulls before the rodeo 
ended because then he didn’t have 
his own ranch as he has now or 
his own lighted exhibition arena, 
where he and his family rope, ride 
and bulldog steers—for fun. 

So that day he called another 
friend who was a ranch owner and 
a rodeo performer. Holmes asked 
the rancher to get the bulls and 
keep them until he could sell them. 
Holmes offered to sell the bulls to 
him for the price he paid. 

Holmes didn’t hear anything 
more about the bulls until about 
six weeks later he met the rancher 
on the street in Henryetta. The 
rancher said, “I want to give you 
a check for those bulls.” 

He wrote a check and Holmes 
asked him how he came out on the 
deal. 

“Well, I sold the one they call the 
‘Old Gray Ghost’ for twice as much 
as I'm giving you,” he replied. 

“I'm happy,” said Holmes, “and 
I'm giad I never laid my eyes on 
em.” 

Another time he traded for 265 
frying chickens and during one 
period he built 150 horse trailers to 

> 





Rodeo Momento— 


R. C. (Red) Holmes, veteran Chevrolet 
dealer in Henryetta, Okla., looks at an 
advertisement for a rodeo in Sun City, 
Kons., in 1924, where he was billed as a 
feature performer. The office of his dealer- 
ship is decorated with the trophies he won 
as a rodeo performer. 


his own specifications which he 
sold to rodeo people all over the 
country. 

His daughter, Norma, now mar- 
ried and a county official, rode sev- 
eral seasons in Madison Square 
Garden, bringing in $3,100 for five 
weeks for trick riding. 

His son, Raymond, now associ- 
ated with him in the Chevrolet 
business, has roped and bulldogged 
at the principal rodeos over the 
country. . 

Holmes sold his first Chevrolet 
to Marion McClain, ranch owner 
by whom he was last employed as 
a cowhand, in 1924. McClain has 
since bought more than 25 vehicles 
from Holmes. 

He had just started the Chevro- 
let dealership in Henryetta, and he 
had gone to Sun City, Kans., to per- 
form in the rodeo. McClain, who 
could not drive, told his wife, who 
could drive, to accompany Mr. and 
Mrs. Holmes back to Henryetta. 

He gave Holmes a blank check 

and told him he wanted a new 
Chevrolet with everything on it 
that Holmes could put on it. He 
wanted the sedan—this was one 
of the first sedans—and said he’d 
like to have it equipped with 
shades with those little tassels on 
them. 

Holmes had started to work on 
the McClain ranch when he was a 


20 Salesmen Win 
Trips to Hawaii 


In Jeep Contest 


TOLEDO. — Twenty Jeep sales- 
men won expense-paid, eight-day 
vacations for two in Hawaii in the 
Willys Motors Demonstration Drive 


sales contest which ended last) 


month. 

Winners and their wives will fly 
to Honolulu via United Air Lines 
and will be guests at Henry Kai- 
ser’s new Hawaiian Village Hotel. 

They are Arnold Emerman, Mo- 
tor Mart Sales Corp., Union City, 
N. J.; Charles Van Cheri, Cassetti 
Motors, Rochester, N. Y.; K. M. 
Pete Comley, Jacobson Motor Co., 
Omaha; Woodie Sandberg, Palmer 
Motor Co., Houston, and Gene Zieg- 
ler jr.. Montville Service Garage, 
Montville, O. 

Fred Nagel, Bob Hansen Motors, 
Inglewood, Calif.; F. R. Porter, E & 
S Motor Sales, Fitchburg, Mass.; 
Courtney Wynn, Atlanta Willys 
Co., Atlanta; Al Shank, Hoffman 
Motors, Inc., 


boy and he was proud of being 
handed a blank check to fill out 
for the first car sold. 

Not long ago, McClain phoned 
for a new car (he almost always 
buys by phone). Holmes told him 
it wasn’t the time to buy, that the 
new models would be out soon and 
he would want the new one rather 
than the current model. 

A lot of cars have gone over the 
hill since 1924, commented Holmes. 

“Back in the old days Chevrolet 
had an open flywheel and a cone 
clutch and in the hands of an in- 
experienced driver it could jump 
10 feet,” Holmes said. “We didn’t 
dare let the prospect under the 
wheel until he bought the car.” 

Holmes has sold almost twice 
as many cars so far this year as 
his nearest competitor, which re- 
verses the national rating. 

“People are inclined to think all 
cars are good and that there isn’t 
too much difference in the lower 
three, since they are priced in rela- 
tively the same bracket,” said 
Holmes. 

“It is here that it becomes the 
duty of the salesman,” he con- 
tinued, “to point out the differences 
in the cars so that he can sell his 
own brand. We know that while 
people may not care much about 
the slight differences in first cost 
in the three brands, that they are 
interested in the life and cost of 
parts. 

“We ask a prospect to compare 
prices of parts,” Holmes said. “For 
example we show him the price of 
our water pump at $12.80 as com- 
pared with $26.15 for another car 
of the Big Three. 

“We invite him to call that 
dealer and find out for himself the 
cost of parts replaced periodically. 
We find that prospects are vitally 
interested in what it is going to 
cost to keep their purchase run- 
ning. 

“Our fuel pump, for instance, 
costs $6 less than a competitive 
make and so on down the line. 
I’ve had customers who used my 
telephone to call the competitive 
dealer to find out if what we’re 
telling him is true. Such closing 
arguments are effective.” 

Holmes never knocks other cars, 
never runs down a customer’s pros- 
pective trade-in, but spends all his 
time advancing the good points of 
his own brand. 

Holmes is never surprised at 
what the day brings forth—a trade 
for chickens or Brahma bulls. A 
few weeks ago, a friend rolled up 
in a 1957 medium-priced car just 
10 days old and wanted to trade it 
for a Chevrolet. 

Holmes never questioned the mo- 
tives, or asked what was wrong 
with the new car. They came to 
terms in a few minutes. 

Holmes had a mechanic test drive 
the car and found a bad rattle in 


Harrisburg, Paj;/the trunk. Iron bars had to be 


Derald Foland, S & M Service, Inc.,| bolted across the bottom before it 
Wenatchee, Wash., and Harvey | could be stopped. He sold that car 
Ross, Willys Intermountain, Inc.,| the next day by driving it out to a 


Salt Lake City. 


Ben Sinex, Sacks Auto Sales, In-| why he got it in trade for a Chev-| 


dianapolis; L. M. Hensen, James 
Motor Co., Rapid City, S. D.; John 
Rody, Greenfield Motors, West Al- 
lis, Wis.; Donald Massey, Massey 
Motors, Basin, Wyo.; Ernest Pom- 
peo, Auto Trading Post, Santa Fe, 
N. M.; Charles H. Davis, Davis 
Motor Co., Dillon, Mont.; D. E. Hig- 
don jr., Higdon & Sons Motors, 
Colorado Springs, Colo.; W. R. 
Thornton, Gem State Motors, Boise, 


Idaho, and John C. Bomar, Ray); 


Korte Motors, Phoenix, Ariz. 

Forty-one other salesmen shared 
in more than $10,000 worth of mer- 
chandise awards in the contest, 
based on the number of demonstra- 
tions and sales of Jeep vehicles 
over a 3%-month period. 


Missouri Curbs 


Dealer Plates 


JEFFERSON CITY, Mo. — Mis- 
souri dealers were warned last 
week by the Missouri Automobile 
Dealers Assn. that 1958 dealer tags 
would be more difficult to qualify 
for than were ’57 plates. 

Under a new State law, the 
“curbstone” dealer will no longer be 
able to qualify for a “D-tag.” 
MADA predicted the ’58 dealer 
plates would total less than 3,000 
compared with the 5,516 issued this 
year. 

Said MADA: “Elimination of this 
highly unfair competition should 
funnel back to dealers at least a 30 
percent increase in used-car sales 
heretofore lost to the ‘freeloaders.’” 


prospect and telling them how and 


rolet. Holmes netted $500 profit on 
the deal. 

“I have the reputation of trad- 
ing for anything—money, mar- 
bles, chalk or bulls,” laughed 
Holmes. “I like to be known as a 
trader. 

“I know this is the automobile 
age but, as for myself, give me a 
horse that I can ride...” 


Art on Stainless Steel— 


These are four of the textured patterns offered on stainless steel panels for vehicles 
and other uses by Sharon Steel Corp. The company looks for increased use of the 


decorative panels in 1958 autos. 





Detroit Dealers Map Show Plans— 


Committee members check the space chart for the 45th annual show which the 
Detroit Auto Dealers Assn. will sponsor in the Detroit Artillery Armory Jan. 18-26, 
From left, front row, are Harold C. Johns (Lincoln-Mercury), chairman; Boyce Tope, 
show manager and DADA executive vice-president and Bill Hermann (Hudson), DADA 
president. Back row, Ken Sarason (DeSoto-Plymouth), D. A. Mcintyre sr. (Oldsmobile) 
and Ed Rinke (Chevrolet). Absent is Al Long (Ford). 











Rise in Canada Road Costs: 
Dwarfs Motor Tax Gains 


OTTAWA. — Annual road con- 
struction and maintenance costs in 
Canada have gone up by more than 
100 percent since 1940 but motor 
vehicle taxes have increased by a 
much smaller amount, according to 
a report prepared for the Royal 
Commission on Canada’s Economic 
Prospects by Jean C. Lessard, for- 
mer deputy minister of transport 
and now vice president of the St. 
Lawrence Seaway Authority. 

The report, which followed a 
study of the transportation in- 
dustry, says that in the future 
highway quality probably will be 
stressed instead of extension, ex- 
cept for construction of new 
roads in Canada’s northern re- 
gions. 

With the exception of Ontario, 
license fees have remained at their 
prewar level, the report states. 
Gasoline taxes have risen by ap- 
proximately 40 percent since the 
war. 

The report forecasts that revenue 
from motor vehicles and water 
carriers will jump some 200 per- 
cent in the next quarter century, 
with the gross national product 
rising by 204 percent. Railway 
revenues are expected to increase 
by only 73 percent, while airline 
revenues are due to rise 300 per- 
cent. 

The report expresses some doubt 
whether railway freight rates 
should continue to be national 
policy since the railways might not 
be able to compete with other car- 
riers as a result. 

Referring to government su b- 
sidies, the report suggests a reduc- 
tion in such payments and an in- 
crease in the payments by those 





using the highways, railways, air- 
planes and ships, with the rates of 
all carriers being arranged so as to 
cover the full costs of operation. 

There also was a suggestion 
that all vehicles, particularly 
trucks, pay a share of the cost of 
maintaining and extending high- 
ways in cases where such vehi- 
cles were not paying their proper 
share. 

The report also forecast three 
times as many cars on the high- 
ways by 1980; monorails to replace 
conventional rapid transit facilities 
at a cost of $700,000 a mile com- 
pared with the $12 million a mile 
for subways; helicopter passenger 
services for distances up to 200 
miles. 

Also forecast was a converti- 
plane, an aircraft capable of rising 
vertically like a helicopter; new 
diesel locomotives, half the weight 
of the present locomotives, to draw 
light passenger cars at speed up to 
120 miles an hour, and other wide- 
spread changes. Many of these 
changes affect the automotive in- 
dustry and trade. 


Sharon Steel Sees 
Increased Use of 


Textured Stainless 


SHARON, Pa. — Increased use 
of textured stee] on both interiors 
and exteriors of passenger cars, 
trucks and buses is indicated by in- 
dustry forecasts for 1958 models, 
according to Sharon Stee] Corp. 

Typical of these is the use by 
Oldsmobile of Sharonart in blue 
and red seat mouldings manufac- 
tured for Fisher Body division by 
Thompson Products, Inc. 

Sharonart is a process of surface 


s|rolled patterning developed by 


Sharon Steel. Stainless, carbon and 
coated steel strip is passed be- 
tween rollers, one of which carries 


ila pattern, Strengthened by third 


dimensional imprinting, the pat- 
terns include abstract designs, 
pebbling geometric patterns, 
parallel-lined and diamond figur- 
ings and realistically simulated 
wood grains, leathers and fabrics. 
Twenty patterns are now avail- 
able in stock and special patterns 
for sole ownership of manufac- 
turers desiring distinctive brand 
identification are made on order. 
Since neither design nor die 
change is required in most stamp- 
ing processes to work the pat- 
terned strip, economical style 
changes in virtually any product 


are easily obtainable, the company 


said. 

While stainless steel requires no 
color, mere paint spraying on car- 
bon and coated textured steels per- 
mits a wide palette of new color 
treatments, Sharon Steel reported. 





“vil ol sf sla Gaz 


32 
* 
>> 


eS zB | 


|» wepes . m | BB ezeess 









ch the 
18-26, 


DADA 
nobile} 





ese 


3s 
iors 


in- 


els, 


by 
ylue 
‘ac- 
by 


ace 
and 


ries 
ird 
vat- 
n 8, 


ur- 
ted 
2s. 

Ail- 
rns 
ac- 
ind 


die 
np- 
at- 
rle 
uct 
ny” 


ar- 
er- 
lor 
ed. 








AUTOMOTIVE NEWS, SEPTEMBER 9, 1957 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U0. 8S. PRODUCTION ONLY) 























Week Week Jan.1 Jan.1 
Ended Same Ended Total To To 
Sept.7, Week, Aug. 31, Output, Sept. 8, Sept. 7, 
1957 1956* 1957*  August*  1956* 1957 
AMERICAN MOTORS 1,149 1,119 692 901 69,480 66,470 
ae 79 153 37 40 4,503 1,464 
7 — 185 148 77 95 11,224 3,841 
ee 885 818 578 766 53,753 61,165 
OHRYSLER CORP. .... 11,075 _.......... 25,538 112,862 600,263 945,522 
puatccbensiineenmaninees 1,300 omanene 2,211 9,064 72,688 92,489 
pdttdaclans. ian isin 487 2,464 6,548 30,172 
ssicuiciidiiniedtieihians 325 ine 2,140 8,884 71,190 89,187 
ekicsiacbicadeoeiaaiact 700 sedated 5,556 25,030 136,455 219,902 
Speniesimenteswcssinet 8,750 anunennes 15,144 67,420 313,382 513,772 
FORD MOTOR .............. 33,005 1,900 37,559 167,156 1,103,997 1,369,886 
Continental ectiel mainte ee 1,145 444 
Weicssiilasibcantavccaestsbtlsiniae 4,050 snselieaaal 5,580 19,875 ‘omits 27,654 
i diiiaaaitiasbandendlenwbninies 25,160 us. 26,890 124,813 884,094 1,097,603 
envinimanunncioniacnatinit 355 406 302 1,369 33,002 27,180 
I ciisiundiiedeinidiiaanesta 3,440 1483 4,787 21,099 185,756 217,005 
GENERAL MOTORS .. 45,394 44,308 54,434 240,301 2,251,157 2,056,573 
a 5,047 7,393 - 6564 30,682 409,704 297,731 
shiintniaiiaiibasiaiie 2,688 2,567 2,698 13445 112,017 114,611 
a 25,500 25,172 31,821 137,198 1,161,892 1,093,322 
Oldsmobile .................... 6,759 5,588 6,302 29,847 324,152 291,619 
rn 5,400 4,088 6549 29,129 243,392 259,290 
TE, GQEDIEEEE © evcscecescorssscece~e eee 8 tasks 1,370 3,634 67,305 46,497 
on seniemsink.. . <idaaiiat allay 19 13,277 4,654 
Studebaker ................... ee 8 aie 1,370 3,615 54,028 41,343 
Total Cars, U. S. . 91,973 47,827 119,593 524,854 4,092,202 4,434,948 
Revised 
COMMERCIAL CARS 
(U, 8S. PRODUCTION ONLY) 
Week Week Jan. 1 dan. 1 
Ended Same Ended Totai To To 
Sept. 7, Week, Aug. 31, Output, Sept. 8, Sept. 7, 
1957 1956* 1957* August*  1956* 1957 
CHEVROLET 6,100 5,284 6906 30,055 258,151 252,280 
DIAMOND Ti .... 115 30 142 586 3,554 3,785 
DIVCO ...... 48 48 59 144 2,677 2,132 
DODGE man ae me 1,588 7,008 62,400 57,237 
I seusiessbnieedicaiaitai 5,424 3,490 6.217 26,752 211,789 246,630 
SE dats ada icliicdian 1501 1,300 5,358 65,398 47,162 
INTERNATIONAL ..... 2,035 1,988 2491 10,175 95,601 83,004 
MACK 396 226 370 1,592 13,059 12,557 
es 110 52 108 513 2,693 3,216 
STUDEBAKER ; . _ 436 10,397 7,391 
WHITE... 230 281 240 1,114 12,107 10,460 
WILLYS ......... ces 1,325 1,027 1,216 2,264 41,549 42,341 
MISCELLANEOUS*** 89 36 89 380 2,284 2,356 
Total Trucks, U. . 18,372 14013 20,726 86,377 782,659 770,551 
~ Potal ¢ —— aa, 
See 110,345 61,340 140,319 611,231 4,874,361 5,255,499 
Total Cars, Trucks, 
OS eee 2,640 3,850 3,383 18,909 346,735 319,748 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....112,985 65,680 143,702 630,140 5,221,596 5,575,247 





"Revised. Miscellancous includes. Corbitt, " Marmon-Herrington, Federal, Four-Wheei- 


Drive, ete. 


N. B.: All U. S. totals include cars and trucks for military orders. 
***autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 


Auto Racing Has First Pair 
Of ‘500s’ on Single Day 


By Don O'Reilly 
Special Correspondent 


DETROIT.—For the first time in 
auto racing history, two 500-mile 
late-model, stock-car races were 
held on the same date, Labor Day, 
at Trenton, N. J., and Darlington, 
8. C. 

The Trenton race, the first for 
that new one-mile banked asphalt 
speedway, was sanctioned by 
USAC (United States Auto Club). 
The Darlington race, the eighth 
annual on the 1%-mile banked 
asphalt track, was sanctioned by 
NASCAR (National Assn. for 
Stock-Car Auto Racing. 

A Chevrolet, equipped with a 
carburetor (fuel injection not per- 
mitted by NASCAR), was the win- 





Five Vehicles a Steal 
At Dallas Dealership 


DALLAS. — Car thieves stole 
two unregistered station wagons 
and two light trucks 
from Maher Bros. (Ford) here, 
along with a 1955 Buick from 
Maher’s used-car lot. 

The new 1957 Fords were taken 
from the service department. 


ner at Darlington, driven by Speedy 
Thompson. 

Cotton Owens, whose Pontiac 
started in the pole position, finished 
second, followed by Marvin Panch, 
Ford; Buck Baker, Chevrolet, and 
Jim Reed, Ford. 

A three-car crash resulted in the 
death of veteran Bobby Myers and 
caused less serious injuries to 
Fonty Flock and Paul Goldsmith. 
Goldsmith, a prerace favorite, had 
qualified his Ford fastest of the 
field. 

At Trenton, the winner was Mike 
Klapak, driving his own Ford, 
equipped with two four-barrel car- 
buretors, although USAC does allow 
superchargers and fuel injection. 

Second was Jerry Unser, Ford; 
followed by Bob James, Ford; Les 
Snow, Chevrolet, and Norm Nelson, 
Mercury. 

Favorites Dick Rathmann, 
whose Chevrolet qualified fastest 
of the field; Sam Hanks and 
Johnny Mantz, Mercury, and 
Ralph Moody, supercharged Ford, 

were eliminated in the race. 

Rathmann was involved in a two- 
car crash (no injuries) and the 
others had engine trouble. 

Prize money at Darlington was 
$53,000-plus and at Trenton it was 


rr cn $21,000-plus. 


91,973 Units Built... 


Car Output Declines 
To Seven-Week Low 


(Continued from Page 1) 


pared with 5,580 a week earlier; 
Mercury was down from 4,787 to 
3,440 units, and Lincoln, increasing 
its schedules gradually, climbed 
from 302 to 355 units. 

Combined Ford Motor opera- 
tions produced an estimated 
33,005 cars last week, compared 
with 37,559 units a week earlier. 
GM. showed the second biggest 

drop of any corporation last week 
as its output dropped off from 
54,454 units the previous week to an 
estimated 45,394 assemblies. 

a = > 


UICK, which built out on its 

1957 models Friday (Sept. 6), 
turned out 5,047 cars last week, 
compared with 6,564 a week earlier; 
Oldsmobile dropped from 6,802 to 
6,759 units; Pontiac skidded from 
6,549 to 5,400, and Cadillac re- 
mained on an even keel with 2,688 
assemblies last week, compared 
with 2,698 the previous week. Cad- 
illac worked four days both the 
past two weeks. 

American Motors Corp. was the 
only manufacturer to show an 
output gain over the previous 
week as it turned out a corporate 
total of 1,149 cars last week, com- 
pared with 692 a week earlier. 

A breakdown of AMC operations 
showed Rambler with 885 assem- 
blies last week, compared with 578 
the previous week; Nash with 185 
as against 77, and Hudson up from 
37 to 79 units. 

> = = 

TUDEBAKER - PACKARD 

CORP., with only its Stude- 

baker division currently in opera- 
tion, produced an estimated 1,350 
cars last week, compared with 
1,370 the previous week. S-P’s other 
car-producing unit, Packard, isn’t 
expected to get into production on 
1958 models until later this month, 
a company spokesman said. 

Truck output totalled an esti- 
mated 18,372 units last week—a 
1,354-unit drop from the previous 
week’s 20,726 trucks, but a size- 
able gain over the 14,013 units 
turned out during the week 
ended Sept. 8 a year ago. 

Ford and International Har- 
vester, the only two Canadian man- 
ufacturers in operation, turned out 
a combined total of 2,640 cars and 
trucks last week, compared with 
3,383 the previous week, when Gen- 
eral Motors was still producing 
ears and trucks. GM is down for 
changeovers and inventories now, 
as is Chrysler and Studebaker- 
Packard of Canada. AMC built out 
on its 1957 models two months ago 
and is not expected to return to 
work until its new plant is erected 
near Toronto. 


Output in Canada in August 
totalled 18,909 cars and trucks. 


> > > 


Dodge Slates 8 Days 


For ’58 Changeover 


DETROIT.—A highly coordi- 
nated changeover system this year 
will enable Dodge Main to close 
down for the shortest time in many 
years while the plant is being 
readied for production of 1958 
models. 

M. C. Patterson, Dodge president, 
said work on new plant layouts 
prepared as much as nine months 
to a year ago will begin as soon as 
the last 1957 car clears the various 
departments. Inventory of parts 
and accessories left over will be 
made at once and these will be 
shipped to storage points for use 
as replacement parts. 

“We have to clear or rearrange 
more than 200,000 square feet of 
floor space,” Patterson said, “and 
we plan to do it with a loss of only 
eight regular working days. This 
will enable us to recall Dodge’s em- 
ployes with a minimum loss of 
working time. It will also mate- 
rially shorten the non-productive 





White Signs Pontiac Pact 

dim White, Chrysler dealer in 
Santa Monica, Calif. until five 
years ago, is getting back into the 


intervening period preceding pro- 
duction of the 1958 models.” 

In previous years, the change- 
over layoffs ranged from two to six 


weeks. 
= > am 


New Walter Truck Plant 


Ready to Start Operation 


ALBANY, N. Y.—The new Wal- 
ter Motor Truck Co. plant, Voor- 
heesville, is expected to begin oper- 
ation this month, according to 
Harry E. Maxwell, East Greenbush, 
assistant plant and personnel man- 
ager. 

About 200 will be employed to 
make airport crash trucks under 
an Air Force contract. The build- 
ing exterior of nearly 100,000 square 
feet is completed and interior work 
is nearly finished. 
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Chrysler Plans 
Marketing Meeting 


DETROIT.—Chrysler Corp.’s au- 
tomotive marketing group organiza- 
tion will hold a two-day meeting 
here today and Tuesday (Sept. 9- 
10) for its 1,100 field personnel. 

This morning will be devoted to 
meetings with Chrysler, DeSoto, 
Dodge, and Plymouth executives 
for a discussion of sales promotion, 
advertising and merchandising pro- 
grams of the company’s car- 
producing divisions. This afternoon, 
Plymouth division will conduct a 
special presentation for the entire 
marketing group. 


Tuesday, an all-day meeting is 
scheduled for the group, covering 
all phases of Chrysler Corp.’s mar- 
keting program. 


Esquire Signs S-P ‘Pact 

Vern Mills and Dewey F. Hinkley, 
operators of Esquire Motors, Ltd., 
1215 Oxnard Blvd. Oxnard, Calif., 
have been awarded a franchise for 
Studebaker, Packard and Mercedes- 
Benz. Esquire has been an imported 
ear dealership. 





Honest Dealers Lauded 


They Greatly Outnumber the Sharpies, 
Los Angeles BBB Tells Buyers 


LOS ANGELES. — Automobile 
dealers who have lamented that 
their trade has become the particu- 
lar target of the nation’s Better 
Business Bureaus, must have 
cheered as they read a headline in 
a recent issue of Data, published 
by the Los Angeles BBB. 

The headline declared: “Reli- 
able Car Dealers Greatly Out- 
number Sharpies.” 

The Data story explained, “The 
great deal of adverse publicity re- 
cently concerning automobile deal- 
ers’ tactics may be somewhat mis- 
leading to the public. 

“The sharp operators have been 
getting a lot of attention while the 
legitimate dealers, who greatly out- 


Lloyd Cars Hopes 
To Fill Backlog 
By End of Month 


SOUTH BEND, Ind.—Production 
of the 1958 Lioyd Alexander will 
catch up with orders by the end of 
September, according to Norwood 
D. Craighead, president of Lioyd 
Cars Corp. of America, South Bend. 

Orders totalled 652 in July and 
1,066 for August, he said. Change- 
over from the 1957 models caused 
a cut in shipments from the fac- 
tory in Germany. 

Craighead said his firm plans to 
franchise 25 distributors in the 
eastern half of the U. S. Eighteen 
dealers have been designated and 
more will be named when the de- 
mand warrants, he added. 

Among the new features of the 
1958 line is a four-speed synchro- 
mesh transmission. The cars also 
will be available in brighter colors. 

a > ie 





number the others, go along quietly 
conducting their businesses on a 
sound basis.” 


As an example of sound retailing, 
the publication quoted from an ad- 
vertisement inserted by a new-car 
dealer in the Los Angeles area. The 
ad sought to expose the gimmicks 
in auto selling and listed 12 guides 
for prospective buyers. 

The ad warned about the pack 
and urged purchasers to be wary 
of excessive allowances for trade- 
ins. “Check the classified section 
of a newspaper to see what a 
trade is really worth,” it advised. 

It also pointed out that there is 
no such thing as “no downpay- 
ment.” 

“Dealers who use this gimmick,” 
the ad said, “merely have you as- 
sign your salary, furniture or other 
personal belongings, and you make 
two payments each month—one on 
the downpayment and one on the 
regular car payment, and always 
at high interest.” 

The ad also warned against sign- 
ing blank contracts, exposed the 
high-ball, talked about the old trick 
of hiding the keys and mentioned 
the illegitimate practice of charg- 
ing extra for standard equipment 
items after the purchase price has 
been agreed upon. 

Throughout the ad ran the 
words, “Know your dealer.” The 
BBB publication noted that this 
is the best way to be sure of an 
honest deal. 

Commenting on the dealer’s ad, 
the BBB said: “This public-service 
approach to advertising is a com- 
mendable step by the firm and part 
of a sound program which will un- 
doubtedly help regain public con- 
fidence in the automobile sales 
business.” 


eo 


Introducing 1958 Lloyd Alexander— 
The 1958 Lloyd Alexander, has many new features, among them a four-speed 


synchromesh transmission. Another change is the rear luggage 


which 


compartment 
auto business. He has obtained a| may be opened from inside-or outside the car. Brighter colors will be available in 


Pontiac franchise for Santa Monica. 


the new models. 
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Hamilton Unit Offers Two-Stage Compression eer 


New Free-Piston Engine Unveiled 


HAMILTON, O. — A new free- 
piston engine, adaptable to burning 
a wide range of fuels, has been an- 
nounced by Hamilton division, 
Baldwin-Lima-Hamilton Corp. 

A radically advanced design of 
the free-piston engine, the new 
power source is said to have enor- 
mous potential for almost every 





Obituaries 


Floyd W. Laughlin 
NEW CARLISLE, 0.—Floyd W. Laugh- 
lin, 50, a Chrysler-Plymouth dealer here 
for 15 years, died Aug. 28 in a hospital 
at Springfield 7: ‘ 
George T. O'Mara 
CHICAGO.—George T. O'Mara, 60, sales 
manager for Colonial Motors Co. (DeSoto- 
Piymouth and Edsel), died Aug. 29 at his 


home. 
* * * 
Walter J. Holzendorf 
LINCOLNTON, Ga.—Walter J. Holzen- 
dorf, 61, an automobile dealer, died Aug. 


26 of a heart —. 
= 


Odous Tindall 
SAN ANTONIO.—Odous Tindall, 44, auto 


dealer here for 23 years and a past presi- | 


dent of the Alamo Car Dealers Assn., died 
Aug. 26. He was a director of the Better 
Business Bureau. 

* * * 

Joseph H. Felt 
SALT LAKE CITY. — Joseph H. 

president-manager of Fieming-Felt Auto 
Parts Co. here, died at 72 after a long ill- 
ness. 

* * * 


William J. Magee 
WORCESTER, Mass.—William J. Magee, 
68, retired treasurer and director of Norton 
Co., died Aug. 26. He joined the company 
in 1930, was named treasurer and a direc- 
tor in 1946 and retired in 1955. 
* * * 


Earl W. Adair 
SCRANTON, Pa.—Earl W. Adair, 63, 
former auto dealer here, died af a heart 


attack Aug. 27. Prior to World War II he 
had been associated with Adair Motor Car 
Co. 


Felt, | 





application and could replace 
other internal combustion engines 
in many cases. 

The free-piston engine produces 
pneumatic power, in contrast with 
the crankshaft engine which pro- 
duces mechanical shaft power. The 
pistons are free to bounce in their 
cylinders. They are restricted by 
the cylinders, but not by the link- 
age through connecting rods for a 
crankshaft as are the pistons of a 
crankshaft engine. 


The most promising immediate 
uses for the engine are for station- 
ary and mobile power plants, rail- 
road locomotives, marine power 
plants, farm equipment, tractor- 
trailer power plants, construction 
equipment and other off-the-high- 
way power driven vehicles. 


Power output of the prototype 
design ranges from 125 shaft horse- 
power—available from a single gas- 
ifier—up to 1,000 shaft horsepower 
when gasifiers are used in multi- 
ples. The range is available through 
the use of two types of free piston 
engines developed by Hamilton. 

Both engines are products of a 
continuing program of research 
and development that led first to 
a single-stage design, the Ham- 
ilton model DL, then to an ad- 
vanced two-stage, turbocharged 
design, the Hamilton FP-165. 

The DL uses a single stage of 
compression and a patented mov- 
able compressor head to produce 
an output of 500 shaft horsepower. 
DL units can be combined in mul- 
tiples with one turbine to reach a 
peak of several thousand shaft 
horsepower, when turbocharged. 

The new design FP-165 is a two- 
stage-compression unit which pro- 


Hamilton's Free-Piston Engine— 


Two-stage engine, The Hamilton FP-165, shown in cutaway section illustrates in- 
ternal construction. Pistons travel in horizontal direction, are propelled outward by 
explosion of fuel injected into center combustion chamber. The pistons travel against 
bounce space air pressure. When the bounce space pressure exceeds the pressure 


exerted by the pistons, they reverse and move back toward center. 


Upper drawing 


shows partial cutaway of turbine and transmission which uses the hot gas pneumatic 
power from free piston gasifier to produce mechanical shaft power. 


Free Piston Gasifier— 


The two-stage gasifier, model FP-165, is shown in artist's view. The gasifier hot 
gas oviput can power a turbine to produce shaft power, or its oulput may be used 
directly for such applications as compressors, pressure-feeding combustion chambers 


and impulse or hydro-jet propulsion of boats. 


The combination of a free piston 


gasifier and turbine provides high starting torque, controlled variable speed and 
direct reversibility without bulky transmission and gearing. 











duces 250 shaft horsepower with 
turbocharging; 125 shaft horse- 
power without turbocharging. 


Analysis show that the FP-165 
combines the power-to-weight ratio 
and torque characteristics of an 
open-cycle gas turbine (previously 
the best engine in these two re- 
spects) with the economy and ef- 
ficiency of a diesel. It surpasses the 
diesel in troque characteristics and 
power-to-weight ratio, it is claimed. 

The free-piston gas turbine plant 
can be made directly reversible and 
will provide reverse power up to 65 
percent of its forward power rat- 
ing. This feature plus the fact that 
standardized gasifier units can be 
stacked, or combined, and con- 
nected to the same turbine, is said 
to make the free-piston engine 
ideal for marine use. 


Gasifiers can be mass-produced 
in standard sizes and horsepower 
ratings. By combining outputs of 
several gasifiers and feeding them 
into a common turbine inlet, indi- 
vidual units can be cut in to in- 
crease power, or cut off for econ- 
omy during times of low-power 
requirements. 

A gasifier can be serviced or 
overhauled while the turbine is 
running—by cutting it off from the 
turbine inlet line. This is possible 
even with the turbine producing 
full power if the gasifier’s output is 





| 


replaced with that of a perma-| 


nently connected standby. 
Advanced performance of the 

FP-165 hinges on its second stage 

of compression. All other free- 


piston engines, and Hamilton’s own | 


previous designs, have been single- 
stage-compression designs. 

The second stage, by using the 
energy from the outward piston 
stroke, affords a balance of ener- 


gies, and permits a rise in output | 


power without excessive stress and 


heat on the compressor discharge | 


valves. 


Because of the inherent balance, 


the units are said to be virtually 
vibrationless in operation and re- 
quire only a minimum of founda- 
tion structure. 

The majority of applications to 
which the free piston engine 
could be applied immediately are 
now diesel-powered. The free- 
piston engine is said to surpass 
the diesel in these respects: 


1. Has a greater power-to-weight | 


ratio — 
size. 

2. Burns a wider range of fuels. 
A diesel can burn efficiently only 
diesel and residual oils. 

3. Can be combined so that mul- 
tiple gasifiers supply one turbine 
to provide a wide range of power 
outputs. 

4. Provides high-starting torque, 
controlled variable speed and re- 
versibility without using the more 
bulky and costly transmissions and 
torque converters. 

5. Service and maintenance costs 
are expected to be far less than 
that for diesels. 

The Hamilton FP-165 engine is 
said to surpass the open-cycle 
gas turbine, long held to be the 
most desirable substitute for the 
diesel in most applications, in 
these respects: 

1. Consumes half as much fuel at 
full load; uses substantially less 
than half as much at low loads and 
at idling speed. 

2. Decelerates much faster. Re- 
quires no high-speed high-inertia 
compressor on the shaft that sup- 
plies output power. 

3. Operates at temperatures of 
approximately 1,000 degrees where 
ordinary steels can be used. The 
open-cycle gas turbine operates in 
the 1,500-degree range, where spe- 
cial steels must be used. 

4. Provides immediate high- 
torque characteristics. The gas tur- 
bine rotor must be operating at 
high enough speed to operate its 
integral compressor before it can 
supply high torque. 

5. Gasifiers can be stacked or 
combined to supply one turbine and 
afford a wide range of horsepower 
output. 

The free piston gasifier pro- 
duces pneumatic power, in con- 
trast to the crankshift engine 
which delivers mechanical shaft 
power. In the crankshaft engine, 
power from fuel combustion is 
transmitted mechanically through 
pistons and connecting rods to 


more power in a smaller 











the crankshaft. The pistons of a 
free piston unit have no mechan- 
ical linkage—they are esssentially 
free to bounce back and forth in 
their horizontal cylinders. 


The gasifier power output is a 
hot compressed gas, Where such 
power containing heat is desirable 
or permissible, the free-piston gasi- 
fier unit is tremendously versatile, 
flexible and economical, 
to Hamilton. 

The pneumatic power can be 
converted easily into shaft power 
through a turbine to provide easily 
controlled variable speed, high- 


starting torque and direct reversi- | 


bility of shaft rotation. These two 
characteristics are not obtainable 


from crankshaft engines without | 
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Powers Gets Cadillac Deal 


Powers Cadillac, Inc., headed by 
| William C. Powers, has succeeded 
Eierman Cadillac Co. in Pittsburgh, 
The dealer’s father, M. A. Powers, 
will serve as secretary-treasurer of 
the firm. 
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month and handle all car sales. Man- 
ager assistant—keep Chrysler Corpora- OWN YOUR OWN 
tion set of books. Top salary, hospitali- 
zation and other fringe benefits. Resort He m 
town Land of the Sky population BUSINESS 
52,000. Chrysler-DeSoto-Plymouth agency. | ype 
Glover Motors, Inc., Asheville, North goniz 
Carolina. We will put you in business for your- sales 
> me On i aol tom toni leadir 
WANTED—SALESMEN to sell the book . 
“‘Auto Costs’’ which features factory self. No investment. Second oldest city | 
invoice prices of all 1958 cars and equip- | : new 
ment. Huge demand from auto dealers, company selling « your quavenice & 
banks, finance companies and leasing! dealers. Our men earn substantially Pleas: 
companies, High commission—No terri- be 
tory restrictions. White: Auto Costs, Box over $10,000 per yeor: F. Lyons, in pe 
224, New York 1, N. z. Tampa, Fia., earning $15,000 yearly; 
NEEDED—DYNAMIC SALES MANAGER M. Dallas, Boston, Mass., doing 
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not allowed to close deals. Qualifications: ers. Repeat sales on the increase. Send 
35 to 45 years of age, good personal . 7 i 
habits, sober, must be powerful closer complete details stating experience. 
Our firm has been in same location for 
25 years, very prosperous and finances i 
95% of our own deals. Cars handled are Sure-Car of America, Inc. 
Nash, Hudson, Rambler, Metropolitan, 
and recently added all five English Ford Main Office: 
lines. Starting salary $10,400 per year : 
plus bonus. Write resume of experience Dept. E, Sea Cliff, N. Y. 
to Southern Motors Inc., 301 E. Brough- (See our advertisement on Page 66) 
ton Street, Savannah, Ga. Attention: Mr 
Julius Kaminsky, Pres. Telephone No. 
Adams 4-3478. 
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tiple 
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arting $7,200 - $10, sek 
. . . . . ager 
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ene ° ' prog 
company seeks ambitious man with at least 6 years’ branch char 
manager experience in small loans. Relocation expenses, annual — 
bonus, many company-paid benefits. Submit complete resume, _ 
details of loan experience, business and personal references, = 
. . . 1 
present salary, and recent photo if available. All replies confi- sala 
dential and promptly acknowledged. 7 
> . 
Box 7484, c/o Automotive News, Detroit 26 - 


Export Representatives 
in the 
Aircraft Sales Management Field 


If you are a capable pilot, speak Spanish fivently, 
have sales ability, and are 35 years of age or under, 
you may have an outstanding future in aviation with 
a South American assignment from the nation's lead- 
ing business aircraft manufacturer. You must be free 


to travel or relocate. The 


salary range is $5,000 to 


$7,000. Please send a brief resume with recent photo 
to Roy A. Kunz, Executive Employment Division. 


BEECHCRAFT 


BEECH AIRCRAFT CORPORATION 
Wichita 1, Kansas 














SE HELP WANTED 

le 7iC& MANAGER — Chrysler product 

| er located in southern Indiana, sell- 

. ir about 500 mew cars yearly, is inter- 

d withfgted in a young, experienced man to 

on be nage a rapidly growing service de- 

ent. Must be able to take complete 

nm ma. ge of a modern shop. Salary and 

spread, genus open. Give complete background 

"Ze ex gpd send recent snapshot with first let- 
"lier. All replies strictly confidential. Box 

ch and "73, c/o Automotive News, Detroit 26. 

0 Pro- 

e ma- 





ANTED: OFFICE MANAGER, male or 
female, for Ford dealership in Oklahoma 
town of 10,000. Must know Ford ac- 
gunting, automobile insurance, financing. 
ble of handling records for dealer- 
gjp selling 800 to 1,000 units per year. 
ry and benefits commensurate with 
gbility. All replies strictly confidential. 
gnd details and recent photograph to 
fox 7474, c/o Automotive News, De- 
goit 26. aaa 
5S MANAGER required for foreign 
ar distributor and importer located mid- 
fle west region. Young, aggressive, good 
@rganizer, thoroughly reliable. References 
quired. Information kept strict confi- 
ace. Write Box 7488, c/o Automotive 
s, Detroit 26. 


SSMAN — Experienced in selling re- 
pement parts and accessories to new 
dealers in western Pennsylvania and 
». We prepay freight. Guaranteed car 
mses, salary, liberal commissions. 
men average approximately $10,000 
ly. Only those with at least 2 years’ 
jence and an established foliowing 
apply. Position open for full time 
sentative only. Write full details in 
jetter to Box 7475, c/o Automotive 
, Detroit 26. 

MIEIGN CAR SERVICE MANAGER— 
est distributor, Experienced, with 
cutive ability. Furnish age, refer- 
@ees and salary expected. Box 7476, c/o 
Automotive News, Detroit 26 




















owers, 
iver of 



















GENERAL . 
SALES MANAGER 


This firm offers an outstanding oppor- 
unity and a splendid future for the 
kind of man that can quolify. Particu- 
jorly if he eventually desires to own 
his own dealership. 

He must be a high calibre, executive- 
type business man with ability to or- 
gonize, direct and inspire a top-flight 
seli America's 


















four- sales organization to 

leading automobile. This is a single 
dest tity point with a potential of 1,500 
e to new units. 

ially Please don't phone. Write brief resume 
ons, background—with picture, or call 
arly; im person. 

ping Fred Emich, President 

joel JOLIET MOTOR SALES 
vend 

nce. 

ic. 

6) 


r 
eg 


~ ¥ é 


“ERTIFIED PUBLIC ACCOUNTANT 
since 1949, with ten years’ experience as 
controlier-business manager with mul- 
tiple Ford dealer operation, familiar with 
Other Big Three business management, 
seeks position as controlier-business man- 
ager with progressive auto operation. 
Present employer entering retrenchment 





program due to health, reason for 
change. Can furnish outstanding refer- 
ences on all phases of auto operation 


from present employer as well as Chair- 
man of State Board of Certified Public 
Accountants as to ability, knowledge of 
auto industry, enthusiasm and work 
habits. Married, 38 years of age. Present 
Salary, $14,000. Box 7457, c/o Automo- 
tive News, Detroit 26. 

OFFICE MANAGER - ACCOUNTANT 9 
years’ GM experience, age 32, credit, 
teferences. Write Box 7485, c/o Automo- 
tive News, Detroit 26. 

GENERAL MANAGER capable of assum- 
ing full responsibility of dealership. Have 
extensive sales, service and used car 
Management background in both domes- 

and foreign car field. Interested only 

ethical type operation. Would con- 
der serving in any of above capacities. 
I am willing to relocate to any section 
of U.S. A. Write Box 7487, c/o Auto- 
motive News, Detroit 26. 

ERAL MANAGER or new and used 
car sales manager. Midwest region pre- 
ferred. Age 34, Ford and Chrysler ex- 
Perience. Successful background, top ref- 
erences. Reply Box 7468, c/o Automotive 
News, Detroit 26. 

GENERAL OR SALES MANAGER, 25 con- 
secutive years’ experience. Age 48. Wants 
to locate with an aggressive dealer in 
New England who wants increased vol- 











ume and profit. Have been employed 
Successfully as new car, used car and 
general manager. Box 7478, c/o Auto- 


motive News, Detroit 26. 


BOOKKEEPER, age 29, nine years GM 
experience, desires position in midwest. 





Write Box 7486, c/o Automotive News, 
Detroit 26. 
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POSITION WANTED 


SALES MANAGER, 37, fine education, ap- 


pearance, and all the know-how to do a 
tremendous job. Expert salesman, 
capable manager with factory and other 
references, Interested in buying-in over 
a period of years only. Box 7477, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


UNUSUAL OPPORTUNITY to purchase 


dealership handling DeSoto in Miami, 
Florida, at less than replacement cost. 
Equipment and improvements only two 
years old, with good organization and 
excellent lease in prime location, Can be 
purchased with as little as $15,000 cash 
if you can qualify for factory financing. 
Til health forces quick sale. Deal can be 
consummated in time for 1958 model 
showing. Box 7470, c/o Automotive News, 
Detroit 26. 





ONLY DEALERSHIP handling Plymouth 


in county. Southern Ohio. Very reason- 
able. Box 7454, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING MERCURY, 


selling 100 units yearly. Central Florida 
in prosperous farming community. No 
accounts receivable to buy, priced to sell. 
Terms. Modern building on main high- 
way within city limits available for 
sale or lease. Knight-Flesher Mercury 
Co., Wauchula, Fla. 


DEALERSHIP HANDLING OLDSMOBILE 


29 years same owner—700 car average 
potential. Fine, modern facilities (50,000 
sq. ft.). Will sell or lease to buyer. 70% 
service coverage. Central states metro- 
politan area. Present owner has other in- 
terests. Box 7462, c/o Automotive News, 
Detroit 26. 





AUTO AGENCY 


DEALERSHIP NOW 






DEALERSHIP HANDLING BUICK- 


PONTIAC in prosperous Minnesota Iron 
Range city of 8,000. Grosses over $350,- 
000. 100 car’ potential. Completely 
equipped Box 7443, c/o Automotive 
News. Detroit 26. 


DEALERSHIP HANDLING DeSOTO- 


Plymouth-Willys, 150 car deal - good 
service absorption, in the beautiful 
Shenandoah Valley of Virginia, heart of 
the apple industry. Numerous gentlemen 
farmers, diversified manufacturers. Will 
sell for actual value of parts and used 
cars. Lease or sell building and equip- 
ment as desired. Factory approval neces- 
rary. Box 7414, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING FORD in 


west central Wisconsin city of 3,000, 
twenty miles from population of 40,000. 
Same name since 1911. Facilities modern 
and adequate—adjacent used car lot. 
Must sell. Building for lease or sale. 
= 7415, c/o Automotive News, Detroit 


-Handling Dodge-Plym- 
outh in fast growing suburb of Chicago— 
modern used car lot adjoining—low over- 
head— not a red month this year—lease 
modern facilities—show books to factory 
approved buyer—no accounts receivable 
or real estate to buy-—-will sell at in- 
ventory, Box 7445, c/o Automotive News, 
Detroit 26. 


HANDLING OLDS- 
MOBILE, town of 5,000, twenty-five 
miles from city of 200,000. Very low 
overhead, small investment, Great Lakes 


region. Just in time for new models. 
Write Box 7491, c/o Automotive News, 
Detroit 26. 
FOR SALE Now handling Chevrolet 
Potential 170. Ideal Pennsylvania com- 
munity, no property——sale includes only 


parts, fixtures and equipment. Box 7479, 
c/o Automotive News, Detroit 26. 


HUNT, FISH, GOLF, SKI, fifteen minutes 


away from your dealership handling 
Buick. Excellent business opportunity 
for man who wants healthy outdoor life 
as respected member of New England 
community. Good profit possibilities, 200 
plus—yearly new car potential. Small 
capital required. Old, established, re- 
spected firm. Immediate sale. Write at 
once to Box 7483, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS 
AVAILABLE 


in 

North and South Dakota 
to handle 

Beautiful German-Built 


Minnesota, 


The 


BORGWARD 


For information write 


Young, Inc., Distributor 


imported Car Div. 
St. Paul, Minn. 


635 No. Robert 


VOLVO 


FRANCHISE AVAILABLE 


Sweden's ‘hot’ new model sports sedan 
with 85 h.p.—the family car with speed, 
comfort and economy. Swedish built-to- 
last precision, sports car handling and 
performance. VOLVO dealerships now 
available in our territory: Alabama, Ar- 
kansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For information write or wire: 


SWEDISH MOTOR IMPORT 
1901 Milam Telephone CA 49456 
Houston, Texas 


FORD—400-500 potential. 


DEALERSHIP WANTED 

States border- 
ing Great Lakes preferred, but not es- 
sential. Ample capital. Factory approval. 
Box 7447, c/o Automotive News, Detroit 
26. 








DEALERSHIP WANTED — Prefer south- 


west or southeast. GM or Ford pre- 
ferred, may consider Chrysler Corpora- 
tion cars. Other aggressive areas will be 
considered. Factory approval assured. 
All replies strictly confidential. Box 


7480, c/o Automotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 





DISTRIBUTORSHIPS AVAILABLE for 


funeral coaches and ambulances of the 
highest quality, mounted on Cadillac 
commercial chassis by old established 
manufacturer — for men who are in- 
terested in earnings that run into five 
figures and are capable of conducting 
their own business. Territory No. 1 
North Carolina and Virginia; Territory 
No. 2—Southern Georgia and Florida; 
Territory No. 3—Northwest Section of 
Illinois, Iowa and Missouri; Territory 
No. 4—Washington, Oregon, Idaho and 
Utah. GMAC financing available. For 
details write Box 7463, c/o Automotive 
News, Detroit 26. 


erald Empire,’’ one of the best. Good 
sales and profits, with time to fish and 
hunt. Reasonable lease, low overhead. 
Less than $10,000 to handle. Reason for 
selling, have larger deal. Write Box 7489, 
c/o Automotive News, Detroit 26. 


DISTRIBUTOR. Exclusive. Leading cities. 


Products fully approved by petroleum 
and marine engineers for gum and car- 
bon removal, fuel stabilizing and sludge 
dispersal—any gasoline engine. Back- 
ground of proved performance and ac- 
ceptance. Large volume possible. Limited 
investment. Distributors must have auto 
experience, carry stock and have neces- 
sary facilities. Mention territory desired 
when writing. Reply Box 7471, c/o Auto- 
motive News, Detroit 26. 





“EXCEPTIONAL 
OPPORTUNITY" 


For reliable person, man or lady, with 
vision and ability to act immediately for 
a lifetime of assured income. To service 
rovte of cigorette machines established 
locally for operator. $900 to $1,800 cash 
investment 
WHICH IS GUARANTEED IN WRITING BY 
US, for you to earn up to $260 per month 
part time. You con net up to $28,000 an- 
nually on a full time basis. We are on 
established reputable concern with 
finest ond oldest nome brand equipment. 
If you have the cash and ore sincerely 
interested please write giving your phone 
number and brief background for a local 
interview af your convenience. 


required, THE RETURN OF 


the 


L & M Distributors, Inc. 
6513 Cedar Ave. South 
Minneapolis 23, Minnesota 








DEALERS MAILING LIST—Ford, Chev- 


Berkeley 4, Calif. 











Automotive News will not divulge the 


Rame of any classified advertiser using DEALERSHIP WANTED 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7422, c/o Automotive 
News, Detroit 26. 


FORD OR MERCURY, 400 to 1,000 poten- 
tial in central states, Great Lakes area 
preferred. Factory approval assured, 25 
years’ experience and $250,000 cash, Re- 
ply held in strict confidence. Write Box 
7490, c/o Automotive News, Detroit 26. 







one you have mentioned; 
it will be forwarded im- 
tely to the advertiser. 








© Buy Right 


MALLING LISTS 

rolet, Piymouth, DeSoto, Chrysler. Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. September, 1957 checked. 
On addressed labels, 35M, $14 per M 
Box 7482, c/o Automotive News, Detroit 
26. 


SEE OUR AD 
PAGE 66 


AUTOMOTIVE ENTERPRISES 
Retail Research Specialists 


10600 Puritan Ave. 
Detroit 38, Mich. 





MILITARY BUSINESS 


— Got Your Share? — 


Military people will want to: 


Finance for 30 to 36 months. 

Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 


We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 


MILITARY FINANCE CO. 
502 Tioga Bidg., 2020 Milvia 
THornwall 5-2275 


“Worldwide Financing for Military 
Personnel” 








Inventory Service 
Buying or Selling a Dealership 


© Sell Right 
Parts—Accessories—Equipment 


© © A disinterested certified physical 


inventory will save you money © © 
DON'T GUESS—BE SURE 
Call or write for service details. 


Automotive Inventory 
Service Co. 


10040 Freeland, Detroit 27, Mich., WE 3-6445 





TRUCK DECALS; 


DECALS, WOOD GRAIN, 


DECAL TRANSFERS 


no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8456 Hough, 
Cleveland 3, Ohio. 





for all Ford- 
Mercury station wagons, Quick service, 
low price. Send for price chart and sam- 
ples, Canell Co., Little Ferry, N. J. 
(Distributorships available to jobbers 
calling on Ford-Mercury dealers and/or 
body shops.) 








~ CARS FOR SALE 


USED CAR BUYS 
FOR DEALERS! 


"56 PLYMOUTHS 


with Power-flite 


ONLY *475 
FORDS, too! 


Any Quantity... Large or Small! 


All 4dr, ex-taxis with heater/defroster, 
good tires, clean inside and out. All in 
excellent operating shape; most in service 
only 8-10 months. Many available with 
power steering. 

* 


Don't wait . . . call, wire or write 


CURRY CHEVROLET 


Broadway and 33rd Street 
NEW YORK . ADirondack 4-6000 





BUSES FOR SALE 


SCHOOL BUSES 


We hove available now, 60 passenger 
units to meet New York and all New 
England requirements. Please call early 
as the supply is getting short. 


TRANSIT SALES & SERVICE, INC. 


451 Kings Highwey 
Bridgepert 5, Conn. 


Coll: frank 1. Mee, Jr., Vice-President 





PARTS FOR SALE 


SACRIFICE—-Studebaker parts inventory 





FOR SALE: Like new, late model Clayton Four Clamp 
Dynameter with full equipment. Rea- 
sonable. El Par Motor Sales, 550 W. 
Elm 8t., Lima, Ohio. 

ss MISCELLANEOUS « 


$12,000 dealer cost-—Will sacrifice all for 
$8,000, or will sell any part at reduced 
price. Hedrick Auto Co., Inc., 120 North 
Church St., Salisbury, North Carolina. 


SHOP EQUIPMENT FOR SALE 


WANTED: USED CAR LOT for lease or 


sale in attractive and prosperous New 
England town. Must not have cut-throat 
competition. Box 7481, 
News, Detroit 26. 


CONVERTIBLE TOPS, $18.75——Willys Jeep | 


tops, $72.20 Headlinings, $12.50. Free 
catalogue. Big Buck, 307 Cambridge St., 
Boston 14, Mass. 





NEON SIGN—Dodge truck, approximately 


3’ x 3’, two years old, double face, por- 
celain. Like new-—cost $525—will sacri- 
fice, $250. Including transformer. Ro- 
docker Motors, Inc., 1160 W. 16th St., 
Indianapolis. 


c/o Automotive | 


Automatic BraKinG 


WITH BRAKE HOOK-UP 


ONLY... $5745 


Less 
GUIDE 
CABLES 


cour SEES 
BRAKE HOOK-UP.......... 





BUY IT! 
TRADE IT! 





QUICK-TOW Bumper- 
to-Bumper Tow Bar 
TRI-KING 3-Point Hook- 
Up Intra-State Tow Bor 


TowKin 
Tow Bar Sales Co. 


4 Point 
Hook-Up 


$45 


Distributors 


Exclusive Factory 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect "3 S0'00 orders 
40 So. Clinton St., Chicago 6, Ill. 


SELL IT! 
HIRE HELP! 


Through 
AUTOMOTIVE NEWS 
Classified Want Ads 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.0.8. Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


Less Guide Cables 


GUIDE CABLES 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Hook-Up 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$44.85 Fed. Tax included 
Meets L.C.C. Strength Requirements 





Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factor 
PILOT 


Sales Division 
ISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


Since 1939” 





| “Leaders in the Industry 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [1] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DFTROIT 26, MICH. 
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FOR MORE SALES: 


The C.I.T. Time Purchase Plan for Carefree Driving is being 





pre-sold the year-round to the majority of car buying families in 
your this in Life 
Saturday Evening Post, and the 92 Sunday Newspapers carry- 
ing Parade and This Week 


Are you and your 


community—through advertisements like 


salesmen aggressively selling the 
nationally advertised C.I.T. Time Purchase Plan to cash in on 


this opportunity for profit? 


ADIRONDACK STATE PARK, in northeastern New York, two million acre mountain vacation playground. Mirror 
Lake (above) is one of park’s 200 lakes over one mile square in area. Full range of land and water sports, camping and 
hotel accommodations. Write: Division of Lands and Forests, Arcade Building, Albany, N. Y. Photo by Ivan Dmitri. 


How to Have More Fun This Summer 


There’s no fun like the fun of going places in a 
brand new car, or a bright, late-model used car. 
The complete C.I.T. Time Purchase Plan makes it 
easy for you to drive the car you want now, while 
you pay for it out of current income. And you get 
all these extra protections and services, too: 


The Best Car Insurance Service 
Offered Anywhere 


Your car is insured against collision, fire, theft and 
many other causes of loss. And, in case of an acci- 
dent, you don’t have to shop for bids. Repairs can 
be made expertly by the man who knows your car 
best—your own car dealer. In addition, if your car 
should break down on the road, you are reimbursed 
for towing and roadside service—up to $10. 

These protections also apply when you, or any rela- 
tive living with you, use a borrowed passenger car. 


Plus these Personal Protections 
and Services 


First, your credit is established wherever you drive, 
so that if you should have an emergency car repair 
anywhere on the road, you simply request any of 
our offices to pay the bill. You repay in convenient 


monthly instalments when you return home. 

Then, you get life insurance coverage, and while 
this policy is in effect, yqur family will own your car 
outright, without further payments, in the event of 
your death. In addition to credit life benefits, you 
get added insurance that will pay $1000 to your 
family if you lose your life in a traffic accident. 
Greater benefits may be paid if you should lose 
your life, or sight, or limbs in certain other kinds of 
traffic or travel accidents. 

What’s more, you get a bail bond certificate that 
provides you with bail bond up to $5,000 if you, or 
a member of your family, are arrested on traffic 
accident charges. 


The Most Sensible Way to Buy 


All of these protections* are yours when you buy 
your car on the complete C.I1.T. Plan. And, any- 
where you drive in the U. S. or Canada, there’s one 
of C.I.T.’s 465 offices nearby, ready to give you im- 
mediate action and assistance on these protections. 

Don’t wait any longer. This week select the car 
you want to drive. Then ask your dealer to finance 
it on the complete C.I.T. Plan. In a few minutes, 
he’ll make all the arrangements. And you'll protect 


your family, yourself and your car with the plan 
that helps you enjoy carefree driving. 

Universal C.1.T. Credit Corporation. One Park 
Avenue, New York 16, New York. In Canada: 
Canadian Acceptance Corporation Ltd., Toronto. 
*Some details vary in Calif., Mass., Ohio and Canada. See your dealer. 


OFFERED BY ALL AUTO DEALERS 
WHO DISPLAY THIS SYMBOL 


CouRTESY « INTEGRITY « THRIFT 
SINCE 1908 





